OUTHERN 
UTOMOTIVE 
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Perfect Circle’s 2-in-1 chrome piston 
ring set assures positive oil control 












without shaving the cylinder walls on each stroke! Solid chrome 
plating, applied to BOTH top compression rings and the steel rails 
of the Oil Stopper, gives the 2-in-1 Chrome Set more than twice the 


life of ordinary sets yet does not scuff and score cylinder walls! 


What's more, the 2-in-1 Chrome Set is actually two sets in one 
because two expander springs are included with every Chrome Oil 
Stopper, giving mechanics a choice of spring pressures for every 
installation. For rebored, resleeved and slightly worn engines, you'll 
choose the Normal Pressure spring—for known oil pumpers, the 
HiPressure spring. 

in EVERY engine, you'll get maximum performance, with sus- 
tained power, whether cylinders are tapered or straight, round or 
out-of-round! See your Perfect Circle Representative, or write the 
Perfect Circle Corporation, Hagerstown 3, Indiana for complete 
information. 


< ~~ > 


NORMAL PRESSURE SPRING HiPRESSURE SPRING 

for rebored, resieeved ond for bodly worn engines ond 
slightly worn engines. Spring-ends known oil pumpers. Spring-ends 
ore plain. cre notched 


Perfect Circle 


The Standard of Comparison 


PLATED WITH SOLID CHROME 
aes Tee aaa 











OF EXTRA PROFITS for YOU... 


SPECIAL DEAL ON a 
WHIZ COOLING SYSTEM PRODUCTS! =a. ‘ 
— Protect awe AP 


Both a rust preventive and waterpump fa a = /) 
lubricant! A soluble oil-type product =) — } 
with extremely effective anti-rust prop- ar La 
erties. Excellent lubricant for sealed —_ ] 
waterpump systems. = 


Powerful acid-type cleaner dissolves 
rust, scale, sludge and corrosion. No 
reverse flushing needed. Conditioner 
neutralizes acidic action. 


Seeps into all laces where leaks oc- 
cur, and seals leaks solidly even after 
water is drained out. Will not clog 
or harm cooling system in any. way. 


Your WHIZ jobber has the new spe- 
cial deal in stock—ask him for yours 
today! If he cannot supply Wx1z 
products, ask him to stock them 
for you—or write direct. 





° oe 
SPECIAL BONUS DEAL NO. 51-R 


Featuring Sessions ‘‘Kitty-Belle’”’ Electric Alarm Clock. Sleeps you more quietly, 
with not even a pu-r-r. Wakes you more cheerfully, with Tru-Bel Alarm—in- 
sistent, yet pleasant and gentle. A finer quality, quiet electric clock for use any- 
where in the house. Beautifully finis in gleaming white, damage resistant 
plastic. 4” wide, 3%” high with 3)” dial. 


DEALER COST 
$14.40 


YOU BUY: 1 case (24 cans) Rustop 
1 case Kleen-Flush 
1 case Instant Seoler 
OR: Equivalent dollar valve of any WHIZ Cooling System product. 
YOUR BONUS: "Kitty-Belle” Electric Clock 


Regular Dealer Price 
Your Special Price Only 
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WATER PUMP 
lubrican” 








Takes squeals out of water pumps and clarifies water in 
cooling systems. It contains a Soluble Oil that lubricates 
all water pump parts and coagulates rust. Harmless to 
metals and rubber hose. Works perfectly in the presence 
of any standard anti-freeze. 


PERMATEX COMPANY, INC., BROOKLYN 35, N. Y. 
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CYLINDER HEAD GASKET ~ 
/2 
WH 
We 


CYLINDER 


“CORD Products 


or SUPERIOR QUALITY Replacements 


SS 


EXHAUST PIPE 


CARBURETOR TO 
INTAKE MANIFOLD 
GASKET 


MANIFOLD GASKET 


FUEL PUMP 
FLANGE GASKET 


TAIL PIPE 


DIFFERENTIAL 
CARRIER GASKET 


WATER OUTLET 
WATER PUMP GASKET 
BODY GASKET GAS TANK 


FILLER CAP 


Oll SEAL 


=>" 5 
: 5 WW Oo. 
, 


ONL SEAL 


TL 


oH 


* \ }} = 
j r a a REAR AXLE 


| (@) SHAFT FLANGE 
1] \ , Oil PAN GASKET 
|| ayer DRAIN PLUG & 

7] 
) COVER GASKET SPARK PLUG 
GASKET 


TRANSMISSION CASE 
COVER GASKET 

RADIATOR 

EXHAUST PIPE 

FLANGE GASKET 


Oll SEAL 


INTAKE TO MUFFLER 


EXHAUST GASKET 


VALVE COVER 


Oll PAN GASKET 
GASKET 


throughout the world. This distribution 
that McCord gaskets, 


mufflers, and oil seals are always avail- 


The name McCord on a gasket, radiator, 


muffler, or oil seal is your assurance of mearis radiators, 
a quality product that has been Individually 
Engineered to give equal or better service able and near at hand. 


than the part laced. 
, — ae Specify "McCord, stock and have on hand 


McCord replacement products are distributed McCord products. Then you are following the 


by over two thousand automotive jobbers example of good service men everywhere. 


You Can Depend on MCCORD Products.... 


Most Service Men Dol 


f 

MUFFLERS: 
ADIATORS: 
Poy] ALS 


GASKETS, 
pipes, ® 
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Show it... talk it... 


guarantee if / 

















BETTER BREAK-IN 
CLEANER ENGINE 





ONLY CASITE MAKES THIS Doutle-Sour- Money Ba OFFER 


BETTER AND SMOOTHER PERFORMANCE ALL 
tinued use of Casite keeps the engine clean, keen, free- 
YEAR AROUND—QUICK STARTING IN COLDEST = unning. 


Casite also cuts engine wear, by improving lubrication. 


WEATHER OR DOUBLE-YOUR-MONEY-BACK! Casite speeds oil, spreads oil, helps it penetrate. Actually, 


it speeds the flow of No. 20 oil at 50° F.—and as the 
@ There's no guesswork, no gambling, with Casite—vour engine warms up, oil returns to normal-range viscosity. 
customer gets Better and Smoother Performance all the Casite gets enough oil to the right places at the right time 
time—or he gets back twice what he paid. for long and economical engine life. 
Chis is just one more reason why Casite sells fast —and Display Casite. Push Casite. Talk Casite with every 
repeatedly. Casite can make this amazing guarantee be- customer—for guaranteed Better and Smoother Perform- 
cause it gets rid of engine gum and goo... . frees sticky ance and Quick Starting in Coldest Weather. 


valves and rings . . . lets the power zoom through. Con- CASITE DIVISION, HASTINGS MANUFACTURING CO., HASTINGS, MICHIGAN 


CASITE + DROUT + PISTON RINGS SPARK PLUGS + OIL FILTERS 


git ADDITIVE maker, TOO 
* Nation's NO- * > 4 NO. | pRorl’ 








TUNE IN “SUSPENSE!” 





‘Original factory parts 
assure me repeat business’ 


“Anyone who claims the bigger margin of 
substitute parts is all extra profit is talking 
through his hat. Your substitute part takes 
more selling to start with arid requires more 
‘make good’ and extra service time. In my 
book the so-called big margin is quickly 
eaten up and you are left behind the 8-ball 
with a dissatisfied customer. That’s why I 
stick with Original Factory Parts that carry 
a profitable margin and assure me repeat 
business and a healthy growing volume.” 
E. B. Snyder, 234-6 Commerce Place, 
Greensboro, N.C 


CBS RADIO MONDAYS 


The outstanding customer satisfaction Auto-Lite 
Original Factory Parts afford service men is 
proved by this fact: more than half of America’s 
car makers specify Auto-Lite. Make the wise 
choice of original factory parts and protect your 
honest workmanship... and build your reputa- 
tion and your business. For full information, 
write to 
THE ELECTRIC AUTO-LITE COMPANY 


Toledo 1 Parts & Service Division Ohio 


"Tested Quality’ HELPS YOU DELIVER 


AMERICA'S FINEST ELECTRICAL SERVICE 


From blueprint to finished product, constant inspection and testing 
of all Auto-Lite Original Factory Parts assures quality of unfailing 
dependability . . . and is proven by exhaustive tests of leading 
automotive engineers who specify Auto-Lite as Original Factory 
Equipment on leading makes of many of America’s finest cars 
and trucks. 











BENIUM* Heat-resisting material is the secret ingredient 
developed by the Marshall-Eclipse Division of Bendix and used 
exclusively in Eclipse brake linings and heavy-duty brake blocks. 


IT MEANS EXTRA VALUE FOR CUSTOMERS — 
EXTRA PROFITS FOR YOU! 


These two great Bendix Eclipse products are real money makers. 
Why? Because when you tell a customer about the extra smooth, 
extra safe stops and mile after mile of extra road life in every set, Fi 
he’s bound to be enthusiastic. A quick sale is easy because you Bi 

are giving him just what he has been looking for. So, get in touch 
with your jobber and stock up on Bendix Eclipse Brake Linings 
and Blocks today. Give them a try and you'll agree— Benium 





gives you the edge that cuts down sales resistance every time. 


Eclipse 


BRAKE LININGS and BLOCKS 
PRODUCTS OF “Bendix 


Greatest Name in Braking! 





MARSHALL-ECLIPSE DIVISION OF 
TROY, NEW YORK 
aviation Coareration 
Export Sales: Bendix international Division, 72 Fifth Avenue, New York 11, N. Y. 
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Everyone... yes 
~weryone will Duy 


% 


S/S your 
q70%00 =\4 ha '| 


CONSISTENT 
NATIONAL 
ADVERTISING 


in great mass magazines like 
the Saturday Evening Post, 
mokes CASCO a familiar 
nome to your customers. 


Southeast Repr: LAWRENCE © HIRSIG & CO., 


201 Hildebrandt Bidg., Jacksonville 2, Flo. 


LIST $17.50 


LIST $18.00 
(Standard Models also available for 12 volts) 


CASCO GLASS WINDSHIELD DEFROSTER 


SAFE! SURE! PROFITABLE! Exclusive Switch Control plug provides positive 
“on and off” heat control. Defroster, 8” x 16”, works wonders in sleet, ice, 


snow and Ne. A-15 for 6 Volt LIST $4.00 
7 No. A-16 for 12 Voit LIST $4.45 


CASCO 2-SPEED 6° RUBBER-BLADED AUTO FAN 


QUIET! DEPENDABLE! fon: have chrome piloted metal trim ond swivel 
orm. Motor case is die-cast, has uni for 
quick, easy instoliation. No. F-11 (6 volt) UST $6.50 

No. F-12 (12 volt) LIST $9.50 





CASCO HUB REPLACEMENT ASSEMBLY 
TREMENDOUS NEW MARKET EVERY DAY. Worn ov! fons 


ASCO ALL-WEATHER VISORS 
WORLD’S BIGGEST SELLER! ONE MODEL FITS 907 OF 





Southwest Repr: HIRSIG-FRAZIER COMPANY 
Box 1140, 807 Cotton Exchange Bidg., Dallas, Texas 





Electric Toast- 
Pencil Set, 


: ing Ele 
izes including 
11 other Priz Set, Smoked Turk- 


i ighter, P 
dio, Cigarette ighter, 
Fi. es ee eT _ Picnic 
vn : 
i -—, e Box, Sports Jacke 


18) Cash Certificates 


Check these Sensational Features! 


High Pressure . . . 10,000 Ibs. 
One-Hand Operated. 

Easy loading through fitting or barrel. 
400 lubricating shots without reloading. 
Spring-loaded barrel for positive action. 


Here’s the greatest ARO Gun you ever handled 
... packs tremendous pressure...full 3 oz. 
capacity...weighs only 3-1/3 Ibs. loaded. 
Relief valve prevents air pockets after refill. 
Many more all-new features. 

This is the gun for you! It has taken a lot of f 


research to develop it. Now we need a name... yf, if 
: ° hi fj 
your chance to win a prize. Ask your / Hs / 
Aro Jobber for a free demonstration. ~ 
a 


ARO w%& axa . 


LUBE EQUIPMENT . .. iso crcose Fittings 


Air Tools ...Hydraulic Equipment... Aircraft Products 
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CONTEST RULES 


1. Write a name for Aro's new 
10,000 Ib. Lube Gun. Use the 
handy entry blank, writing paper, 
ora postcard. Be sure to sign your 
mame and address. 
2. Mail to Contest Editor, The Aro 
Equipment Corp., Bryan, Ohio. 
3. Entries must be postmarked before 
midnight, Sept. 30, 1951 
4. Decision of Judges will be final 
In case of tie, duplicate prizes will be 
awarded. 
5. All entries and ideas become the prop 
erty of Aro and none will be returned. 
6. Anyone may compete except employees of 
Aro or their advertising agency. 


SEND YOUR 
ENTRY NOW! 


Contest Editor 

The Aro Equipment Corporation, Bryan, O, 
My choice of a name for Aro’s new Lube 

Gun is— 


PLEASE PRINT 





DECISION of the COURT: 


~~ You are 
responsible 


— when vou 


VS 200KL3. & 
BR 2 


SW = park your car 


lon the highway! .. 


33 
Tit, 
es} FOR COLLISION TN 

FOR PERSONAL INJURIES 
FOR PROPERTY DAMAGE 


pusce othe SPU pet IE \ af FOR FATAL ACCIDENTS 


Josern A* 


FOR WARNING CARS 


Sigflare 


ges 


Signal-Stat 
CORPORATION 


SIGNAL-STAT BUILDING 
523-539 Kent Avenue, Brooklyn 11, N. Y. 


2 
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F | T 1e Wall Ci i(c hart 


Now Available Through Your Closest Moog Distributor 


The wheel alignment specialist and the me- 
chanic working on front end replacements 
will welcome this new Moog Coil Action 
Wall Chart, with easy-to-find part locations 
shown with exploded groups of all popular 
installations and required King Bolt Kit 
included. 
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Makes service sure and fast! All parts num- 
bers plainly marked — a service-order chart 
that will help you get the right part for 
the job. 


MOOG INDUSTRIES CO. 
ST. LOUIS 14, MO. 


Divisions 
MOOG COIL ACTION PARTS CO. 
MOOG PISTON RING COMPANY 
ST. LOUIS SPRING COMPANY 


© 1951 Mi, 








Heavy Duty D-c. Lune. 


THE MOST POWERFUL BATTERIES AND THE BIGGEST 
VALUES YOU CAN OFFER AT POPULAR PRICES TODAY! 


up To 56% ; NEW CONTAINER 
MORE STARTING —STRENGTH 


where strength 


POWER AT ZERO! HN 3 ann is needed most! 


GROUP 1 


NEW SEALING 100 Ampere Hour Capacity 


Fits the following cars— 


C0 M PO U N D e Chevrolet Olds ('49-'50 


Crosley —6 cyl.) 


—Stands more heat, = Os we ss 
Stands more cold! Le 


Nash Willys 


THERE’S A SIZE FOR ALL : 


¥ 


GROUP 2 GROUP 2L 


115 Ampere Hour Capacity 115 Ampere Hour Capacity 
Fits the following cars— Fits the following cars— 
Cadillac Ford (1947-50) 

Chrysler Hudson 

DeSoto Mercury (1947-50) 

Olds ('49-'50 8 cyl. 


For complete list of cars and trucks 
WILLARD STORAGE BATTERY COMPANY 
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Frozen in a huge cake of ice, a Willard Heavy Duty DeLuxe (Group 1 size) amazed 
95 responsible witnesses by cranking a car for 12 minutes and 2 seconds. Then, 
after only two minutes for recuperation, this same battery cranked the same car 
for one minute and 26 seconds more to bring the total to 13 minutes and 28 seconds. 
How’s this for proof of extra power for the coldest of cold weather starting! 


CARS AND MOST TRUCKS 


GROUP 2E GROUP 2F 


110 Ampere Hour 
Capacity 

Fits the following cars— 

Buick 40-46 

Ford (19 ) 

Olds (1938-48 — Hudson (1948-49) 
6 and 8 cyl.) Lincoln 

Packard Mercury (1940-46) 

Pontiac 


115 Ampere Hour Capacity 
Fits the following cars— 


these batteries fit... consult your Distributor 
Cleveland + Los Angeles + Dallas * Memphis + Portland + Toronto 
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Wuiealad 
NEW 95] VICTOR| GASKET GUIDE 
» Shows more! tells more! HELPS MORE t 


SIMPLIFIES GASKET ORDERING FOR ALL MODELS—OLD OR NEW 
Here’s a sample page showing how the Victor Guide lists all 
gaskets used and tells where each goes on all makes of engines. 
Each item is identified with factory part number and Victor 
replacement number. For added identification, all head gaskets 
and a lot of others are illustrated. 

Only the Victor Gasket Guide gives you such complete, accurate 
listings for all cars, trucks, tractors, marine and industrial engines 
—old and new. Only the complete Victor line assures you of 
Quality Gaskets—individual or in sets—for every need. 





Nt 


* > yee 


o 


GET YOUR GUIDE FREE—- FROM YOUR VICTOR JOBBER 
You'll save time and trouble—you'll speed up shop work by using 
this new Victor Gasket Guide regularly. Get your copy free where 
you always get what you need in gaskets — your Victor Jobber. 
Victor Mfg. & Gasket Co., P.O. Box 1333, Chicago 90, Illinois 


F ® ne 13%" 
sah pul! ¥ 14x18 1vs* 
ot pyran UB ye (1942) a... 
¢ sot yy 

oil pan ure ie 


1 (305 pac at 
io Sark & Vay 4537) 


“Sold through 
leading jobbers 
everywhere!“ 


ncn WAAC HEO}R 


Gaskets and Oil Seals 


SEALING PRODUCTS EXCLUSIVELY 
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WOULD YOU PAY #322 TO MAKE 
$75. PROFIT A WEEK ? 


io 


OVER $150 IN BRAKE WORK THE FIRST WEEK That's the 
results Wnek Auto Service, a 5 man shop in Amherst, < 
- Obie had with the American Brokeblok Minute Brake. 
Check Program . Bet Ven “THIS am 
: : se < PEDAL “ee BRAKEBLOK 





e 


te "¥ 


THIS SHOP DID! SO CAN YOU! 


Want to increase brake profits in your shop? Want to certainly are sq ated. They 
save lives? Help reduce accidents? their brakes.“ ©°NScious abous 
You can! Just like the Wnek brothers shown above. 

FIRST. They asked for a free Pedal Blok. It’s a slotted 

wooden blok that fits under the brake pedal, finds faulty 


brakes, in a minute, before pulling a wheel. 
Write now, today, for your free Pedal Blok. 


We'll send it without obligation, plus full 
details about our Minute Brake Check Kit. 


We'll send you one, no charge, with our compliments. 
SECOND. The Wneks ordered one of our Minute Brake 
Check Kits. It contains a big, outdoor cloth banner, pen- 


nants, a 7 pc. display, post cards, folders, complete direc- MAIL THIS COUPON NOW! ~~ 

tions. And costs only $3.50. QS 

THEN THEY PUT IT TO WORK. They offered a Minute — “Fa < 

Brake Check to every motorist that drove in. Sold over 4616 Merritt Ave. iy fA 
Detroit 9, Mich. 

Rush me your Pedal! Blok, without obligation. 





$150.00 worth the first week, and it’s still going strong. 
To quote Ted Wnek: “We were amazed. We had no idea 
we'd get so much work or that customers would co-operate NAME 
so willingly. That Pedal Blok sure is a money maker.” 
ADDRESS 





CITY STATE 


Brake Shoe AMERICAN BRAKEBLOK DIVISION 
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THE NEW 
GUIDE GLARE-PROOF REARVIEW MIRROR 


Here is an accessory that will really sell .. . than-usual view to the rear. A flip ot the 
because more and more drivers are learning finger cuts out headlight glare from behind. 
about its safety value and want it. It’s an 8'%- There’s a Guide Glare-Proof Rearview 
inch-long prismatic mirror that gives a wider- Mirror for most makes of cars. 


@ 
fe 
a , ' 
mn) DD... 
a4 THE GUIDE MULTI-PURPOSE LAMP gets its 
a current from the cigarette lighter receptacle. 
—~ % 
4 


Its 14-foot long cord makes it a portable and use- 
‘ ful lamp that can be used in and all around a car. 

i [SY \ 
. —- - It provides a spare headlamp sealed unit—a real 


friend when needed. 


THE GUIDE SPOTLAMP WITH REARVIEW 
MIRROR combines a high-quality sealed 
heam spot lamp with a rearview mirror. 
Both can be gquickly and easily adjusted 
from inside the car. This accessory is GUIDE LAMP—A UNITED MOTORS LINE 
sturdily made, has a durable finish for long 
life and lasting beauty. 


Available everywhere through 
UNITED MOTORS DISTRIBUTORS 





Division of General Motors 
Anderson, Indiana 
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this new Golden “Bear” gives you the Perfect Answers to 


BIGGER BALANCING PROFITS: 


fl FER POLL liv ee STATIC and 


ws , DY-NAMIC 


eae WHEEL BALANCER! 





5 up to 100 MPH! 


dicator dial shows speeds 


speed 


New !n 


See your “Bear” Jobber for the “Perfect” details 
or write for new “Perfect” 36 Data Sheet ropay! 
BEAR MFG. CO., Dept. S-1, Rock Island, Illinois. 





Do the Job RIGHT! 


" I 
‘WIGGLE” os we 
BOUNCE” with the 


take out 
as the 
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STOCK 


QUALITY MARKED 


PISTONS! 


Make every engine overhaul a feather in your 
cap. Install replacement pistons trademarked 
Atcoa Lo-Ex. That name means plenty! It tells 

you performance is backed by Alcoa’s scientific 
knowledge of piston design, and testing under 
operating conditions. It identifies the extra 
strong, low-expansion alloy. Assures 
your customer cool, quiet power 

that’s easy on gas and oil. 


Always stock aluminum pistons of ALCOA 
Lo-Ex alloy—cast by Alcoa, finished 
by expert piston makers. 
ALUMINUM COMPANY OF AMERICA, 
1853J Gulf Building, 

Pittsburgh 19, Pa. 


PISTON 
CASTINGS OF 
EVERY TYPE 


Strut 
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VALVE SHOP SOM Wet ttt wilt 


EQUIPMENT 


vees 





THOR MODEL 100 VALVE REFACER-Wet type, 
capacity 4” to 11/16”, extra heavy construc- 
tion, speed chuck, lapped collet gear driven by 
own individual motor, complete with 4-purpose 
micrometer-feed butt grinding wheel and fixture. 


SHOPS available, equip- HEAVY DUTY SEAT GRINDERS 


either No. 100 or No. 99 ie 
. Capacities to 2%” Wheel. 10,000 or 
Seat Grinder, wheel dresser, 12,000 R. P.M. 


d accessories. 


COMPLETE LINE OF VALVE SHOPS 





¢ 





THOR MODEL 99 VALVE REFACER-Wet type, ca- 


pacity Y%4” to 11 16”, same heavy duty construc- 
tion as Model 100, but without butt-grinding 
wheel. Separate fixture, shown at right, permits 
butt-grinding valves, rocker arms, tappets on 
refacer wheel. 


EXTRA HEAVY DUTY SEAT GRINDER 


Capacity to 4” Wheel. 
8,000 R. P. M. 6 STANDARD VALVE SEAT KITS 
Many Specials 


Expanding and Plug Pilots 
ACCESSORIES, WHEELS, PILOTS, ETC. AVAILABLE 





POLISHERS - SANDERS __. 





Greatest power tool development since the in- 
vention of the electric drill! Remove “frozen” 
nuts in a jiffy—drill, tap, drive screws and nuts, 
wire brush, grind, sand, etc., with these versatile 
tools! 


Reversible 


5 BASIC SIZES 
YW," to 1%" capacity 
Operate on Minimum Air 


: W, 
LS huer_Line 


ELECTRIC 


¥_" and 4” Capacity 
Extra Sturdy Construction. Will 
not stall or burn out under load. 


A I TS Thor Electric Impact Wrenches are 
available with Carrying Cases, 
complete accessories. 











‘tive more...Serve better...Work harder... 


To Win Liles Prins” says cris 


Reading time: 1 min., 43 seconds 


These were no silver spoons in Chris’ family 

- only coal miners’ shovels. There were no college 

diplomas on the wall . . . work overalls hung there. 

There were no doors to opportunity to open through 

family influence, position or wealth. What Chris won 
from life he won the hard way. And win he did! 


Today Chris Verdi is the proud owner of one of 
the largest automobile dealerships in a city of its size in 
the United States. He has a fine family, owns a beautiful 
home and a 120-acre stock farm. But to a 13-year-old 
boy, rubbing the sleep from his eyes to don his work 
clothes, such a prophecy would have seemed like a smoke 
dream curling from Aladdin’s magic lamp. 











Underlying the story of Chris’ success is a rock- 
solid foundation of helpful service, of genuine friend- 
ships, clock-defying hard work, and traditional Yankee 
determination to succeed. For $3 a week, young Chris 
pushed a broom and ran errands just to get close to the 
great interest of his life—automobiles. His industry and 
initiative soon won him a jeb as car washer and 
mechanic's helper, and a boost to $20 a week. He watched 
the old mechanics at work, studied their methods, 
pestered them to let him do repair work, and practiced 
at home on an old $15 car he'd purchased. Before many 
years, Chris Verdi became noted as a mechanical wizard. 

Opportunity knocked. A leading auto 
mechanic opened his own business, and asked 
Chris to manage the shop. The business pros- 
pered, Chris saved his money, and at last a 
long-cherished dream came true. Chris opened 
his own shop. In a single year he won the 
lion’s share of the county's business. So noted 
was his mechanical work that even his com- 
petitors jobbed out repair work to him! 


When the young businessman presented his 
record to executives of Dodge Division of Chrysler Cor- 


poration they were impressed. He was qualified to 
establish one of the county's leading Dodge dealerships. 
Chris’ strength in his community soon asserted itself. 
Before long he was setting sales records. 

In one year he outsold both of his major competi- 
tors on both new cars and trucks. Today, a 30,000 sq. ft. 
shop—one of the most modern in the nation, supported 





by a good parts department, a thriving used-car business, 
35 people on his payroll . . . all this demonstrates anew 
the opportunity ever-present in the automobile business. 


“*Sell a value product, first of all,” Chris advises. 
“Then, prove to the other fellow you're really his friend 
by giving him the best deal possible every time. And, 
I've discovered, it’s a great satisfaction to be selling a 
product which is an essential part of the social and 
economic life of America.” 


Write for our free booklet containing a 
number of these stories of accomplishments 
by enterprising men. Chrysler 
Corporation, 341 Massachusetts 
Ave., Highland Park 3, Mich 


Chrysler Corporation 


PLYMOUTH * DODGE * DE SOTO © CHRYSLER * DODGE “'‘Job-Rated” TRUCKS 


Fine Cars of Great Value 
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‘Do you want to increase your battery 
sales and battery profits? That's the 
question Auto-Lite asked us years ago 
before we took on the Auto-Lite Battery 
line in California,” says Roy D. Adams 


“As predicted, the Auto-Lite Battery 
line is one of the most profitable we 
handle. One reason for this success is 
that only ‘Sta-ful’ has a network tele 


vision and radio show, plus national 


magazines, Sunday newspapers and a 
complete sales promotion program 
What's more, Auto-Lite Batteries are 
original equipment on millions ot cars 
and trucks. All this ‘Sta-ful’ 
easier to sell all the way down the line 


makes 


to dealers, fe ct operators and consumers 


“Auto-Lite is making sales and 


profit gains possible for us with 


the premium-profit ‘Sta ful’. 


; oo... 


Fi 2S 





a 
Where Dependability Counts... 
a 


use PACKARD 
BATTERY CABLES 


DEPENDABILITY is what is wanted in battery 
cables—the assurance that a touch of the starter 
means quick, positive starting every time—in any 
climate, and in any kind of weather. 


That sort of dependability—day after day, year 
after year—has made Packard Battery Cables 
the standard of the industry . . . the standard by 
which all other cables are judged. And Packard Bat- 
tery Cables are used as original equipment on 
more cars, trucks and buses than any other make. 


Packard Battery Cables are full-size, full-weight 

. deliver a full measure of value. They offer a 
choice of LeadAlloy terminals or leaded brass 
terminals—and both deliver top performance. 


So, where dependability counts, use Packard 
Battery Cables—use the cable with proved 
performance, proved quality, proved superiority. 





PACKARD PETE SAYS— 


You're never in doubt with Packard 

Automotive Cables—for, when you 

use Packard, you use the finest. 

Packard Low Tension Cable with 

amazing “249 compound” insula- 

priagap tion— Packard High Tension Cable 

Packard Electric Division, General Motors Corporation in spools or packaged in sets— 
Warren, Ohio Packard Battery Cables with Lead- 

Alloy terminals or leaded brass 

terminals. All are nationally known, 


FOREMOST BUILDER OF widely distributed. Standardize 
AUTOMOTIVE AND AVIATION WIRING with Packard. 


| 
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CONVERSATION 


or 
VISIBLE PROOF -- 


Af B ing yOu 
Dil Filter Prof 


ich 
oer 


Today. with modern Heavy Duty Oils in the 
picture, you're as out-of-date judging the con- 
dition of motor oil by the dipstick or on a 
piece of paper as you'd be trying to sell 
gasoline from a barrel! 

Only with the WIX Dirtector can you ae- 
curately show the condition of your customer's 
motor oil. Whether light or dark—clear clean 
or dirty the WIX Dirtector gives both you 
and the motorist the TRUE answer! 


tills takin seule wehin « ste Thousands of WIX dealers are cashing-in 
WIX Dirtector is equivalent to an extra on this modern “Engineered Selling” tool. It 
man of your pump? is so important to sales and profits in oil and 
oil filter cartridges, that every service station 
should have a WIX Dirtector at every pump! 

WIX. and only WIX offers you the WIX 
Dirtector. Contact your nearby WIX distribu- 
tor for full information. If your Jobber 
doesn’t have WIX, write us today. 


WIX ACCESSORIES CORP, GASTONIA, N. C. 
CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., 11 Wabash Ave., Toronto 3, Ont. 
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world’s fastest-working 
body jack equipment is 
orta-Power 





...and here’s why! 


This is the ONLY COMPLETE line of hydraulic body jack equip- 
ment in the “‘bantam weight"’ class. This GREATER SELECTION 
of both rams and attachments means more flexibility more 
ways to PULL or PUSH . . . greater efficiency on a wider range 
of body damage 


1. 

2 EASIER, FASTER HANDLING—''Bantam"’ has 2 tons of power. 
e 

3. 


It's just the right power and size for 90% of all panel work... 
the most compact, lightweight equipment in its class. It gets in 
where bigger jacks can't go. And — there's just one hose and 
no pumping to retract the ram, 


FASTER PULL, PUSH or SPREAD because only Blackhawk offers 
quick-switch of rams . . . Bantam gives you a change from a push 
to a Spreader to a pull setup — lightning fast! 


If it doesn’t offer you all this 


Equip every body man with a BANTAM... sols ate Verteroney 
for a happier, more profitable shop! edecedigeeide se greriage 


_ P . ine ‘ POWER! 
The money-makers do it this way! They arm each man with a 


“Bantam” 2-ton “Porto-Power” and get much faster out-put C) Easier handling . . . a single hose 
on 90% of all body work. And, they salvage more body sec- revolving coupler . . . all-direc- 
tions, make better bids on rebuilding work and collect more 
profit on used cars, You get “Bantam” equipment in low cost, Interchangeability of rams! 

portable kits or assortments. See your Blackhawk jobber. C Spreaders with built-in rams? 


tional rams! 


“‘Porto-Power’’ is the exclusive (trade-mark name registered) (C0 Acomplete line of body 
product of Blackhawk Mfg. Co., Dept. P491, Milwaukee 1, Wisconsin FIRST work attachments ! Spe- 


CHOICE cialized attachments for 


in over 90% 
of all bod repair service! 
4 
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COLE-HERSEE 


A NAME BUILT ON QUALITY 





NO. 5558 BAT HANDLE FLAP-LOCK TRAILER 
TOGGLE SWITCH CONNECTOR 


NO. 5007 HEAVY DUTY SWITCH NO. 7178 COMBINATION HEADLIGHT @ 


& RHEOSTAT SWITCH NO. 6893 HEATER SWITCH 


NO. 5053 FUSED PUSH-PULL SWITCH NO. 8299 AUXILIARY SWITCH PANEL NO. 7077 UNIVERSAL 
DEPRESSING SWITCH 


COLE-HERSEE CO. “sss 
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oles Flow Readerstyo ana 
MORE SOUTHERN 
RURAL FAMILIES READ 
FARM and RANCH- 
SOUTHERN AGRICULTURIST 
THAN ANY 


OTHER MAGAZINE 


THERE'S PROSPERITY ON WHEELS IN CIRCULATION GUARANTEE 
inca. mtn... acme, | O 


are 1,800,000 more of them on Southern and 

Southwestern farms and ranches today than Farm magazines are No. 1 publications influencing sales 

there were in 1940! This great mechanization and 

of Southern farming and ranching has created 

a sales potential of vast proportions. You'll FARM and RANCH-SOUTHERN AGRICULTURIST reaches more 

share in it . . . you'll step up your sales and people with more money in the rural South than any other 

your profits—when the products you sell are : 

pre-sold for you by advertising in the South’s COQAEME . . . 

te ys a ae gai and Ranch- It puts your product story in more Southern homes, at less 
cost, than any other magazine! 


TOD he eer cen pe ene peer ute 


It’s that simple—more readers mean more buyers. 
Write, wire or phone for the number of Farm and 
Ranch-Southern Agriculturist subscribers in any 
Southern or Southwestern county. Compare these 
figures with those of the second farm publication— 
and you'll be convinced! 


tl me eed Atlanta | Dallas 2 
122 E. 42nd St 1036 Peachtree St. NE 2027'/) Young St 
Elgin 1800 Riverside 1181 


MUrray Hill 5-6815 
OUTHERN * - and Ranch . 3 
‘ eles 17 S AF 
Publishing Co Los Angeles | ‘an Francisco 


S son-Reilly, Ltd Simpson-Reilly, Ltd 

Chicago | simpson y Pp y 
Cu LTURIST 318 Murfreesboro Road 9 318 Halliburton Bldg 814 Central Tower 
Nashville 10, Tenn 333 N. Michigan Ave 1709 W. 8th St 703 Market St 


Telephone: 42-5511 Dearborn 2-5182 DUnkirk 8-1179 Douglas 2-4994 
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You are HEADQUARTERS 
for more 








FORD Division of || | 


FORD MOTOR COMPAN Pay A 


sae 
ae at 
Bit 

. 


tht 
Wil 
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Service Business 


.». when you display this sign 





When you display the familiar blue and white 
Genuine Ford Parts sign, you let Ford owners know 
you use the right parts for Fords. And, you take ad- 
vantage of national advertising that helps you rank 
high in Ford service profit, with more and more satisfied 


Ford customers. 
Heres Why: 


More than 40,000,000 

readers of LIFE, LOOK, and 

other national magazines 

are reached each month 

by attention-attracting ads 

. like the one reproduced 
at left. 

That means Ford 
owners in your area are 
continually reminded that 
Genuine Ford Parts are 
the right parts to save 
them time and money. 


And they’re reminded 
that the Genuine Ford 
Parts sign marks your 
shop as headquarters for 
the service that features 
the parts they want. 


% Order Genuine Ford Parts 
today! Ask your Ford Dealer 





how you can get the Genu- 
ine Ford Parts sign that 
attracts extra Ford Service, 
extra profit for you. 





Can you double your lubrication 
sales in just one year’s time? 


nswer: Marcoux Bros., Inc. DID! 


@ During 1950, Alphonse Marcoux saw his lubrication and oil sales rise 


THE ALEMITE “MAC 


Alemite ‘‘Magnet-Plan” Services 
Only Alemite Gives You All 11— 
Fully Tested, Fully Proved! 


1. Counsel and concrete assistar 
from one of the 300 Alemite Ser 
ice Promotion Specialists. 

2. Powerful Alemite National Advertis- 
ing—year after year—pre-selling lubri- 
cation prospects for you. 

3. “Business Expander’’ follow-up sys- 
tems. 

4. ’Prescribed Lubrication” program. 

5. Sales-building ! 

6. “Gusher Plan”... to build mater oil 
sales at the service bay. 

7. “Sales and Service Security Plan” in- 
cluding the 30,000-mile guarantee for 
new and used cars and trucks up to 
1 ton. 

8. Monthly Analysis Sheets, to prove in- 
creased service sales. 

Alemite Equipment for— 

9. Specialized Lubrication Service. 

10. Electronic Wheel Balancing Service. 








from $2545 to $5272! Analyzing the 107° 


this Woonsocket, 


increase, 


Rhode Island Chevrolet dealer gives full credit to Alemite’s sensational 


30,000 mile guarantee. Begun at the 
year ago, this exclusive Alemite 


in a 33% 


“Home Of Quality Service” 
“Magnet Plan 


increase in new car customers returning for penvice. 


one short 


” feature has also resulted 


} 
| 


PLAN” 


will show you how! 


@ No secret formula, the Alemite 
“Magnet Plan” employs the good com- 
mon sales-sense of not stopping with 
the sale of a $1.50 grease job. . . but 
going far beyond it to the sale of prof- 
itable parts and service business in 
every department. Your grease rack 
is the customer-attracting “Magnet.” 
To give it maximum “pulling power” 


f 


Alemite ‘ 


The efficient help you need from men with the 


know-how 


expert is as close as your phone always 


that most interests you 





of successful sales promotion 


making more money 


Alemite provides you with the ideas 
and services that will help you build 
more regular business and produce 
more repeat business year after year 
Find out how well these exclusive 
Alemite “Magnet Plan” features fit 
your needs, your operation. Call your 
Alemite Distributor or write Alemite, 
1826 Diversey Pkwy., Chicago 14, III. 


2 proven experience and 
Such an Alemite-trained 
Ready to go all out on the job 
Get full particulars from 


your Alemite salesman today 


11. Underbody Coating Service. 
Rocket Line Visi-Drum Marshall Line Electronic 
Pump Pump Pump wheel 


Balancer 





Idest, Most Reliable Name in Lubrication 





SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 





IN POWER BRAKING 


al 
nts a Mt 





Only he 


Bendix Franchise 
Gives You All These Advantages 


You sell the Bendix* Hydrovac*, world’s 
most famous and widely used power brake. 


A complete line of vacuum power brakes 
and other vacuum controlled equipment. 


Compact Bendix Repair and Installation 
Kits simplify stocking and service work— 
give you just what you need for every job. 


Under the Bendix Unit Exchange Plan you 
can build a profitable business repairing 
vacuum power units in your own shop. 


Bendix simplified service instructions and 

training aids make it easy for your 

mechanics to learn vacuum power repair 
procedures. 


You are backed by the greatest name in 
braking. 


*REG. U.S. PAT. OFF. 


Bendix 


PRODUCTS DIVISION 


SOUTH BEND 


INDIANA 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 


These Bendix signs 
stand for good 
business and good 
business relations 
between factory, 
dealer and customer. 
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SELL »»» SERVICE 


Bendix 
Hydrovac 


The World’s Most 
Widely Used Power Brake 


The Bendix Vacuum-Power Sales and Service Plan puts 
you in a position to take full advantage of one of the 
fastest growing service markets in the field. Every part 
of this program is designed to help you—making power 
brake work easy as well as profitable. Add to this the 
world famous reputation of the Bendix Hydrovac and 
you will agree—the Bendix Power 
Brake franchise means good business 
any way you look at it. 


aviation coapokation 


PAnTs cleaner 


Cold immersion 
Parts Cleaner thet 
soves time and money 


Original Equipment 
on most cors 


Replacement 
Corburetors— 
Repair Kits 

. Canadian Scales: Bendix-Eclipse of Canada, Ltd., Windsor, Ontorio, Conoda 


1951 31 





ENGINEERED 


| 
( 


GRILLE GUARD 
TRUNK GUARD 


You want extra 

profits .. . your 

customers want the 

best protection for 

their cars. When you 

sell CELLO both you and 

the customer are satisfied, 

because Cello Grille Guards 

are specifically ENGINEERED 

to provide the finest protection 
money can buy. 


Only top-quality materials 
and workmanship go into the making 
of Cello Guards. 


GRILLE GUARD 
WITH WINGRAILS 


Join the thousands of success- 

ful merchandisers who are now featuring 
Cello Grille Guards, and get your share of the 
extra profits the complete Cello line 
provides. Styles to fit all makes. 1946-1951. 


Over 1,000,000 
Pairs Sold 








For full information on Cello 

Guards and License Plate frames write 

to the factory today for FREE catalog pages 
and price lists. 


your GUARD for life 


Cello Products Co. 


161 Prescott Street 
East Boston 28, Mass. 
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ADJUSTABLE 
LICENSE PLATE 











55% more refinishing profit 
with factory-method finishing! 





txceeded highest hopes 


* writes Donald A. Schafer, Sr., general service 


S 


manager of E. M. O'Donnell Co., Inc., Syracuse, N. Y., one of the largest Ford 
dealers in the country. “When we installed our Brake Shoe equipment and be- 
gan to promote factory-method finishing in our advertising, volume went up and 
costs came down. Profits are now up 55% in the refinishing department, 60% 


in the body shop department!” 


Jobs advertise the shop. “We've maintained a steady volume of refinishing all 
year long, and can now handle 15 complete jobs a day. The high quality of the 
finished jobs has occasioned favorable comment, and brought much new work 


into the shop. The equipment is trouble-free . . . 


maintenance next to nothing.” 


What about you? Youcancash in on your local area’s share of the huge national 
refinishing potential—the more than 28,000,000 cars over 5 years old now in use, 
plus the extra emphasis on maintenance created by the probability of cut-backs 
in manufacture—by putting the Brake Shoe factory-method finishing plan to 


work in your neighborhood. 


WHAT EQUIPMENT WILL YOU NEED? 


1. The mobile, infra-red Auto-Bake oven, that 
dries a showroom finish to granite hardness in 
30 minutes 

2. The Micro-Spray gun, which sprays an extra- 
smooth finish by atomizing paint extremely fine 
and distributing it exceptionally evenly 


3. A standard packaged spray booth to prevent 
dust and turn out jobs cleaner and safer, is 
often a profitable investment 

4. A Kellogg-American air compressor to eco- 
nomically supply air to meet peak loads with- 
out loss of operator time 


Mail the coupon today for 
detailed information on how Brake Shoe 
can help make your shop the Number 
One refinishing shop in your area 


American Brake Shoe Co 
Kellogg Division 

96 Humboldt Street 
Rochester 9, N. Y 


Please send me detailed information 
on the Brake Shoe Turnover Plan 


Please have a representative call to 
discuss the Brake Shoe Turnover Plat 


with me 


ADDRESS 
cITy ZONE STATE 


KELLOGG DIVISION, 96 HUMBOLDT ST., ROCHESTER 9, W. Y. - DOMINION BRAKE SHOE COMPANY, NIAGARA FALLS, ONT. 
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YOUR PARTNER IN SERVICE 


IS READY, WILLING AND ABLE TO HELP YOU 


In time of emergency your Chevrolet precision-engineered, quality manufactured 
dealer can be an even greater asset to replacements. And these uniform Chevrolet 
you. His Parts and Accessories Department parts help you assure continued satisfac- 


can serve as your personal warehouse of tion for your service customers. 


IMPORTANT FACTS 


for independent garage men 
You're sure of a large, continuing a 
for the parts you obtain from your Che 


é out 
rolet dealer—because more than _ 
of every four vehicles on the roa 


. 
Shevrole re pared for this con- 
is a Chevr slet. Be prer : c 


ant, profitable service wn 
ae ZS > 2S ee Paste your Chevrolet dealer today 


DEA Wil YOUR CHEVROLET DEALER SHEN ROLET/ 
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The man who knows bird dogs can spot a good hunt 
even in the puppy stage. There are certain unmista 
able signs that stand out like a crow in the sno 
It's the same way with tools. The man who kno 

can spot a good tool without even trying it out. Tak 
a Bonney Wrench, for instance. By its looks, by i 
heft, by its ‘feel’, a Bonney says to the real mechan 

“Here's a wrench you can depend on.” 7 
P ‘ 4 y ¥. 


wh. <5 {aie 


\ ~~. % 
“ 
fas 


‘~ j 


This is one of a series of spirited sporting scenes (in full color, without advertising) available on request, Write for your free set today. 


“CHEAP TOOLS ARE FOR CHUMPS”, say men who have 
a feeling for tools. And to them, ““Bonney”’ means 
wrenches, just as ““Disston’’ means saws or “‘Arrow” 
means shirts. To men who know best, the Bonney 
name is a guarantee of lightness, strength, balance and 
precision ...a better job, in less time, 


with greater safety. 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PENNSYLVANIA 





ACCORDING TO ACCEPTED AUTHORITIES 


WATE 18 THE MOST 


& 


Unretouched photograph of sludge 
caused by water in the oil 


WS 


ae 
ee 


WATER IN THE OIL 


























WATER CAUSES SLUDGE 
the major cause of engine operating difficulties 
Water in the presence of soot, lead c unds 
road dirt and other solids in the ates a 
pasty, mayonneise-like condition wh is the 
starting point of sludge 


WATER MAKES ACIDS 
the major cause of engine wear. Highly acidic 
blow-by fumes condense in the presence of 
water, form dangerous corrosive acids which are 
carried in the water contamination of the oil 
stream to all parts of the engine 
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WATER DESTROYS DETERGENCY 
the newest advancement in lubrication. Accord 
ing to well-known authorities, water contamina 
tion in the oil can destroy certain of the dis 
persant or detergent actions of modern heavy- 
duty oils. 











Exclusive Walker Patented “Laminar” Construction not only Removes Road Dirt, 
Metal and Other Abrasives — But Provides Extra Protection Against “Crankcase 
Moisture” ... The Cause of Wear-Producing Acids and Sludge 


@ Of course it is important to remove 
solid abrasives which collect in the 
oil stream. Walker Oil Filters take 
care of that by famous “3-Way Fil- 
tration.”’ But, according to unbiased 
authorities, the greatest enemy of 
motor oil and good lubrication is not 
abrasives. It is “blow-by contamina- 
tion”’ from the combustion chamber. 
In addition to creating soots, car- 
bon and lead compounds, blow-by is 
the major source of “‘crankcase mois- 
ture’’—or water in the oil. And water 
in the oil is the most dangerous of all 


oil contaminants. 


WALKER MANUFACTURING CO. OF WISCONSIN - 





Water in the oil is a“‘triple threat.” 
It is the chief cause of sludge. It is 
the source of corrosive, wear-produc- 
ing crankcase acids. It [can destroy 
certain detergent or dispersant ac- 
tions of the new heavy duty oils. 

Because of the unusual moisture 
absorbing ability of the particular 
wood cellulose fibres used, Walker 
Oil Filters render a valuable plus 
service in the control of dangerous 
“crankcase moisture.” 

By selectively removing water 
from the oil, the Walker Oil Filter 
functions to prevent the formation 


RACINE, WISCONSIN 


WALKER 


OIL FILTERS 


wZH—§—N 
WITH PATENTED LQUMULALCY” CONSTRUCTION 
-\Z 
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of sludge by helping keep the mois- 
ture content of the oil below the 
“sludge danger zone”’ . it mini- 
mizes corrosive acid wear by absorb- 
ing the acids contained in the water 
it removes from the oil that passes 
through it. 

Regardless of what filter your cus- 
tomer may have on his car, give him 
the benefit of full protection from all 
dangerous oil contaminants—includ- 
ing the most damaging of all .. . 
water ... by installing a Walker Oil 
Filter Cartridge. 





You can 
depend on the 
lines in this 


folder... 


and on the men who carry it! 


They are Automotive lines that give you finest 


quality, greater value and quick turnover. They are 
produced by basic manufacturers and backed 

up by outstanding merchandising programs. The Hirsig 
Organization is made up of a total of 43 men 

and women trained and experienced in the automotive 


industry—prepared to render a complete 





automotive sales service in the South. 
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For Speed ... Ease... Reduced Costs 
... Greater Profits—Shops everywhere 
depend upon SIOUX TOOLS. 
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Action picture of SIOUX Electric Polisher. 
Balanced operation ... no swirls... just 
exceptional polishing. 


Sold only thru Authorized SIOUX Distributors 








WORLD OVER 
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WEAVER TWIN PG 


is the ONLY automotive type lift that 
can handle ALL wheelbase lengths 
without loss of lifting capacity ! 


Yes, the WEAVER TWIN POST LIFT is the ON} 
automotive type lift that offers wheelbase 
justment from 40” minimum to any desired 
imum .. . Provides unobstructed under, 
accessibility. No rails in the way. It 

more in a lift than any other deve 

more working room . . . more dep 

more exclusive features ... mor Stith skier eit bieaitain icamtinen Risen 
duction for your shop. It pay post is adjustable to any wheel base length 
Twin Post Lifts. pa yt ee A 
Ask your jobber, or write yo mg a 164” wheel base Cadillac 
and time study proof of ) 

riority. Ask for Bulleti 








WEAVER MOTOR SUPPORT 


The Weaver Motor Support is inex- 
pensive and provides a convenient 
method of supporting motor, and 
thereby increases production on re- 
moval and replacement of transmis- 
sions and rear motor mountings. 
Furnished complete with hydraulic 
jack for raising and lowering con- 
tact channels. 


SERVICE SHOP EQUIPMENT 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL. 


Twin Post Lifts . . . Unit Lifts... Wheel Alignment Equipment . . . Headlight Testers . . . 
Brake Testers... Wheel Balancing Equipment... Jacks... Dollys...and Air Compressors. 
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‘| proved to myself that there's 


50% MORE PROFIT 


OWskorode 


UNDERCAR SEALER AND SILENCER 


“Concentrated Lion Nokorode gives me 
50% more profit on each drum!“ 


Most ordinary undercoatings have a big percentage of 
solvent. When sprayed 1/8” thick they dry about 1 16” — 
thick. Lion Nokorode sprays 1/16" thick-—dries about ke “| clipped this coupon for full 
1/16” thick. Result: you do 50% more cars per drum! Yet by +f) details on Lion Nokorode’s 
Nokorode costs no more. } 47 profit plan!” 
Ss 

“Lion Nokorode is easier, quicker LION OIL COMPANY, El Dorado, Arkansas 

to apply —saves labor costs!“ Please send me complete details on how | can in- 
crease my undercoating profits with Lion Nokorode 


Nokorode is uniform for smooth application. It’s homoge- 
! PP 8 Undercar Sealer and Silencer. 


nized~ won't clog guns. That means you do more jobs at less 
labor cost. It’s naturally black—no useless coloring added. Name 

Street 

City State 

Brand of undercoating | am using now, if any 


LION OIL COMPANY Wee 
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Made and Guaranteed by 
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ber emotions, t 


| If you can push ake 
nearly to the floor boar i before the su can depe nd upon me 
® brakes take * j—let that be ® sality because Wagner products 
to you are used as oF ginal equipment by 
mobile, truck and trailer manu 


warning 
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r 


Wagner Electri or. 
in c @rporati 
dare AVE., « ST. LOUIS ation 
s in Principal Cities and in C ees 
in Canada) 


Millions of cor* qnd trucks have better, 98 





SOUTHERN A 
U 
TOMOTIVE JOURNAL for SEPTEMBER, 1951 





Gasket Kigh hance Faise-Winning Jobs! 


Follow these A 


approved procedures 


when 
REMOVING 
Cylinder Heads 


and 


CLEANING 


No. I. Let Engine Cool Before Removing Head! 

A simple precaution that is often overlooked—the en- 

gine should be allowed to cool before the cylinder head 

is removed. Removing a hot or warm cylinder head will 

usually result in warpage. A warped cylinder head 
will not “‘seat” properly and 
loss of compression, leakage 
and early gasket failure will 
result as shown in illustra- 
tion above. 


No. 2- Clean Head and Block Thoroughly! 


Thorough cleaning of the cylinder head and block is 
important. All carbon deposits should be removed either 
by scraping or soaking in metal parts cleaner. Cylinder 
walls, piston heads, valves and bolt holes as well as in- 
side of cylinder head should be blown off with an air 
hose. santana. out the water jacket within the head will 
prevent particles from drop- 

ping . on the gasket when the 

ead is put in place. Dirt 

particles form pockets in the 

gaskets, allowing leakage 

and eventual gasket failure. 


No. :B. Check for Warpage and Distortion! 

Carefully check head for warpage and pitting and block 

for distortion, dents or pitting. Checking the head and 

block with a straight edge will show any warpage or dis- 

tortion that has occurred. Pits in the head will show up 
at the water passages and 
around the combustion 
chambers. Surface irregular- 
ities must be remedied to 
insure proper gasket and 
engine performance. 


No. 4. Do Not Remove Excess of Metal! 


A word of caution—if head is to be refaced, care should 
be taken to remove no more metal than absolutely 
necessary. The compression ratio is rapidly increased as 
metal is removed. If it is evident that the head has 
been refaced several times, 
it should be replaced. En- 
gines are not made to take 
radical increases in compres- 
sion ratios without exten- 
sive rebuilding. 





Always use new gaskets— installing used gaskets is false economy 
that results in costly come-backs and loss of customer goodwill. 


Gasket Kight win -FEEDRO- Gaskets! 


Fel-Pro’s Famous FIT &. 
Stops every “Little Drip” 
Bs409 


With Fel-Pro you can be sure you have the right gasket for the job. You can count on 

— that match or excel original equipment in FIT — QUALITY and PERFORMANCE! 
;very Fel-Pro Gasket is thoroughly tested and proven— designéd and engineered to 

give you Praise Winning Jobs every time. 

FELT PRODUCTS MFG. CO., --~ CARROLL AVENUE, CHICAGO 7, ILLINOIS 

FAST SERVICE ASSURED By Warehouses Near You... ATLANTA, BOSTON, NEW YORK, LOS ANGELES, OAKLAND, PORTLAND, 
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New Bnilain 


FLEX HANDLE 
A HANDFUL OF JOB-POWER 
FOR EVERY MECHANIC! 


When you get your hands on a New Britain Flex 
Handle you'll know why they're Tops in Tools! 
Their solid feel tells you here’s a Tool built for 

: pra aot SOCKETS 
rugged, fast action, and lots of it! It’s perfectly %", %", 4", %" 
balanced, slim and long reaching to get in those oarewe 
tough spots! 

Feel that hand-hugging grip . . . prevents slip- 
ping and fumbling when you put extra pressure / ' 
on tough nuts. Run your eye down the gleaming = / 
shank of finest alloy steel, expertly forged and / 

/ = 











heat treated for tremendous pulling power, 
triple plate, chrome finished for long rust-free 
life. See the five position adapter? It’s de- 
signed to work at all angles, gets you into 
tight places, around obstacles! 

Here’s brute power that handles like a 
baby . . . team it up with famous New 
Britain Sockets, Cross Bars, Universals ai 
and Extensions to turn out fine work the ; ‘ oun aioe yh % BN ye 
fast, easy New Britain way. Call your & j Yy" DRIVE “DRIVES” 
NAPA Jobber, he'll gladly show you 
the great New Britain Line. The RATCHETS / arees 
New Britain Machine Co., New 
Britain, Conn. 


UNIVERSAL JOINTS 
¥," y" ¥," 





’ ’ 
DRIVES 








EXTENSIONS 











} 4", %", %", ¥," %", %", %", y," 
DRIVES DRIVES 











« i) 


DOOM 
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..+ which so man 
ny of your customers talk a — J 
@ message that pins down the story of fuel ao : 


— ee a@ few of the things that GM does to get more 
Hn we, more power out of gasoline. And it shows how 
program keeps progressing through the years. 


Yes. it’ 2 

ha tt 8 one of the important advertisements in GM’s 

. ca ee the others, it runs in top national 
zines—usually in full color often 

> p Pa F > “th 

spread, Your customers will read it and tacky» t the 

initials GM also stand for Gasoline Mileage ees 


¢ packages 
a 


= - » “~ " feeezer> te}. 
* Neate, 
code 


Of free 
= 
ek 
‘ea _, 
dered 


fe masimur tise 


+2 


eet a ee 


= 
ND FUELS & @ basic aim of GM research }—— | 
ken . " 


INES A 5 
0 tetracthyd lead mt 
fuel ec » h 


mate 


How favo galfons came to do the work of “A7ee 


x metals, plastics 


chemistry — to keep examining 
nethod of possible 


‘PECTACULAR advances in automobile perform 
finishes, every material and rt 


> ance do not often come about overnight. Most 


& 


result from years of patient research. future use in cars 


Typical is the long-continued engine-fuel effi These research discoveries are the beginnings of 
ciency study that now enables current General better engineering and of better manufacturing, 
Motors cars to get as much as 50% more work out Out of their combined efforts come the steady 
of a gallon of gasoline than their predecessors of year-by-year advances that add up to pacemaking 
twenty-five years ago improvements in quality, performance and value 
For the basic assignment of GM research is to“ all General Motors cars—and to something more 
be dissatisfied with things as they are —to keep For these advances also help GM to do a better 
applying the Jatest knowledge of physics and job supplying America’s needs in times of crisis. 


+ OLDSMOBILE - BUICK + CADILLAC 


CHEVROLET + PONTIAC 
+ CMC TRUCK &@ Coacn 


BODY BY FISHER 
YOUR KEY TO 
REATER VALUE 


tig! iely 
the Key we 


Kew to better engineering 
THE FIFTH WHEEL —one of many devices 
used in 25,000-mile test drives at the GM 
Proving Ground. Practically frictionless, 
enables engincers to gauge speed with ex 
treme accuracy—helps measure fuel consump- > 
thon. Typical of dowble-checks on every detad precision job on @ mass scale 
in engmecring GM products military echicles 


i GM core and 


Freeze inn 


fm HOMES & Gales 
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Better 3 ways 


they FLEX oe 

They FLOAT..AUY eer WIPE E 

wm give the CLEA 
Ten million television screens ... millions of magazine 
advertisements .. . next month will tell motorists about 
these new Trico Wiper Blades. 
This will bring you hundreds of customers. You can fit 
any car they drive, no matter what make or model... right 
out of the box onto the windshield. No fumbling! No 
fiddling with adaptors! These blades fit any arm! 
And, they are better-wiping blades, premium blades... 
and they look it! But they are standard priced for fast 
turnover, bigger profits! 














THIS EVE-OPENER 
COUNTER DISPLAY 
PACKAGE 














“Jim has been a good customer for years. He’s halfway through a 


The 


...when my star customer presents me with a towing bill! 


trip when a front wheel bearing burns out. So when he gets back he 
presents me with a nice, fat liftle towing bill. This not only hurts me in 
the pocketbook but teaches me a good lesson. From now on it’s new 

oil seals on every front wheel re-pack job, just like the automobile 


manufacturers recommend. It's cheap insurance against bearing 


failure, and | find my customers never kick about the few 
pennies new oil seals cost.” 


—CAR MANUFACTURERS RECOMMEND IT 


N ATEONAI 


SEALS 
} industry-wide 


" x program 
= J\ =e 5 
APPROVED ORIGINAL EQUIPMENT FOR ALL 
CARS, TRUCKS, BUSSES AND TRACTORS 
NATIONAL MOTOR BEARING CO., INC. 
General Offices: Redwood City, Calif. 
Plants: Redwood City, Calif.. Van Wert, Ohio 


OIL AND GREASE 


Handy cabinet at no cost 
with fast-selling assortment 


For repair and 
‘w brake shops 
>. PES !w 
SA rE + — 
GREASE FRONT WHEELS —— gut SEALS aa 
ALWAYS - i aot 

USE NEW GREASE SEAL fe. sunt oe 
\\ oe ann UNINGS _— 


BEARINGS ‘mae 


NATIONAL 

“Zs MATIC —_e 
- neta 7 

a 
- 

For lube stations 


Experience shows it is very difficult to remove an oil seal without 
damaging it beyond further safe use. Keep an assortment of 
National Oil Seals handy so you can put in a new seal every time 
you take one out. National has two assortments available; one 
contains front wheel seals only and the other both front and rear 
wheel seals for the most popular cars. Every seal is a fast-selling 
number. You get the cabinet at no cost when you buy the initial 
assortment. See your jobber about it now. 


2269 
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“help a man make time— 
make friends—make money’ 


In plain words, Mr. Jalovec tells you why thousands of 
shops—tens of thousands of mechanics—look to the “Snap-on 
Man” for money-making tools. In actual shop experiences 
(case histories on request) mechanics report boosting income 
20 to 40 per cent after replacing ordinary tools with Snap-ons. 
They're true professional tools-—designed for speed, built for 
tough endurance. More than 4,000 to choose from. Brought 
right to the bench so you can pick and try them on the job. 
It’s been “the time-saving way to buy time-saving tools” for 
more than 30 years. If you haven't one of Snap-on’s 104-page 


FREE Catalogs, write— 
Sian-on looks 


THE CHOICE OF BETTER MECHANICS \ 


SNAP-ON 
TOOLS 
CORPORATION 
8052-1 28th Avenue 
Kenosha, Wisconsin 


*Snap-on is the trademark of 
Snap-on Tools Corporation 
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YOUR Srap-cn MAN” 
Msn helpful 800 of 

them serve America's fe 


mec 
hanics COast to Coast! 


3 


Grider Bornett 
Cincinnati Branch 


E. O. Hunsley 
Kansas City Branch 


“— 


* 
‘ @ 
‘ W. O. “Buck” Corter 
Atlanta Branch ‘ - 
Mitchell Lowson 
St. Lovis Branch a 


Lyone! G. Winckler 
Boston Branch 


x, 


James P. Rogers ’ 
Milwaukee Branch é 


= D. Harrison 
Seattie Branch 


Ed. Lewis 
Philadeiphia Branch 


A. A. "Sam" Sombergh 
Choriotte Branch 


H. Glenn Coldwell 
Chariotte Branch 


Knute Swanson Ps 
San Francisco Branch % 


Al Luecke 
Houston Branch 


oe 
i= 


Jakob Ginsberger 


New York Branch Milt Burin 


Chicago Branch 


—- < Jim Hughes 
Pittsburgh Branch 
‘ 


“Ollie” Parillo 
Los Angeles Branch 











Preferred... 
Because of CORALOX 


More and more car owners are daily discovering 
the many advantages of AC’s patented CORA- 





LOX Insulator . . . learning by their own 
experience that CORALOX keeps plugs cleaner, 
makes them surer firing, gives them longer life. 


AC FLEXIBLE 
GAS AND OIL 
LINES 
Assortment, with attrac- 
tive Wall Merchandiser, 
displays as well as stocks 
fast-moving numbers. 


SOUTHERN AUTOMOTIVE 


AC Spark Plugs with patented CORALOX In- 
sulator are standard factory equipment on 
nearly as many new cars as all other makes com- 
bined. This original equipment leadership plus 
the great owner satisfaction AC’s enjoy make 
AC Spark Plugs your best bet for volume profit. 


AC GASOLINE 
STRAINERS 
AND ELEMENTS 
Available in handsome 
Counter Merchandiser for 
attractive display and 
easier sales. 
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Hottest 


Filter Line 
on the Market 


Dealers handling AC Aluvac Oil Filter Ele- 
ments are sharing in sales that are big and 
getting bigger all the time. AC Aluvac Ele- 
ments are standard or optional factory 
equipment on 
BUICK OLDSMOBILE 
CADILLAC CHEVROLET 
Other owners like AC Aluvac Elements, too. 
Stock AC’s and get your share. 


40,000,000 
in Daily Use 


The vast majority of cars on the road have 
AC Fuel Pumps under their hoods . . . more 
than 100,000,000 AC’s have beer: built . . . 
over 90% of all automotive vehicles were 
AC-equipped. AC originated the fuel pump. 


It was America’s first... and it's still America’s finest 


AC SPARK PLUG DIVISION e@ GENERAL MOTORS CORPORATION 


AC AIR CLEANERS 
AND 
ELEMENTS 
Heavy-duty cleaners; re- 
newal elements. AC’s used 
as equipment by 80% of 

car manufacturers. 
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AC Aluvac Oil Filter Element 


AC SPEEDOMETER 
CABLE-CASING 
ASSEMBLIES 


Also supplied in tailor- 
made cables, or as bulk 
cable and casing, with 
parts. > 
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eoeceeeeeoeeeeeeeeneees 


There’s a big difference between 
* 


COYPTL.........UNICOMMN 


—and there is a powerful difference, too, 
between performance and “ETHYL” performance! 


TRADE-MARK 


Yes, there’s a powerful difference between the 
performance of an engine using just gasoline 
and one using “Ethyl” gasoline. When you set 
the timing to take full advantage of ‘‘Ethyl’’ 
gasoline’s higher antiknock quality, your cus- 
— tomer gets ‘““Ethyl’’ performance—more power, 
quicker starting, more mileage. And you get 


happier, more satisfied customers. 


ETHYL CORPORATION, New York 17, New York 


Other products sold under the “ Ethyl” trade-m ..ethylene dichloride...sodium (metallic)...chiorine (liquid)...oil soluble dye... benzene hexachloride (technical) 
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WOULD YOU Risx | 


34 HARD DEAD STOPS 
From 40 M.P.H. 

On Down Grade to 13% 
All in a 2 Mile Stretch 

In 5 Minutes Elapsed Time 


We Completed these Gruelling Teste... 


/ with lots more stops in reserve 
/ with brakes holding well 

/ with no original hot fade 

/ with no secondary cold fade 


That (2 the ROAD TEST PERFORMANCE Gehiand a 
MASTER BRAKE LINING! 


If the brake linings you supply your customers will not stand 
that much punishment — and we know from actual tests that 
most linings on the market will stand only 4 to 9 hard dead 
stops before they fade — you are not supplying your customers 
with the maximum in safety. You are really sticking your neck 
out when you sell linings which are liable to result in injury or 
death to your customers. CUSTOMERS are too hard to get to 
take a chance on putting them in the ditch by supplying inferior 
linings. Give them LASCO SUPER-BLOX — and they will remain 
your customers longer. 


r? 


@ ROLLS 

@ SEGMENTS 

@ SUPER-BLOX 

@ ENGINEERED SETS 


manuractureo BY LASCO BRAKE PRODUCTS CORP., LTD. 


SOUTHERN HEADQUARTERS + 300 MADISON AVE. + MEN'PHIS, TENNESSEE 
EASTERN HEADQUARTERS * 2131 LOCUST STREET + ST. LOUIS, MISSOURI 
KANSAS CITY, 1630 McGEE ST. . FORT WORTH, 910 FLORENCE ST ATLANTA, 843 MEMORIAL DR. S. E 


Son Francisco - LosAngeles - Ockland - Sacramento - Seattle Portland - Spokane - Salt Lake City 
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) + one or 47 Challlj Checks 


When automobile designers adopted the curved windshield, they 
automatically emphasized the importance of extreme care in produc- 
ing safety glass. In the manufacture of curved windshields, slight 
deviation from the curvature specified might result in defects in the 
lamination and possibly faulty installation. 

That’s why we use our Quality Control No. 140 in the manufac- 
ture of curved L-O-F Safety Plate Glass. This is an inspection test 
in which the finished windshield is checked against a master jig. 
It is only one of 142 Quality Checks and Controls we use in making 
L-O-F Safety Glass. Each of them is equally important to you and 
your car owner customers because they assure: 

1. Better heat stability 
2. Better light stability 
3. Better strength for safety 
4. Better adhesion, glass to plastic 
That’s why L-O-F Safety Plate Glass is the best vou can get 
anywhere. Libbey-Owens:Ford Glass Company, 8191 Nicholas 
Building, Toledo a Ohio. 


NO FINER GLASS THAN 
LIBBEY-OWENS-FORD E-V)\V 4a a4 








% 
[o_| PLATE 
icaae 
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to a nice 
profit, too 


That's the new, sensationally fast and inexpensive 
motor tune-up that’s taking the motoring world by storm this 
Spring. It’s called 


ste WT 


combination tune-up for 


e MORE MILES PER GALLON 
e MORE POWER FROM ENGINES 
e MORE YEARS OF SERVICE FROM CARS 


*® Pour a can of Six Master into the crankcase. Six Master dis- 
solves all motor varnish, gum and carbon sludge; frees all valve 
mechanisms; removes all sticky substances from 

rings and ring grooves, thus improving com- 

pression. Six Master also adds to the oil the 5% 

high detergent so important in late model cars. 

% Give the carburetor a Carb Master clean- 

ing without dismantling. (The only mechanical 


work required is the disconnection of the air 
cleaner for access to the Venturi tube, and 


the disconnection of the fuel intake line for 
HIRSIG « access to the float chamber.) Carb Master 
ames so completely dissolves all gums and sludge in the 


carburetor — leaves it new-metal ciean. 


After a Carb Master treatment, any car is 
EDWARDS 


certain to give more miles. 
DENNIS 


NO FUSS Put your own price on this service. 
Car owners are ready for it, because 


NO MUSS ooh the Master Method really gives peak 
oh to performance. See your jobber at 
8 once about our powerful newspaper 
JUST POUR 3 4 mats and mailing pieces. 
NO MORE 


a 56 CREIGHTON ST, CAMBRIDGE, MASS. 
PICA THE SILENT PARTNERS OF MOTOR EFFICIENCY 
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Original Factory Equipment on Millions of America’s Finest Cars 





METAL BACK SEALED BEAM LAMP 


Only Auto-Lite gives you all 6 profit selling advantages 


Auto-Lite Bull’s Eye concentrates stray light 
into main driving beam. 


Auto-Lite Bull’s Eye is guaranteed to burn 
even when lens is cracked or broken. 


Auto-Lite Bull’s Eye is sealed tight in press 
exerting 9000 pounds per square inch 
pressure to keep out moisture and dust. 


Auto-Lite Bull’s Eye "Passing Beam” throws 
light down and to right where it is best for 
drivers. 


Auto-Lite Bull’s Eye is factory-focused to 
assure maximum sustained efficiency. 


Auto-Lite Bull's Eye is designed as replace- 
ment for all makes of cars and trucks. 





(rvee s) 


Only DuPont CEROME + ZER 
this combination of 


LEADING NATIONAL MAGAZINES 





ai pow Meare ‘These “‘Zerone”’-“‘Zerex’”’ advertisements in 
(wv gee: =o ie, the leading national magazines and farm 
\ Wwe ai V | : papers will be different! They’ll not only 
\f “rial ~ > help you sell anti-freeze, but they'll urge 
your customers to see you for a complete 
cooling system check-up and servicing be- 
fore the freeze strikes. That means satis- 
fied customers and greater profits for you. 





We don’t have to tell you about the selling 
power of television. But we do want you to 
know that “‘Zerone” and “‘Zerex’’ will be 
right in there pitching—with announce- 
ments that stop ’em and sell ’em. And like 
the magazine advertisements, they’ll help 
you sell more of all cooling system items— 
service, chemicals, parts, and anti-freeze. 


PLUS RADIO__. 





“Zerone”’ and “‘Zerex’”’ are the only anti- 

CAVA LCADE freeze team advertised on a nationwide 
radio program—the famous Du Pont “‘Cav- 

of alcade of America.” That’s another reason 

why ‘“Zerone”’ and “‘Zerex”’ will be on the 

AMERICA lips of your customers—another reason 
why your selling job will be easier if you 

stock this fastest-selling anti-freeze team. 
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anty-1reeZes Give 


you 





PLUS BILLBOARDS 


° 
™ 


— 00% Mig : 
a 


PLUS HARD-WORKING DEALER KIT 


AnTI-PREEIE 
PROTECTION CHART 
“ 


’ 
Pe a 


PLUS SPECIALIST PROGRAM 


While the ads, television and radio aré 
hitting home, a big, double-billboard cam- 
paign will remind car owners it’s time to 
see you about “‘Zerone” and “‘Zerex.”’ U.S. 
Weather Bureau data is used to schedule 
these billboards so they are up when the 
freeze is most likely to strike. 





Don’t fail to get this free business-building 
kit from your anti-freeze supplier. It gives 
you a brand-new, eye-catching window 
display, an up-to-date protection chart 
with capacities of both new and old cars, 
and a cooling system appointment book 
with room to sign up over $1,000.00 worth 
of business. Be sure to put this kit to work. 





Cooling 
System 
Specialists 


AND THE BIGGEST 
PLUS OF ALL— 


THIS GREAT TEAM OF ANTI-FREEZES 


—"Made by OuPont” 
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Thousands of dealers have joined this plan 
that shows how to spot cooling system 
troubles faster; how to sell more anti-freeze, 
chemicals, parts, and service. A special 
window emblem ties you in with powerful 
**Zerone” ‘“‘Zerex” advertising. If you 
haven’t signed up, call your jobber today! 


S. PAT. OFF, 


ZEy 
<j 


# us retort 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


59 





Tips in QUALITY... fps in SERVICE 


Good mechanics everywhere know that the red-and-black Federal-Mogul 
box contains the parts they need for better engine bearing service. 


With more than 7,000 items, Federal-Mogul provides the complete engine 
bearing service: Bearings, bushings, reconditioned and rebabbitted con- 
necting rods, connecting rod bolts and nuts, shims and shim stock. 

For quality engine bearings, complete coverage and fast service—ask your 


Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogul Corporation) 
DETROIT 13, MICHIGAN 


AT 


Atloqut 








Sepy ct 
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THE NAME THAT SIGNALS 


PLENTY OF PROFIT / 


PART OF THE COMPLETE LINE of Sparton 
directional signals, auxiliary lamps, warning signals and 
other safety devices that help you tap all the auto- 
motive market. 


DIRECTIONAL SIGNALS 


Approved in most states requiring approval 


Sparton Self-Cancelling 
Directional Signal Switch 


Adapts to all trucks and most 
cars. Easily installed on steering 
column. Can be cancelled manu- 
New flasher type for left or right ally without damage to parts if 
turns. Visible 1500-1800 feet in turn is not completed 
daylight—more at night. Lamp 1951 SAE specifications 

shell and rims bonderized stee! commercial standards. Now fur 
Rustproof, dustproof, shakeproof. nished in all Sparton Directional 
For vehicles over 80 inches. Signal Sets. 


Series 900, Class “A” 





POLAVISION TRUCK MIRROR 


It's polarized—cuts reflected glare 
drivers see with greater clarity Rtec Senaion 
rubber-rimmed complete mirrors and re 
placement mirror heads available. Also 
supplied in clear glass. 





ARMORED CLEARANCE LAMP 


Special Fresnel lens intensifies light, needs onl 
2-c.p. lamp bulb. Rubber-gasket cushioned. 
Bonderized. Patent-pending body edge holes 
provide truck body illumination pattern. Heavy- 
gauge, stamped steel body 
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SPARTON 

Su-Power Horn 
Much in demand by auto 
and truck owners. All stvel 
construction. Amazing 
signal intensity. Lightning 
response. New-type mech 
anism. Easy installation 
No additional equipment 
necessary. 


One complete line 

. one reliable 
source. Makers of 
quality safety sig- 
nals since 1900. 


yu Won 
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Car deliveries, boiled down to what they mean 
to big and small dealers, might 

best be summed up by reporting what two Southern 

dealers had to say last month about their own situa- 

tions. First, hear the “small” one—‘“small” in terms 

of sales volume but more representative of more 

dealers than the “big” dealer to be quoted later. 

“My quota now is two cars and one truck a month, 

compared with about six cars and several trucks 

a month which I used to get before World War II,” 

said this man handling one of the “Big Three’s” 

lower-priced units. “I’ve been a dealer for 30 years, 

and while I know the factory men say that the big- 

town dealers are being set up on a quota basis the 

same way as we are, I can’t quite believe all I’m told. 

If what they say is true, then why is it that while 

I can’t make a lot of 

deliveries for lack of 

cars, yet these same 

potential buyers can 

and do go into 

(name of city) and get 

new cars from the fran- 

chised dealers?” 


on big- 
town 
dealers, too, if you'll 
listen to what one of 
them said. “We're get- 
ting 40 higher-priced 
cars from our factory 
this month. We got 100 
of this type for the 
same month, August, 
last year. Our prospect 
list is having to be 


It’s tough 








worked, however, to 
move this reduced 
number, but we still 
aren’t getting enough 
lower-priced units to 
meet our demand.” For this dealer, there is posed 
the question of how best to continue shaping up his 
sales force and how to equip his men best to handle 
the market with the prices of most new cars head- 
ing upward as the factories request increases to off- 
set higher materials and manufacturing costs. The 
proposed raise in federal excise tax from seven to 
ten per cent will come in also to run the final de- 
livered prices of cars to several hundred dollars 
above the mid-August quotations. 


and dealers’ service department, all 
this spells out a brighter market, 
if they’ll reach for it. Production of cars is ex- 
pected to drop further the last quarter of this year, 
with only 1,100,000 set to roll off the assembly 


For garages 


“That's what I’ve got against happy, contented 
employees!” 


lines. Sell the owner on the fact that in most in- 
stances his car will be good for still many more 
thousands of miles of transportation if it’s checked 
regularly while in for a routine greasing. Produc- 
tion for the quarter ending September 30 was likely 
to approach the 1,200,000 maximum stipulated by 
federal regulation. 


will be announced a little later this 
year than usual, so far as a number 
of the factories are concerned. Federal controls, 
materials shortages and, in some instances, a glut 
of models in the hands of dealers, have all played a 
part in delaying announcements. Some changes are 
expected, but most ’52 cars will reveal face-lifting 
changes only, according to advance word. Engines 
in the Dodge and De 
Soto are expected to be 
around 140 and 160 hp, 
respectively. 


°52 models 


Bristow in Oklaho- 

ma has a 

tractor manufacturer of 

its own. He’s Ted Reh- 

bein. With only his me- 

chanic’s touch, tool kit 

and a sharp eye for use- 

ful junk parts, he has 

built eight tractors! He 

has sold seven, but 

plans to keep the latest 

one to farm his ten-acre 

truck garden near Hey- 

burn, Okla. No. 8 is six 

feet long and three feet 

high. It has an eight- 

— hp engine and the trac- 
tor includes parts of a 
Plymouth, several 
Chevrolets and two 
Model-A Fords Quite 


likely, he’s not worrying about the future. 


itn dell 


technique is not new, but it’s not 
shop-worn, either, if you’re to sum- 
marize the results obtained at Marbert Motors, Pon- 
tiac dealership at Annapolis, Md. Every car that 
comes into that service shop is checked for 21 simple 
jobs which it might need without the customer’s real- 
izing it. President Meyer W. Gilden says (on page 
65) that this alone has meant an increase in customer 
labor sales volume of 25 per cent. It’s the same 
old story: Business goes where it is invited—not 
where it has to knock the door down in order to get 
in. Extra volume, obtained by carefully giving every 
car a close inspection, may spell out a lot of net 
profit for the shop in the months ahead. 


*“Show-me’ 
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pick your chargers 
from this 


MARQUETTE T 


9 
% Henre’s your Marquette 
e. N line-up for complete battery 
3 charging service! High Rate 
. . Slow and Booster. Depend 
on Marquette to do any 
charging job easily—quickly! 
Buy Marquette for long, 4) 
economical service! 


ete g Ie 
205 % 
o.ts-12 vouts 
#y0-00 AMPEREY B 


20-second testing eee’ 7 \ pahit® Sensational new model! 
system. Exact charging - } te ef 4 : HAR! Charges any ampere- 
time shown instantly ‘ , \ hour 6 or 12 volt 
completely automatic \ battery! Easy to 
operate. Can be used as 
fast, slow or booster 


Features Marquette 


> 
\ 903-203 
1 


oo amperes | .\ 


a 
Fully automatic. Easy to carry 
Weatherproof construction. ..Highest 
quality parts for long life 


MARQUETTE MANUFACT URING CO., 307 East Hennepin, Minneapolis 14, Minnesota 
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O'HAUL DISTRIBUTOR 
REPLACE COM 


Abwust VALVES 6C) 8 


_ | O'WAUL GENERATOR COMPLETE. 
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JOTM TO BRING FORD 





Full inspection 


ot every car is 


Sysie = 


DESCRIPTION of WORK 


ber, 1951 


TOTAL BROUGHT FORD 


LMCATE C) __ GUanes On [) 


Henry Buser, Jr., 
uses wall charts to 
show customers why 
certain services are 
recommended after 
thorough inspection 
by the mechanics. 


C'* - Py 
*” 


Or" 


Boosting Labor Sales 25% 


| ages car that comes into our 
shop gets a full inspection. It 
may have come in for nothing 
more than a cross-tire or lubrica- 
tion job, but our mechanics check 
through the 21 items listed on our 
repair orders and note needed 
corrections. 

Defects are called to the at- 
tention of the service manager, 
who personally sees the customer 
when he calls to pick up his 
car. 

We get a 100 per cent response, 
I would say, on all minor jobs we 
recommend through this special 
inspection service and about a 50 
per cent response on major work. 

For us it has meant an increase 
in labor sales volume of 25 per 
cent. Deferred work provides a 
future potential source of volume 


By MEYER W. GILDEN 


President, Marbert Motors, Inc. 
(Pontiac) Annapolis, Md. 


when the shop runs under capa- 
city production. 

During the process of his work, 
a mechanic will check distributor, 
carburetor and generator, moving 
from one item to the next sys- 
tematically. Though they are paid 
no special bonus for discovering 
defects, it is to the common ad- 
vantage of all our mechanics to 
be alert to needed repairs, since 
they are on a 50-50 commission 
basis, with a guaranteed basic 
salary. 

Having completed his job, the 
mechanic roadtests the car, look- 
ing for any additional items not 
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listed among the 21. The car need- 
ing repairs is then turned over 
to the service manager, who will 
report the findings personally to 
the customer. Henry Buser, Jr., 
our service manager, takes great 
pains to convince a customer 
why the defects should be taken 
care of. 

We believe it ‘s the service 
manager who should do this job 
because his position carries great- 
er authority, and his recommen- 
dations are more credible to the 
customer than anyone else’s. 

Furthermore, where a major 
job is involved, the service man- 
ager may learn after discussing it 
with the customer whether the 
customer expects to hold on to his 
car or will shortly be in the mar- 
ket for a new car. This informa- 
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Giving all cars a 21-item check, regardless of the job for which they 
were brought to the shop, boosted Marbert’s labor sales 25 per cent. 


tion is passed on to the new-car 
sales department. 

To convince a customer that 
recommended repairs are neces= 
sary, Our service manager com- 
pares the kind of performance a 
customer is getting with the 
potential performance his car is 
capable of after corrections have 
been made. Buser stresses pre- 
ventive maintenance, savings in 
money and car wear and tear. He 
will take a customer over to our™ 
series of wall charts of motor and 
chassis parts and show him what 
is happening inside his car. He 
will take him for a test ride 

Let me give you an instance 

Mr. P. , an insurance 
salesman of Annapolis, brought 
his car in to have the universal 
joint repacked. Since we always 
check and double check for safety, 
the mechanic found the front tires 
worn unevenly. New parts were 
needed: knuckles were worn and 
knee-action springs needed to be 
replaced. By chart and car per- 
formance, our service manager 
convinced the customer this work 
should be done. A $58 front-end 
job resulted. 

Here’s another typical instance 
During tune-ups we always check 
compression and note whether a 
motor should have new rings or 
be overhauled. 

One day Mr. K———— a 
surveyor in town, brought his car 
in for a tune-up. Checking 
pression, the mechanic obs¢ 
the motor needed a minor over- 
hauling. Our service manager 
pointed out to Mr. K — —— 
that his car was using excessive 
gas and oil and giving only 5) per 


com- 
‘ved 
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cent performance. For one rea- 
son or another the customer did 
not give us the green light on our 
recommendation. 

However, a week later he 
brought his car in on faulty per- 
formance. We found the bearings 
and piston rings needed replace- 
ment. We showed the customer 
the exact condition his motor was 
in and sold him a new-motor in- 
stallation for about $300. 

“This is what I would like to 
point out: If we had given his car 
a routine tune-up—without motor 


“Well, I'll be getting back to the 


and hear your comments on the 


inspection — he certainly would 
never have come back to us for 
car repairs. He would have blam- 
ed us for a poor tune-up when his 
car started acting up. But we 
anticipated his motor trouble. His 
return was an affirmation of his 
confidence in our work. 

A car that has come in only for 
greasing gets a thorough inspec- 
tion of undercarriage. During a 
lubrication on Mr. N———————’s 
car our mechanic noticed that the 
steering rod was bent. On closer 
examination he discovered that 
the frame was bent. When Serv- 
ice Manager Buser reported this 
to the customer, he learned that 
the customer had hit something 
but was unaware of the damage 
he had done. The installation of 
a new frame on the car came to 
about $280. 

We are not discouraged when a 
customer fails to accept our rec- 
ommendations on the spot. We file 
such cards separately as a future 
volume potential. Planning shop 
labor 24 hours in advance as we 
do, we draw upon these cards 
when we note any falling off of 
capacity production. Then our 
service manager gets on the tele- 
phone and reminds a customer of 
the urgency of carrying out a re- 
pair he had talked to him about 
last time he was in. 

He stresses that “a stitch 

(Continued on page 132) 


in 


office unless you want me to stay 
engineers who located that water 


pump where it is.” 
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Controls on a modern steam 
cleaner make it easy for the 
operator to do the job quickly 
and safely and to make addi- 
tional profit for the shop. 


BR Nagergenee a losing business into 
a profitable one, in the auto- 
motive service field, may involve 
nothing more than the careful se- 
lection and aggressive promotion 
of one added service operation. 

This was demonstrated in the 
experience of Ed Mayo, who went 
into business for himself in Or- 
lando, Fla., after several years 
with a major oil company. 

Mayo took over a service sta- 
tion in October, the threshold of 
the winter tourist season, and felt 
he could go through his first six 
months with some profit. The re- 
sults were disappointing. 

It seemed to him the only way 
to lick his problem was by coming 
up with some plan that would 
bring more people into the station. 

About this time a local jobber’s 
salesman entered the picture, ac- 
companied by a representative of 
a manufacturer of steam cleaners. 
Steam cleaning as applied to auto- 
motive service was not entirely 
new to Mayo. 

After going into a huddle with 


Turning Losses into 


> Nteam-Cleanine Service 


By MARTIN G. SILLIMAN 


President, Orlando Consolidated Co. 
Orlando, Fila. 


the salesman and the factory man 
and hearing the complete story of 
the possibilities of steam cleaning, 
he began to visualize what it 
might do for him in the way of 
attracting customers and aug- 
menting his present volume 

He was surprised at the ver- 
satility of the steam-cleaning unit, 
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Profits with 


and it was a revelation to him to 
learn of all the many profitable 
service operations that could be 
performed with it. While all of 
them did not fit into his service- 
station picture, he could easily 
put his finger on several that did 
And among other favorable fac- 
tors, he found that the unit was 
non-hazardous, portable, could be 
made ready to go to work in a 
matter of minutes, and required 
only a small amount of space. 
Mayo found out that with a 
modern steam cleaner the opera- 
tor could deliver exactly the right 
amount of water, cleaning com- 
pound, head and pressure through 
the simple manipulation of easy- 
to-read valve markings. He learn- 
ed also that the machine could be 
started up cold and develop a 
blast of steam at the tip of the 
nozzle of 212° Fahrenheit in 90 
seconds and that this temperature 
dropped to a sufficiently low point 
six feet from the nozzle, to make 
it safe but still efficient, enabling 
the operator to move the nozzle 
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When Ed Mayo, shown at right, took over this larger operation, a 
steam cleaner was one of the first items on his equipment list. 


to and from the work, according 
to the severity of the cleaning op- 
eration and the heat desired. 

As for uses around a service 
station, Mayo was able to tabulate 
the following cleaning operations 
from information that these men 
gave him: motors, chassis, drive- 
ways, grease pits, hydraulic lifts 
and white-sidewall tires. All of 
these operations could be done 
more quickly, thoroughly, and 
safely by the  steam-cleaning 
method, as he was soon to prove 
to his own satisfaction. 

It may be noted further that in 
the case of a car dealer, a steam 
cleaner is a piece of equipment 
that can be used in both his serv- 
ice station and repair shop, and is 
particularly valuable in preparing 
used cars for reconditioning 

Since many car dealers operate 
both a repair shop and a service 
station, it might be well to men- 
tion the big saving in the me- 
chanic’s time that can be effected 
by having a steam-cleaning unit 
in the shop. A national time- 
study survey revealed that one of 
these machines would save 24 
minutes per hour of a mechanic’s 
time for productive labor, as the 
cleaning of dismantled parts from 
units such as transmissions, rear 
ends, etc., would be done in a 
matter of minutes and the re-as- 
sembling of these units completed 
in less time, since the con ponent 
parts were cleaner and easier to 
handle. The fact that steam-clean- 
ed parts were easier to examine 
for defects to determine usability 
was also a big time saver 

This same survey showed 
ing of better than 40 cents on 


i SAV- 
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every labor dollar spent. But 
even if we assume that the 40-cent 
figure is too high and compromise 
on a more conservative one, say 
25 cents, the savings when carried 
on to monthly and yearly totals 
assume very substantial propor- 
tions. 

But to get back to Ed Mayo and 
his steam-cleaning story. Of 
course, he bought a steam clean- 
er; his investment at that time 
was approximately $400 for the 
machine itself. 


Used Daily Advertisement 


And here’s a most important 
point. When it was delivered, in- 
stead of pushing it back into a 
corner of the wash rack until 
someone came in and asked him 
to do a steam-cleaning job, he 
‘phoned the local newspaper, ask- 
ing them to send an advertising 
representative around to see him. 
As a result, he bought an ad in 
both morning and evening papers 
at a price of 66 cents per day, and 
wrote his own copy. 

In preparing this advertise- 
ment, Mayo hit on a phrase that 
proved <‘o be the password to big 
steam-cleaning volume. He ask- 
ed the motoring public to come in 
and have their cars “steam greas- 
ed.” Of course, no one had ever 
heard of “steam greasing” and 
people began to come in and ask 
what it was 

This was the opening Mayo and 
his crew were waiting for. 

The first sales step was to take 
the car owner around to the rack 
and show him the new equipment 
just installed to do the “steam 
greasing” job. Then followed an 


explanation of how the car was 
put on the lift to make all the un- 
derneath parts accessible, and 
then thoroughly cleaned with hot 
water, steam, and a special clean- 
ing compound. The customer was 
also told that this was a real 
cleaning job, since it removed all 
accumulated dirt, excess grease, 
road oil and corrosion from driv- 
ing in salt water at the beaches. 
It was emphasized that in so doing 
the operator cleaned all the lubri- 
cation fittings on the car, thus 
preparing them to receive the 
clean lubricant needed; and that 
this was then applied strictly in 
accordance with the car manufac- 
turer’s specifications and recom- 
mendations. 

The proof of the efficacy of this 
sales story was soon apparent, as 
Mayo was “steam greasing” cars 
by appointment within two weeks 
and had a comfortably long wait- 
ing list. The cash-register key for 
the lubrication department took 
on a new shine and quit sticking 
from disuse. Gailonage started to 
pick up and all departments be- 
gan to show signs of rejuvenation. 

The purchase of a steam cleaner 

(Continued on page 118) 
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It's Easier to K 


By Jack Bannick 


| Spe have 
customers 
phants. 

A customer wrote: “The repair 
shop I patronize doesn’t cater to 
people in overalls. (I always wear 
overalls in my work.) Yesterday 
I called for my car—in overalls— 
and stood at the desk exactly 49 
minutes. During that time I was 
passed by and pushed aside by 
two service salesmen (!). 

“While I was waiting, Mr. Doe 
called for his car. Five service 
men waited on him, breaking 
their necks to be nice. He was a 
big shot—I’m just a working stiff, 
but I have dollars to spend, too; 
only from now on I'll spend them 
elsewhere.” 

After 13 years as customer rel- 
ations manager for Packard Mo- 
tor Car Co., I have resigned for 
reasons of health. The centraliza- 
tion of customer problems in my 
hands for 13 years has given me 
an extensive and exact knowledge 
of what is required to maintain 
satisfied customers. In this series 
of articles I hope to pass on to you 
this knowledge, which will be 
helpful to all who are in the busi- 
ness of selling service and repair- 
ing cars, whether in the shops of 
authorized car dealers or of in- 
dependent garages. 

This letter from a customer is 
worth thinking about: 

“IT took my car to the shop at 
nine this morning, to be ready 
for my pick-up at three because I 
was going to a club meeting. 
When I came to pick up the car I 
was dressed in white shoes, white 
gloves and a white dress. When 
I got out of the car at the club, 
the palms of my white gloves 
were black, there was a gob of 
grease on the heel of my white 
shoe and a black, greasy streak 
across the back of my dress.” 

She blew her top all over the 
place, not only to the members of 
her club but to her neighbors. 
The service man who left grease 
inside that car dropped a pebble 
of dissatisfaction in a pool. 

Remember when we were kids 
and threw stones in ponds? First 
a small ring spread out from the 


memories— 
ele- 


long 
as well as 


eep Old Customers 


TUNE-EM- UP GARAGE 








center, then a larger ring, then 
more and ever larger rings. A 
dissatisfied customer is like that. 
We lose not only his or her future 
business, but that of her friends 
When the name of our repair shop 
is mentioned, someone will say, 
“Oh, I know about that place.” 
Then the story of the grease will 
be told and a comment added, 
“Better stay away from. that 
shop.” 

If the service manager had a- 
pologized and paid the clean- 
ing bill, she might have got over 


her “mad”; but he didn’t. And 
he lost a lot of business, having 
lost sight of the fact that it is 
easier to keep old customers—and 
more profitable—than it is to get 
new ones. 

This points up the truism that 
good customer relations mean 
satisfied customers. Repeat busi- 
ness is possible only through satis- 
fied customers. Too often we in 
the automotive and repair 
fields forget this—and we 
money in proportion to our for- 
getfulness 


sales 


lose 





things that cause the 





He Knows What He's Saying! 


The author is well acquainted with customer complaints 
and what to do about them. For 13 years he was customer 
relations manager for Packard Motor Car Co. This arti- 
cle is the first in a series of three he has prepared on 
greatest 
customers and how a shop can avoid these costly errors. 


dissatisfaction among 
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ontrol of Supplies 


Slashed Expenses 


By M. M. Wilcox 


Assistant Editor 


Wer you like to reduce one 
of your operating costs by 
30 per cent? 

Shug Glenn Buick, Inc., 
ington, Ky., was able to do that 


Lex- 


recently. A program for more ef- 
fective use of shop supplies has 
been the latest part of the firm’s 
continuing efforts to keep over- 
head expenses in line. 

“We thought we were being 
careful about our supplies until 
the bills came in for a recent 
month and we found we had spent 
about $900, three times as much 
as we usually spend in a month,” 
said L. M. Blanche, service man- 
ager. 

“Of course, we had a 90-day 
supply of many items as a result 
of those heavy purchases. But 
when we saw that $900 on the 
books, we decided we should set 


up a system for keeping closer 


70 


check on supplies.” 

During the first month there 
was a reduction of 30 per cent in 
the amount of shop supplies used. 

“We formerly kept all shop sup- 
plies—for the mechanical work, 
paint shop, machine shop, make- 
ready and other departments—in 
the machine shop,” Blanche said. 
“Whenever a man wanted a 
grinding disc, chamois or some 
rags, he went by and asked for 
them. We didn’t keep any close 
check. 

“Sometimes we noticed that the 
men were careless about certain 
items. One man, I remember, got 
into the habit of putting on a new 
buffer every time he polished a 
car.” 

Blanche had all shop supplies 
moved from the machine shop to 
the parts department. They are 
issued to mechanics and helpers 


Johnny Rice, a body man, turned 
in the worn grinding dise to get a 
new one from Walter Elsey, the 
parts man who keeps shop sup- 
plies. Simple checks like this have 
cut supply expense 30 per cent. 


by one of the parts men. 

“Now when a man wants a 
buffing pad or some similar item, 
he has to turn in the old one when 
he gets it,” Blanche said 

“When we first started this 
policy, some of the men weren't 
too happy about it. But as soon 
as they got used to the change, 
they agreed that it was much bet- 
ter than the old system 

“We want the men to have 
everything they need to do a good 
job and do it quickly. We're just 
trying to avoid loss and waste.” 

All supplies used on a job are 
listed on the back of the repair 
order covering that job. Supplies 
for both customer and internal 
labor are listed so they can be 
charged off to the proper depart- 
ment. 

At present, weekly tabulations 
of supplies used are made from 
these notations for inventory pur- 
poses. 

“By the time this system has 
been in effect three or four 
months, we believe these tabula- 
tions will give us a pretty good 
idea of just what our turnover is 
for shop supplies,” said Blanche. 
“Then we plan to adjust our stock 
of supplies so we have a 30-day 
inventory and place an order once 
a month.” 

Having one man in charge of is- 
suing all supplies is one prime fac- 
tor in controlling this expense 
The other is to have one man in 
charge of purchasing. 

Around March 1, Blanche be- 
gan signing purchase requisitions 
for all supplies. This has helped 
keep the supply inventory balan- 
ced and prevent the men in differ- 
ent departments from ordering 
too heavily in certain items 

The tabulations now being 
made from the notations on the 
back of the orders will help him 
to do a better job of forecasting 
needs and balancing future orders, 
Blanche believes. 

This extra care in handling sup- 
plies will save the company about 
$90 a month, judging by present 
indications. That’s almost a third 
of the amount that has been spent 
on supplies in an average month 
by this establishment. 
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earings, Blisters an 


the Good 


Old Days 


The new-fangled Regal and two-cylinder Reo 


needed service and it was up to the old-time 


mechanic to pitch in and correct the trouble. 


By C. N. McCAIN 
Bridges Motors, Inc. (Packard) 
Greenville, S. C. 


Db? you ever see a picture of 
an old “horseless carriage” 
and think about what a long way 
the automotive industry has 
come? } 

Then let’s sort of relive a day 
in the repair shop back at that 
time 

Early in the morning a custom- 
er complains that the motor in his 
Model 10 Buick is pulling “jerky.” 
The calls a mechanic and 
tells him to turn the motor over 
with the hand crank while he 
feels for valve clearance. Sure 
enough, the rocker on the No 
3 cylinder exhaust valve has ’way 
too much clearance and most like- 
ly that means there’s a flake of 
carbon lodged right there under 
the valve 

So the mechanic backs out a 
threaded retaining ring, takes the 
rocker off its shaft and removes 
the valve cage, valve and spring 
as a unit Removing the valve 
spring, the mechanic scrapes 
away the carbon flake, polishes 
the seat lightly with fine com- 
pound and reassembles the job. 
About 30 minutes completed the 
repair, for in this case the cage 
was not stuck in the cylinder 
head. 

Meantime, a one-cylinder Cad- 
illac is driven in, with an engine 
that sometimes knocks the crank 
right out of your hand. It has a 
safety side to prevent kicking, so 
we know the safety is disconnect- 
ed or the timing-contact key and 
spring are worn, causing early 
contact. Finding the safety okay, 
the worn contact parts were in- 
stalled in about one hour—includ- 
ing removing and replacing the 
dust pan. 


bi ISS 


Here is a two-cylinder Reo with 
a noisy transmission—all plane- 
tary transmissions were noisy— 
but this one had a growl that 
doesn’t belong there. Going into 
detail on this job would take too 
long but we must tell you that the 
new bronze bushings were scrap- 
ed to fit with hand scrapers. In 
that day, mechanics boasted about 
the fine steel in their bearing 
scrapers. But a fellow always 
finished a transmission-rebuilding 
job with plenty of water blisters. 

Frank draws a Model R Ford 
timer job. This timer was placed 
right down between the flywheel 


and the rear end of the aluminum 
crankcase. Each timer wire had 
to be placed just so, to keep it 
away from the open flywheel 
And was that close quarters! 

A colored chauffeur drives in 
with a shiny red Pullman—not 
the railroad variety—and his mo- 
tor knocks badly when pulling a 
hill. In those days of Ethyl-less 
gasoline, a very small amount of 
carbon would cause a heck of a 
knock. And with non-removable 
heads it was necessary to pull the 
cylinders and scrape the carbon— 
more scrapers, long handled—or 
burn it out by the oxygen process 

The boss is very proud of his 
new carbon-burning outfit so he 
does the job himself, charging $1 
per cylinder. First the gasoline 
was cut off at the tank and the 
motor ran till it stopped, to lessen 
the danger of fire. Then the 
spark plugs were taken out and 
the motor turned over until one 
piston reached top dead center 
with both valves closed. A small 
amount of kerosene was -squirted 
into the cylinder and lighted with 
a match. Then a small brass pipe 
was inserted and oxygen slowly 
fed the flame. A quick, intense 
heat burned out the carbon in a 
matter of seconds. 

The transmission gears for the 
new-model Regal have just come 
in by express. This transmission 
is mounted just ahead of the dif- 
ferential assembly, so the whole 

(Continued on page 136) 


This is the building where Henry Ford assembled his first gasoline- 


driven buggy. Some of its features suggest the early 
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$10 Brings Back 
Lost Customers 


A cash bonus to any employee who brings 
back a former service customer has been 
a help in increasing 


volume 30 per cent. 


By Stuart Covington 


A $10 sonus for all employees 

who bring back “stray” 
customers has zoomed repeat 
business at the shop of Dees 
Chevrolet Co., Biloxi, Miss., to 
86 per cent of the total shop 
volume, according to Sales Man- 
ager Dennis Harris. 

The bonus and other sales stim- 
ulants employed the year-’round 
by this 25-year-old dealership in- 
creased over-all volume 30 per 
cent in 1950, when over $2,000,- 
000 worth of business was rung 
up in all departments. 

“If a regular service customer 
has failed to visit our shop for 
60 days or more, or is definitely 
trading at another shop, we clas- 
sify him as ‘lost,’” Harris said. 
“Any employee bringing him 
back for service work of any sort 
receives $10 as soon as our first 
parts or labor sale is made to 
that person. 

“If the driver of a competing 
make of car is brought back after 
as long as three years, we still 
consider him a ‘returnee’ and pay 
off accordingly. 

“We offer this bonus because 
we feel that the average custom- 
er is worth $150 a year to us. The 
$10 we pay to get the customer 
back is well spent, in our opin- 
ion. 

Originated in 1949, the bonuses 
have produced good results, Har- 
ris said. 

When an employee succeeds in 
persuading a former customer to 
give Dees Chevrolet Co. another 
chance, Harris, General Manager 
Beverly Briscoe or some other of- 
ficial of the firm is on hand to 
welcome the car owner “back 
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into the fold.” 

This officer chats briefly with 
the returnee and attempts to 
learn why the motorist quit do- 
ing business at Dees Chevrolet 
Co. Usually, Harris reported, 
this greeting wins the motorist 
as a permanent customer there- 
after. 

“Biloxi is a comparatively 
small city,” Harris said, “and 
some member of our force at one 
~time or another sees any custom- 
er or former customer of ours 
There is our contact.” 


Sometimes an employee goes 
out voluntarily to contact a “lost” 
customer and sometimes he is ap- 
pointed to make the visit. In 
either event, he receives the $10 
nonus if he is successful. 

“The person the dealer- 
ship best acquainted with the lost 
customer usually is selected to 
go,” Harris explained. “Some- 
times this is a salesman, some- 
times a mechanic that the person 
has confidence in and occasional- 
ly someone from another depart- 
ment. 

“The plan of approach is very 
open and plain—‘Just why aren't 
you trading with us?’ Usually the 
reasons are small, but occasional- 
ly they are not. Sometimes they 
are justified and sometimes there 
has been only a misunderstanding. 
But the reason, once in the open 
can be ironed out and the custom- 
er brought back. They are easier 
to hold then, for they have learn- 
ed to let you know openly and 
quickly when something is wrong 

“Back in 1948 we lost a fleet 
operator. His repair and parts 
amount ran about $350 a month 
and new-car sales to him were 
about ten a year. He suddenly 
went to another dealer and an- 
other make of car. In 1949 one 
of our salesmen found out that 
he thought we had not given him 
his share of cars during the post- 
war shortage. He went to some- 

(Continued on page 134) 
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General Manager Beverly Briscoe (right) doesn’t delay in paying the 


bonus. As the first 


“returnee,” 


soon as 


part 
the employee who brought him back receives a $10 bill. 


or service sale is made to the 
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This Salesman Doesn't 
Nell. “Service! 


By Baron Creager 
Southwestern Editor 


man, says he isn’t really sell- 
ing customer labor and replace- 
ment parts and therefore he isn’t 
selling service 

What he sells is personal atten- 
tion. And, although no shop ticket 
ever shows an item of “personal 
attention,” that, according to 
Johnny, is what every customer 
wants and expects when he drives 
in, and pays for before he drives 
away. 

So patient, personal attention is 

hat every owner gets from 
Grossmen. Not just during the 
conversation that determines 
what goes on the ticket. But on 
through the day, with a personal 
inspection of work on every car 
for which he has written a ticket. 

“You can see it work,” explains 
Johnny, “almost any place where 
people spend money. Take a res- 
taurant, for example. 

“If a man knows that some one 
person in a certain eating estab- 
lishment can be depended upon 
for some little extras in the way 


ey Grossman, service sales- 


of personal attention, that’s where 
the man eats. The food in the 
place across the street may be 
better, but that doesn’t get his 
business. 

“As I see it, that’s the way it is 
with a service salesman. He is 
in much the same position as a 
doctor, who conscientiously looks 
after his patients. In cases where 
there may be complications the 
doctor calls his patient to see how 
the patient is getting along 

“There are like that in 
this business, too. When I handle 
such cases I keep a list of them 
Such as overhaul jobs, and the 
common complaint that results 
from a fine particle of dirt in the 
carburetor. In the latter case the 
car may be running great when 
it leaves here, but the trouble 
may show up again. So I keep a 
list of such customers and call 
them a few days later to see if 
the car’s all right. I call a few 
days after an overhaul job goes 
out, that I handled, too. Custom- 
ers appreciate that interest.” 


Cases 
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In spite of the notations on the 
repair-order form, Service Sales- 
man Johnny Grossman will insist 
he doesn’t sell service. What he 
does sell can be more important! 


Grossman’s boss, Ralph Dosher, 
who is service manager of Tri- 
angle Motors of Dallas, Texas, 
Oldsmobile dealership, says John- 
ny will not sell as much service 
as some salesmen, but that there 
are seldom any complaints from 
any of Johnny’s customers 

This is understandable by the 
manner in which Johnny sells per- 
sonal attention on the service 
floor. And this chronicler had an 
opportunity to watch Johnny at 
work under conditions trying to 
some degree, and without the man 
who sells personal attention hav- 
ing any intimation that he was be- 
ing watched 


Chose Busiest Hour 


Selecting the busiest hour of 
the morning, which was early, we 
drove in at the service entrance 
of Triangle Motors. There were 
three receiving lanes, and we took 
the middle, empty at the moment 

“Who,” we asked when ap- 
proached, “is Johnny?” 

“Johnny Grossman? That’s him 
right over there. He'll be with 
you in just a minute.” 

But it was nearer 15 minutes, 
for Johnny was occupied with an 
apparently highly nervous, some- 
what displeased lady customer 
and her new car. We learned later 
the speedometer showed a thou- 
sand miles, so it was all warranty 
But Johnny, taking plenty of 
time, approached the transaction 
as if he were writing up a wreck 

The lady owned a slightly high, 
penetrating voice, carrying on a 
sustained note of irritation. One 
got the impression she was look- 
ing for cause to fly into a tantrum 
as, gesturing and rattling, she led 
on a tour of inspection. But 
Johnny Grossman was imperturb- 
able, busy making notes and lis- 
tening, as if that were the one 
end only automobile to be serv- 
iced in that dealership that entire 
lay. 

Finally, 
around to us 
iroductions 

“This car,” we told him, “is all 
right. Nothing wrong with it at 
present, so, frankly, I didn’t come 
in this morning to spend any 

(Continued on page 136) 


however, he came 


and we made in- 
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Ads in a Negro theater have 

brought many paint and body 

jobs to J. D. Phelps, shown here 

giving an estimate on a first- 

quality baked-enamel job to one 
of his Negro customers. 


By Ross L. Holman 


Ads for Negroes 


have hel ped in 


Building Up “Quality” Trade 


peace as it may seem to 
some shop operators, J. D. 
Phelps of Industrial Painting Co., 
Nashville, Tenn., gets some of his 
most quality-conscious customers 
among Negroes. 

Most capable Negroes are now 
making money and many of them 
have good cars. Phelps found this 
out when he began running an ad 
in a colored movie theater 

Rightly or wrongly, many Ne- 
groes have the feeling that it is 
much harder for them, as Ne- 
groes, to get fair adjustments on 
service jobs that don’t stand up 
than for white car owners to get 
adjustments. Phelps emphasizes 
his impartiality for all it is worth 
with illustrated ads on screens of 
Negro theaters. He believes it is 
a line that other service garages 
might well play up. 

The first result of these week- 
ly ads was the patronage of some 
Negro physicians. They were so 
pleased with Industrial Painting’s 
service and the fairness of its ad- 
justments that they soon were 
recommending it to other 

The response from the Negroes 
has been so gratifying that the 
colored-movie ad runs continu- 
ously while all other Phelps mov- 
ie and printed promotions are 
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being run periodically. 

As evidence of the confidence 
he has developed among colored 
car owners, Phelps told of a Negro 
who drove in a Lincoln one day. 
He wanted a baked-enamel job 
and some other work totaling 
$100. Leaving the car, he started 
off without waiting for an esti- 
mate. 

“Wait, don’t you want us to 
figure the price on this work?” 
Phelps asked. 

“No,” he replied, “I know you 
will treat me fair. Dr. B 
(a Negro physician) you 
have always done right by him 
and I know you will do the right 
thing by me.” 

That attitude is typical of many 
of Phelps’ customers. 

Not long ago a man drove a bat- 
tered car into the shop and ask- 
ed Phelps to make an estimate on 
the cost of repair. “This is an in- 
surance job,” he explained. “I 
have to get three estimates on it 
before I can have it fixed and the 
insurance company won’t pay any 
more than the lowest bid. But I 
don’t care how low the other esti- 
mates are, you are going to get 
the job.” 

That expression of loyalty 
touched a tender spot in Phelps’ 


says 


heart and it was a double-barrel- 
ed testimony of the quality of his 
work and the way he has held the 
line on a pricing system that has 
enabled him to give good service 
and keep his business on the sun- 
ny side of solvency. 

“That man was willing to pay 
the difference between my price 
and a competitor’s lower bid,” he 
explained, “because his past ex- 
perience convinced him that my 
work would give him as much 
lasting service as his money 
would justify. He wasn’t certain 
the competitor’s lower-priced job 
would stand up like mine.” 

Phelps had a whale of a time 
building up his volume on his 
scale of live-and-let-live prices 
from which he was often tempted 
to budge. But he has held the 
line until now he has a solid core 
of patronage, most of whom don’t 
even ask for an estimate but tell 
him to give the vehicle what it 
needs and send them the bill. He 
has three prices to fit different 
baked-enamel services $49.50, 
$64.50 and $84.50. 

“T stand back of 
with a 12-months’ guarantee,” 
Phelps said. “I have recently 
painted several 49 and ’50 cars 

(Continued on page 132) 


these prices 
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Ningers and Sluggers, 
All Help 


I" THE little Delta cotton town 
of Blytheville, Ark., Burnett 
Hudson Sales has, for several 
years, remained close to the top 
in car sales for its potential in a 
five-state area. E. C. Burnett, 
owner, has a simple explanation 
for his success. 

“We add personality to sales. 
We have a definite program for it, 
including our setup for sales, ad- 
vertising and public-relations ac- 
tivities. Into every medium 
through which we promote sales 
on both new and used cars, we 
inject the personality of the in- 
dividual salesman and the or- 
ganization as a whole.” 

Burnett says that when he em- 
ploys a new salesman, he values 
personality above actual exper- 
ience in selling cars. “We can 
train a man with an outstanding 
personality to sell.” 

Typical of the salesmen he likes 
to employ is Don Whitney, a tow- 
ering man who has made a hit as 
a hillbilly broadcasting artist. 

As one of the top salesmen em- 
ployed by Burnett, he is given 
time away from his job each day 
to appear on the radio program. 
Burnett cashes in on the connec- 


Nell Cars 


By S. W. Ellis 


tion by promoting Whitney’s per- 
sonality as the hillbilly performer 
who sells cars. Whitney’s photo- 
graphs are shown prominently 
about the sales room and are dis- 
tributed to prospects. 

Whitney sells cars. He is a 
good salesman, trained in the 
Burnett organization and backed 
with all the cooperation that Bur- 
nett can give. An example of 
this cooperation is the use to 
which Burnett puts the post cards 
picturing a Hudson car, furnished 
by the manufacturer. In his own 
handwriting, he pens a personal 
message that introduces the sales- 
man to a prospect: 

“Mr. Brown: 

“This will introduce Don Whit- 
ney, with Burnett Hudson Sales. 
Any courtesy shown Mr. Whitney 
will be appreciated. 

“This card is worth $25 to you 
on a new Hudson. 

“Sincerely, 
“FE. C. Burnett.” 

Another sales stimulus that 
Burnett uses for his men is giving 
each a bonus car to sell every 
week. He picks out a certain car 
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Whitney has 
each day to 
program. 


Car Salesman Don 
time off from work 
broadcast his radio 


Besides bringing in trophies and 
publicity in the sports pages, the 
softball team was directly respon- 
sible for the sale of 25 cars last 
year to players on other teams, 
reported E. C. Burnett (in jacket). 


on the lot to be delegated to a 
salesman, which carries an extra 
$25 bonus if sold that week. Each 
of the four salesmen get a bonus 
car every week. If the car is not 
sold by the end of the week, it is 
given to another salesman to try 
Sometimes the salesmen swap 
cars unsold at the end of the 
week. 

Burnett himself manages new- 
car sales, and he is a bundle of 
energy who keeps his men pep- 
ped up. On his sales force he 
uses many of the tactics that he 
employs as manager of his soft- 
ball team—the Burnett Hudson 
Pacemakers. 

The softball team he sponsors 
gets more publicity for his firm 
than any other form of advertis- 
ing and also results in many di- 
rect car sales. To illustrate, last 
year he took his team to the state 
tournament. Here he sold 12 new 
cars to players on different teams, 
besides 13 used cars. 

The green-and-white uniform, 
which Burnett buys, together 
with all other team equipment, is 
also under typical promotion. To 
keep people who come into the 

(Continued on page 123) 
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NEWS BRIEFS «4 zc 


Grove Succeeds Slack 
For Willys Sales 


Hw. P. Grove has been 
elected vice - president in 
charge of sales of Willys-Overland 
Motors, Inc., succeeding Lyman 
W. Slack, resigned. 

Grove joined Willys-Overland 
last year and in March, 1951, was 
appointed general sales manager. 
He previously was with Hudson 
Motor Car Co. for 13 years and 
with the Pontiac Division of Gen- 
eral Motors for ten years. 


Sutton 
adding 
row” in 


and eff 
Texas, with 


both beauty 
Beaumont, 


L-shaped for 
contains 30,000 


The building, 
departments, 


Motor Co., Chrysler-Plymouth dealership, is 
iency 
this building, esti- 
mated to have cost $150,000. These photos show the 
exterior and three views of the service department. 
better arrangement of 
square 


Slack resigned to give his full 
attention to his automotive deal- 
ership in Portland, Ore., accord- 
ing to Ward M. Canaday, Willys 
chairman of the board. 


Caviness Named at Ocala 


Rupert Caviness of Caviness 
Motor Co. recently was elected 
president of the Ocala, Fla., Auto- 
mobile Dealers Association. W. J. 
Rodgers was named vice-presi- 
dent and O. A. Lowe was named 
secretary-treasurer. 


to “automotive over the service 


founded by C, 


and sister, are 


feet of floor 


Spencer of Newport News 
Heads Dealer Group 


H M. Spencer of Ward Pon- 
@ tiac Sales, Inc., Newport 
News, Va., has been elected presi- 
dent of the Newport News-Hamp- 
ton Automobile Dealers Associa- 
tion. 

George Shields of Shackelford 
Auto Co., Newport News, was 
named vice-president. W. H 
Bowditch of Bowditch Motors, 
Inc., Hampton, is secretary-treas- 
urer of the association 


space. One of the unusual features is a pitched roof 
area 
64 glass skylights, flush with the roof. The firm was 
D. “Billy” 
“Jack” Sutton and Miss Mary L. Sutton, his brother 
associated with 
attended the three-day formal opening, held recently. 


that permitted installation of 


Sutton in 1939. John R. 


him. About 30,000 
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Construction is nearing completion for the new home 
of Pennington Buick Co., Galveston, Texas, shown 
above in the architect's drawing. The main building 
is 155 feet wide and 150 feet deep. It is situated at 
23rd Street and Avenue M. Drawing at right shows 
the plan of the second floor and the floor plan of the 
first story is below. Facilities for used-car sales and 
storage adjoin the main building. The plant is of hol- 
low tile and stucco, reinforced steel and concrete. “The 
very latest features in service equipment and facilities 
are being installed to make this plant one of the 
most complete and efficient in the South,” said Presi- 
dent E, J. Pennington. The firm expects to occupy the 
new facilities sometime this month. 


BOP Division Purchases 
Plant Site in Texas 


J ‘xe Buick-Oldsmobile-Pontiac 
Assembly Division of Gen- 
eral Motors Corp. has announced 
the acquisition of a 255-acre site 
ketween Fort Worth and Dallas 
Texas, for a possible future m-nu- 
facturing or assembly operation 
The land lies in Tarrant Count; 
zt the eastern edge of Arlington 
cn U.S. Highw-vy 80. ediacent to 
the Texas and Pacific Railroad 
John F. Gordon, vice-president 
and group executive in charge of 
body, hardware and assembly di- 
visions, stated that future plans 
for use of the property denend up 
on availability of materials 
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Presented in condensed tabular 
form here are the data rounded 
up by General Manager Walter C. 
Mallory in a survey of the mem- 
bership of the Florida Automobile 
Dealers Association recently on 
wages, hours and working condi- 
tions of employees. The association 
is one of the oldest in the United 
States. having been incorporated 
in 1920. 


Missouri District Meetings 


Get Under Way Oct. 2 
f | ‘HE first in a series of district 


meetings of the Missouri 
Automobile Dealers Association 
will be held at Gallatin Oct. 2, it 
has been announced by President 
Don E. Fitzgerald. 

Other meetings for the week 
will be in Kirksville. After a 
week’s delay for the annual 
NADA membership campaign, 
meetings in other districts will be 
resumed, Fitzgerald said. 


4,000,000th Pontiac Rolls Off 


The four-millionth Pontiac came 
off the Pontiac Motor Division as- 
sembly line August 11—two and 
one-half years after the three mil-_ 
lionth was turned out (1949). It 
took nine years to produce and 
sell the first million (1926-35). 


“Looking Ahead” on page 166 


Paul E. Gies is now eastern branch 
manager of Ford Motor Co.'s deal- 
er development office. He will 
supervise dealer development in 
the seaboard states from Maine 
to Florida for both Lincoln-Mer- 
eury and Ford Divisions. He for- 
merly was with Ford’s field sales 
organization, for a time in the 
Southeastern territory. 








SURVEY 
WAGES — HOURS — WORKING CONDITIONS 


Number of dealers who answered survey: 252 
1.—Working conditions: 








(a) Hours which constitute regular work week 
Number hours: 40 44 44% 45 46 46% 47 
Number dealers 7 49 #1 > <« 9 
Number hours 4914 50 50% 51 
Number dealers 8 47 3 4 

(2 did not answer) 

(b) Overtime: 

107 dealers pay overtime. 
113 dealers do not pay overtime 
32 dealers do not work overtime 

(c) Overtime begins after hours listed 

Number hours: week: 40 


Number dealers 22 
Number hours: day > 9 
Number dealers 


(d) Hours mechanics work on Saturday 
Number hours 0 3 4 4% #5 5% 


Number dealers: 1 1 83 14 62 2 
(23 did not answer) 


2.—Holidays: 


Observed with pay: 





holidays: 48 dealers observe 
If worked: 30 pay straight time, 3 flat rate, 7 time and half 
8 do not work. 


2 holidays: 2 dealers observe. 
If worked: 1 pays straight time, 1 double time 
holidays: 88 dealers observe 
If worked: 46 pay straight time, 15 time and half, 1 double time, 
26 do not work. 
» holidays: dealer observes. Does not work 


holidays: 32 dealers observe. 
If worked: 20 pay straight time, 6 time and half, 6 do not work 


holidays: 5 dealers observe. 
If worked: All 5 pay straight time 


holidays: 1 dealer observes. If work, pays straight time 
holiday: 1 dealer observes. Does not work. 


Observed without pay: 





holidays: 21 dealers observe. | 
If worked: 5 pay straight time, 2 time and half, 6 commission || 
basis, 8 do not work 


holidays: 34 dealers observe. | 
If worked: 16 pay straight time, 1 double time, 1 time and half, 
5 flat rate or commissicn, 11 do not work 


holidays: 9 dealers observe. 
If worked: 8 pay straight time, 1 commission 


holidays: dealers observe 
If worked: 4 pay straight time, 3 commission or flat rate, 1 does 
not work. 


holidays: dealer observes. Does not work 
holidays: 1 dealer observes no holidays—pays on 50-50 basis 
3.—Vacations: 


178 dealers give vacations with pay 
4 dealers give vacations with pay to salaried men only 
68 dealers give vacations without pay 
2 dealers did not answer 
(Continued on opposite page) 
| 
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(Continued from opposite 


4.—Employee Facilities: 





Number of dealers who furnish all or part of coveralls 


35 dealers furnish 100% 
13 dealers furnish 50% 
6 dealers furnish 33% 


Number of dealers who do not furnish any part of coveralls: 


Number of dealers who nay all or part of mechanics’ laundry 


100% 
75% 
50% 
40% 


37 dealers pay 
1 dealer pays 
20 dealers pay 
1 dealer pays 


1 
1 
1 


page) 





dealer pays 30% 
dealer pays 15% 
dealer pays 10% 
dealer pays $1.00 per week 


Number of dealers who pay none of the cost of laundry: 189 


5.—Unions: (No firms have unions) 


6.—W ages : 


Method of pay to 


mechanics: 


HOURLY 


Straight time: 
of dealers 1 1 


$1.25-1.50 


Number 
Straight time 
of dealers 5 


$3.00 


Number 


Straight time 3.50 


Number of dealers 1 1 


$.80-1.00 84 .90 


1 
1.30 


1.60 


1 


1.00 1.10 1.15 1.20 1.00-1.35 1.25 || 


10 2 2 2 5 18 


135 1.50 1.05-1.25 1.98 1.50-1.75 


1 8 l 1 l 
1.80 


1 


WEEKLY 


Straight time $60 


2 


Number of dealers: 2 


Straight time: 
of dealers: 2 


55% 


Number 


Flat rate 100% 60% 


Number of 


dealers: 16 6 


$62.50 


52% 


$40 plus. comm 


plus bonus $55 plus 40% over $110 


1 1 

$60-$65 $45 plus 10% 
1 1 

48% 50-60% 50-40% 


50% 45% 


136 1 5 1 1 


(1 dealer guarantees $44 on 50% basis, 4 guarantee $50 on 50% basis 


1 pays 


72 dealers guarantee weekly earnings 


7.—Customer labor charges: 





Amount of charge: $1.50 


Number of dealers 1 


Amount of charge 
Number of dealers: 
Amount of charge 


Number of dealers: 


* $2.50 store hours; $3.75 after hours 


9 


1.75 
1 
$2.50-3.00 3.00 


$3.00-3.50 








AC Spark Plug to Build 
Gunsights for Planes 


oo is underway for the 
production of gyroscopic 
gunsights for use on fighter- 
plane machine guns, George 
Mann, Jr., general manager of the 
AC Spark Plug Division of Gen- 
eral Motors, announced last 
month. During World War II, the 
division produced approximately 
33,000 gunsights. 


50% on work over $100 per week.) 


97 do not guarantee earnings 


5 2.00 2.25 2.50 


15 105 


5 93 6 


25% 


4.00 less 2.50-3.75* 


1 





“Every effort is being made to 
get into production as soon as 
possible on the current order from 
the Air Force,’ Mann said. 


Dealers Lend 5,700 Cars 
For Student Training 


oi vena valued at ap- 
proximately $11,000,400 
were provided by automobile 
dealers to high schools during the 
1950-51 school term for use in 
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John Smith Co., Chevrolet dealer- 
ship at Atlanta, Ga., ran this as 
part of an ad in the newspaper 
want-ad columns right after Regu- 
lation W’s terms were eased from 
15 to 18 months. “The easiest way 
to pay for anything is cash,” com- 
mented Wesley O. Slate, Jr., of 
the company, which entered the 
transportation field in 1869 by 
handling wagons and harnesses. 





practice driving,” announced 
James J. Newman, chairman of 
the Inter - Industry Highway 
Safety Committee and vice-presi- 
dent of The B. F. Goodrich Co. 

“Since cars are one of the ma- 
jor items of expense in conducting 
high school driver - education 
courses,” Newman stated, “the 
loan of approximately 5,700 cars 
for behind-the-wheel instruction 
is an outstanding civic contribu- 
tion on the part of dealers. This 
contribution, representing a $2,- 
500,000 increase over the 1949-50 
school term, coupled with the in- 
creased public and school interest 
in high school driver education 
programs, accounts for much of 
the gain made nationally in this 
important phase of traffic safety 
work.” 

(Continued on page 166) 





puthern JOBBERS 


AND FACTORY MEN 


“Blitz” Traming Pays- 


Both Now 


and Later 


By Beatrice Miller 


A “pLiTz” training program to 
make apprentices immedi- 
ately productive while they are 
learning on the job was introduc- 
ed throughout the organization of 
Phelps-Roberts Corp., Washing- 
ton, D. C., the first of the year. 
Planned to meet the increasing 
manpower shortage, the stepped- 
up, intensified training concen- 
trates on developing specialized 
skills in shorter periods of time 
and advancing an apprentice from 





" per 


simple to more intricate processes. 

With periodic pay increases as 
skills are mastered, an apprentice 
machinist can now earn within 
18 to 20 months at Phelps-Rob- 
erts journeyman’s wages of $1.50 
hour or $75 for a 48-hour 
week—wages formerly reached 
only after four years of training. 

Blitz training is designed to cut 
down turnover and make avail- 
able specialized skills and increas- 
ed production for immediate and 


Crankshaft 


trui 
two 
at 


grinding 
ng a shaft 
jobs apprentices 
Phelps-Roberts in 


(below ) 


(above) and 
are just 
are taught 
Washington. 
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profitable use by an employer. 

Blitz training, a streamlined 
National Apprenticeship Training 
Program with non-relevant skills 
left out, but retaining a mapped- 
out plan of procedure and goal of 
all-’round skilled worker, may be 
adapted and tailored to the needs, 
rates of pay and local conditions 
of any garage, dealer or jobber. 

“No employer stands to lose a 
thing by this blitz training. If an 
apprentice he has trained for two 
months at pin fitting or cylinder 
boring or brakes or valves leaves 
him, he is not taking a loss,” said 
Robert E. Phelps, secretary-treas- 
urer of Phelps-Roberts. “That 
man has produced profitably dur- 
ing those two months.” 

Recalling the high labor turn- 
over in the shops during the last 
war, Phelps pointed out that the 
incentives of accelerated learning, 
faster returns of high pay and an 
organized training setup provid- 
ing a goal of completion to those 
who stayed on would reward an 
employer with higher production, 
higher employee morale and re- 
duced turnover. 

He cited an experience in his 
own machine shop. After training 
at pin fitting for two months, at 
piston expanding for two months 
and piston grinding for two 
months, one employee is now on 
reboring after a six-month em- 
ployment period. He has had one 
pay increase and will be due for 
another as soon as reboring has 


Ellis Shortt, first to complete 


apprenticeship trai 


Fred Carroll tests a distributor for regularity of fire, cam angle and 
governor advance with the help of Frank Stauffer, shop foreman. 


been mastered sufficiently under 
the program. 

Another apprentice with 
Phelps-Roberts four months has 
learned pin fitting and piston ex- 
panding; a third apprentice is be- 
coming proficient at pin fitting 
during his second month. Indi- 
vidual aptitudes and individual 
training set the pace. 

“Our plan is to train these boys 
at successive skills if they stay on 
with us. Pay increases are not 


ing. is taught 


line boring of bearings by S. Adams, a well-experienced machinist. 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 


-utomatic. Skill has to be proven 
before they are advanced. We 
hope to make all-’round skilled 
craftsmen of them,” explained 
Phelps who pointed to the com- 
pany’s success in retaining almost 
100 per cent of the apprentices 
(50 per cent of the entire staff) 
they have put through the formal- 
ized program under the D. C. Ap- 
prenticeship Training Council 
over the last seven years. 

“It is highly inadvisable to 
keep a man at one operation be- 
yond the learning period because 
he has become very profitable to 
an employer doing it. The all- 
‘round skilled employee who can 
hold down all operations in a 
machine shop or repair station is 
the most valuable and most profit- 
eble employee a business can 
have.” 

Phelps suggested a blitz train- 
ing program in special sk:lls that 
another machine shop might fin’ 
suited to its needs 

1. Valve work 

2. Pin fitting 

3. Resurfacing operations 

He suggested two- to three- 
week training periods spent at the 
various operations under valve 
work as: 

Removing 
valve guides 

Refinishing valve seats 

Refacing valves 

Cleaning operaticns 

Assembling and disassembling 

Setting of valves. 

(Continued on page 122) 
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Grocery-store-type baskets like 


the one above have speeded up 


collecting merchandise from bins at United Auto Supply. At top 


left the old 


The firm’s new Dallas, Texas, 


Using Baskets Produced 
Speedy Order-Filling 


oe saving time, steps and tem- 
pers and reducing damage 
to merchandise dropped in the 
routine of filling customer orders, 
the United Auto Supply Co. of 
Oklahoma and Texas has adapted 
the grocery-store shopper’s bas- 
ket. 

Manuel Bloom, manager of the 
Dallas, Texas, store, says steel 
grille baskets are now in use in 
all four of the firm’s stores and 
that the practice has facilitated 
and speeded up the task of col- 
lecting merchandise from a num- 
ber of the bins for a customer’s 
order. 

These baskets so familiar to 
food shoppers are of the type that 
telescope together in a minimum 
of space when not in use. For the 
automotive jobbing business they 
were, so far as Bloom knows, first 
introduced in the firm’s Oklahoma 
City store. Located directly across 
the street from that United store 
is the plant of the basket manu- 


system is illustrated and, at 
home shows in the top picture. 


bottom, the new. 


facturer, which explains the idea 
for this use. 

Seeing the baskets so often, 
Ralph Bloom, Oklahoma City 
manager, asked the manufacturer 
for one basket on trial. The re- 
sult was that baskets were put 
in use in all company stores, in- 
cluding Fort Worth and Houston, 
Texas, in addition to Oklahoma 
City and Dallas. 

United Auto Supply recently 
opened a new Dallas location 
which provides 15,000 square feet 
of floor space compared with the 
9,000 feet available at the former 
location, which was occupied for 
about 20 years. The new build- 
ing, costing $95,000, has twice as 
much shelving space, a 70-foot- 
long counter, 1,500 square feet of 
customer parking and a loading 
dock that accommodates four big 
trucks. 

“We have added Columbus 
shock absorbers to our lines,” 
Maneger T. H. Coker of Gibbes 
Machinery Co., Columbia, S. C., 
reported. 
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Containing approximately 27,000 square feet of floor space, the new 
home of Piedmont Auto Exchange at Charlotte, N. C., was opened 
formally recently to replace the one destroyed by fire some months ago. 
The entire building is air-cooled and is heated with an automatic oil- 
fired system. Acoustically-treated ceilings are another feature of this 
building, whose owner is George V. Gilbert, shown in photo at left 
welcoming the approximately 600 customers who attended the opening 
(photo at right above). Gilbert is the new president of the Southeast 
Automotive Show. The counter is 100 feet long. The big machine shop, 
shown at left above, is located in the basement. A paved parking lot, 
50 by 100 feet, was designed for the trade’s use. The company was 
founded in 1910. Dowd M. Biggers is general manager. Cost of the 
new building has been estimated at $130,000. 


Oktahoma City and St. Louis 
Plan for Big “‘Care’’ Rallies 


Carlyle Fraser 
Shatters Heel 


Carlyle Fraser, chairman 
of the board of Genuine 
Parts Co., shattered bones in 
one of his heels last month 
when he jumped into the 
new swimming pool at his 
home at Atlanta, Ga. 

The injured limb will have 
to be in a cast for about ten 
weeks. 








P ISSIBLY ten thousand men will 
attend two meetings—one at 


St. Louis, Mo., and the other at 


Oklahoma City, Okla.—planned 
for next month to spotlight atten- 
tion on the “Care Will Save Your 
Car” program. 

“We hope to have about 5,000 
trades people in attendance and 
look for an excellent meeting 
over-all,” said W. Thomas Mills, 
Jr., of Auto Parts Co., who is 
chairman of the executive com- 
mittee for the meeting set for 
Tuesday evening, Oct. 9, at Kiel 
Auditorium in St. Louis. 

Said W. H. Vick, vice-president 
of Oklahoma City Hardware Co., 
Inc., of the gathering planned for 
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Oct. 22 in Oklahoma City’s Muni- 
cipal Auditorium 

“We hope to have in attendance 
a large group representing all 
types of automotive trades—inde- 
pendent garages, service stations, 
car dealers, implement dealers, 
etc. Frankly, I can’t help but 
feel that we will have a very suc- 
cessful party and it would not 
surprise me if we have as many 
as 4,000 persons in attendance.” 

C. C. “Chuck” Tapscott, vice- 
president of McQuay- Norris Mfg 
Co., and a long-time kingpin in 
the Automotive Advertisers’ 
Council (which has promoted the 
“Get It from Your Jobber” and 

(Continued on page 153) 
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SERVIC 


AND 


Filters? 


\ \ Tuy the filters? 
We have heard this ques- 


tion asked many times, and many 
times we have thought the answer 
did not convey sufficient informa- 
tion. This prompted us to get into 
the matter and determine just 
what filters and filter service 
mean to the car or truck owner 
and to the repair shop. . 

We readily recalled many in- 
stances where a better under- 
standing of the purpose of filters, 
both by our service men and the 
car owner, would have prevented 
many complaints about abnormal 
engine wear. 

One instance in particular was 
that of an operator of a 1'%-ton 
truck equipped with vacuum 
brakes. At approximately 18,000 
miles the owner reported very 
excessive oil consumption. He 
also made the usual remark that 
“IT have got a lemon,” emphasiz- 
ing that he knew they all came off 
the same assembly line, but there 
had to be a bad one once in a 
while. 

Being of this nature he stayed 
with the job until the head and 
pan were pulled. It didn't require 
any “mikes” to see that the en- 
gine was “shot.” Cylinder walls 
and pistons were worn beyond re- 
pair, crankshaft and_ bearings 
were complctely ruined. The “le- 
mon” squawk became louder then 
ever—"soft block,” ete. 

At this point we asked him to 
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Their condition, cleaned or clogged, spells out a lot in terms of 
engine performance. Do you check them often enough? 


join us in the inspection of the 
vacuum-brake air filter. Right 
here we had guessed wrong be- 
cause we thought this unit had 
not been properly serviced and 


By E. M. Lowery 


Technical Editor 


we wanted to show him. We 
couldn’t, because his driver had 
removed the filter (which he lat- 
er admitted), thinking it was not 
necessary. 

The operator finally agreed to 
pay for a new engine, reluctantly 
admitting that it wasn’t a factory 
or dealer responsibility. However, 
he was by no means happy with 
the transaction. 

We have had 
upper cylinder, piston and ring 
wear caused by lack of proper 
service of the carburetor air 
cleaner or filter. Service men 
sometimes fail to advise the cus- 
tomer of the importance of this 
unit, and too frequently owners 
will not authorize the small cost 
of this service, not realizing that a 
major engine overhaul may be the 
result of this negligence. 

This brings us to the engine oil 
filter which, in our opinion, is 
most important. Why some car 
and truck manufacturers will 


similar cases of 





leave it off of some of their low- 
er-priced units in order to keep 
the sales price down is beyond us, 
especially when they use the oil 
filter as regular equipment as a 
sales argument on some of their 
higher-priced units. 

To prove the importance of this 
item and its acceptability by the 
owner if properly presented, one 
of the leading manufacturers con- 
ducted an educational and sales 
campaign recently. Service men 
were advised of the importance of 
the filter and its prevention of ex- 
cessive engine wear. The results 
of this campaign proved that if 
properly informed, owners would 
buy this service; it also showed 
that where regular filter service 
was maintained, complaints on 
engine parts failure were practi- 
cally eliminated. The repair shops 
participating in the campaign sold 
more filters than ever before, thus 
increasing their parts and labor 
volume. 


Why the Oil Filter? 


Whether or not the engine is 
operated normally or abnormally, 
the lubricating oil will become 
contaminated with carbon dust, 
metal particles and other impuri- 
ties which are by-products of 
combustion and normal wear. Oil 
filters are employed to remove 
these particles from the oil, thus 
reducing the wear that would re- 
sult from such contamination 
Most manufacturers employ a 








October Issue: Gas Mileage 


Do those gas-mileage complaints sometimes have you 


hopping? Next month Technical Editor Lowery will 


give some tips on how to handle them successfully. 








cartridge-type filter, the filter ele- 
ment consisting of cloth, fine 
mesh metal, fuller’s earth, fiber 
or fabric screens. 

In the cartridge-type filter, oil 
from the engine enters through 
the top connection and flows 
through the filtering ‘element, 
trapping all foreign matter. The 
filtered oil then circulates through 
the engine. The filter element 
continues to trap the foreign mat- 
ter until it becomes clogged. (This 
is the danger point.) Then the 
element must be replaced, as the 
filter at this point is valueless. 

Types of Filter Systems 

There are two types of engine 
oil-filtration systems in general 
use on current vehicles. The most 
common of these is|the bypass 
system. The other is the full-flow 
system. In the bypass system the 
oil is picked up by the oil pump 
through the oil strainer, and is de- 
livered under pressure to the oil 
gallery. To maintain sufficient 
pressure, an oil pressure relief 
valve which opens against a 
spring is provided. A portion of 


“We got a shop full of cars as it is, but we'll try to handle yours.” 
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the oil in the crankcase flows 
through the filter and returns di- 
rectly to the gallery. 

In this system a restriction hole 
in the filter outlet controls the 
amount of oil flowing through the 
filter. Over a period of time, all 
of the oil in the crankcase passes 
through the filter. Since only a 
portion of the oil in the crankcase 
flows through the filter, a clogged 
filter element has no effect on the 
amount of oil flowing through the 
working parts of the engine. 

Results: A clogged filter ele- 
ment is not indicated other than 
by examination. The color of the 
oil will not indicate the condition 
of the filter element. 

The full-flow system is designed 
to filter all of the oil going to the 
working parts of the engine. In 
this type of system, the oil is 
picked up by the oil pump and 
delivered under pressure to the 
filter where all the oil flows 
through the filter to the main oil 
gallery, where it is distributed to 
the working parts of the engine. 
The main oil-pressure relief valve 
in this system functions only to 
maintain the oil pressure at a con- 
stant value as engine speed in- 
creases, and to return the excess 
oil to the crankcase. 

Another relief valve is provid- 
ed, functioning as a part of the oil 
filter, to assure an adequate sup- 
ply of oil to the engine parts in 
case the filter element becomes 
clogged. When the filter becomes 
so clogged that the oil cannot pass 
through the element, this valve 
opens and permits unfiltered oil 
to flow through the engine. 

This outline of operation of the 
two systems in common _ use 
proves that unless proper filter 
service is practiced, filters become 
only a gadget—as some service 
men and owners too often classify 
them—and engine life is shorten- 
ed by many thousands of miles 

The .inauguration of a filter 
service and maintenance program 
in your shop would not only prove 
a profitable source of revenue but 
would also eliminate many service 
complaints from customers. 
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Diagnosing the 


POWERGLIDE 


| oer operation of the Power- 
glide transmission may be af- 
fected by a number of factors, all 
of which must be considered 
when trouble in the unit is diag- 
nosed. 

Proper trouble diagnosis can 
only be accomplished when per- 
formed in a thorough step-by- 
step procedure. The following 
procedure has been devised and 
tested and is recommended for all 
trouble diagnosis complaints, and 
if the service man will follow this 
checking procedure, accurate and 
dependable diagnosis may be ac- 
complished. This will result in a 
saving of time, not only to the 
service man, but to’ the cus- 
tomer as well. 


Selector Linkage 


1.—Place selector lever in re- 
verse and check clearance ‘be- 
tween selector lever and steering 
wheel rim, which should be 142” 
plus or minus 5/16”. To adjust, 
loosen lower support clamp bolts 
and move up or down as neces- 
sary. Tighten clamp bolts evenly. 

Note: Make sure dowel in sup- 
port is located in slot in mast 
jacket. 

2.—With selector lever in re- 
verse, check clearance between 
the reverse stop on control shaft 
lower support and lower lever 
(Fig. 1). This clearance should be 
3/64”. 

3.—To adjust, loosen transmis- 
sion control rod swivel, make sure 
transmission manual valve is rais- 
ed to top detent position and se- 
lector lever is in “R” (reverse) 
position. Move selector lever as 
necessary to obtain 3/64” clear- 
ance and retighten swivel. 

4.—Check proper installation of 
short connector rod (bell. crank 


Illustrations and technical 
data courtesy of Chevrolet 
Service News. 
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to parking lock lever); arrow 


must point up. 
Warming Up Transmission 


Before attempting to check 
and/or correct any complaints on 
the Powerglide transmission, it is 
absolutely essential that the oil 
level be checked and corrected if 
necessary. An oil level which is 
either too high or too low can be 
the cause of a number of abnor- 
mal conditions from excessive 
noise to slippage in all ranges. 

It must be remembered that 
cold oil will slow up the action 
of the hydraulic controls in the 
transmission. For this reason a 
trouble or oil leak diagnosis 
should not be attempted until the 
transmission has been warmed up 
by either of the following proce- 
dures: 

Road warm up: 

Drive the car approximately 
five miles with frequent starts 
and stops. 

Shop warm up: 

1—Connect tachometer to en- 
gine. 

2.—Set parking brake tight and 
start engine. 

3.—Place selector lever in “D” 
(drive) range. 

4—Set hand throttle (1950 
models) or carburetor idle speed 
adjusting screw (1951 models) to 
run engine at approximately 750 
rpm and operate transmission in 
this manner for 15 minutes. At 
the end of 15 minutes of opera- 
tion, transmission will be suffi- 
ciently warmed up for diagnosis 
purposes. 

Note: On 1951 models, readjust 
the idle speed to 430-450 rpm. 

After the transmission has been 
warmed up, check the fluid level 
with the engine idling, parking 
brake set and control level in “N” 
(neutral). If the fluid level is 
low, add fluid to bring level up to 
the full mark on gauge rod. 

Caution: If fluid level is too 


high, fluid may be aerated by the 
planet carrier. Aerated fluid will 
cause turbulence in the converter 
which will result in lost power, 
lower stall speed and lower pres- 
sures in control circuits. Lower 
fluid level to full mark, then drive 
car five miles to work air bubbles 


out of fluid. 


Stall 


Check the coolant level in the 
radiator as a safety precaution, as 
heat is rapidly built up during 
the diagnosis operation. 

With the tachometer connected 
to the engine and the service 
brakes securely locked, open 
throttle wide, with transmission 
in drive, in low and in reverse. 
Note the maximum speed attain- 
ea in each range and record on 


Tests 


‘diagnosis guide. 


Caution: Because of the rapid 
temperature rise of fluid, the stall 
condition should never be main- 
tained for more than ten seconds 
at one time. About two minutes 
should be allowed between tests 
to prevent overheating. Stall 
speed should be almost identical 
in all ranges and between 1560 
and 1610 rpm. If so, there is no 
slippage. However, other causes 
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of faulty operation may exist 
which can only be revealed by 
further checking. 

If the engine fails to attain min- 
imum stall speed by several hun- 
dred rpm, it is likely the second- 
ary pump is frozen on its hub or 
the stators are not locking up on 
the stator hub. 

If the stall speed varies much 
between ranges or exceeds the 
maximum in all ranges, there is 
slippage which may be due to in- 
sufficient oil pressure or to a me- 
chanical fault of clutch or band. 

Pressure Tests 

Pressure tests will reveal the 
cause of slippage as well as sev- 
eral other causes of improper op- 
eration. 

1.—Support the rear axle on 
stand jacks so the rear wheels can 
be driven. 

2.—Connect 
(Fig. 2) to 
points: 

a. Low servo apply. 

b. High clutch (release side of 
low servo). 

c. Reverse servo. 

d. Rear pump pressure. 

Drive range: 

1.—Adjust the engine 
speed to 430-450 rpm. 

2.—Place the selector lever in 
“D” (drive) range, check the 
idling pressure and record it on 
the diagnosis guide. Idling pres- 
sure should be from 40 to 45 
pounds. 

3.—Increase speed to approxi- 
mately 30 miles per hour and note 
fluid pressure; then load the en- 
gine several times by partially ap- 
plying the brakes while maintain- 
ing 30 mph speed. If the vacuum 
modulator is operating properly, 
pressure will rise each time. If 
the vacuum modulator is not op- 
erating correctly, check the va- 
cuum lines for leaks. If no va- 
cuum leaks are found, the trou- 
ble is in the vacuum modulator. 

Note: While making the above 
tests, check the pressures on the 
gauges connected to low servo 
apply and high clutch test points. 
The readings should be approxi- 
mately the same with the selector 
lever in “D” range. 

4—Apply service brakes and 
accelerate engine to normal stall 
speed (1560-1610 rpm). Check the 
pressure reading and record on 
diagnosis guide. Pressure should 
be 75 to 100 pounds. If the pres- 
sure is within limits but the en- 
gine speed exceeds maximum stall 
speed, high clutch is slipping. 


pressure gauges 
the following test 


idling 


If the pressure is below 75 
pounds with the engine at full 
throttle and the brakes locked, 
the following items will require 
checking: 

a. Partially plugged oil suction 
screen, 

b. Air leak in oil suction line. 

c. Pressure regulator valve 
stuck. 

d. Clutch piston seals leaking. 

e. Clutch drum oil seal rings 
leaking. 

f. Leak at valve body to case 
gasket. 

g. Leak between 
and housing. 

h. Front pump clearances. 

Low range: 

1.—Place the selector lever in 
“L” (low) range. 

2.—With the engine running at 
idling speed, check the pressure 
and record on diagnosis guide. 
The pressure should be from 125 
to 150 pounds. 

3.—Apply service brakes and 


valve body 
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accelerate engine to normal stall 
speed (1560 to 1610 rpm), check 
the pressure and record on diag- 
nosis guide. The pressure read- 
ing should be from 160 to 200 
pounds. 

4.—If the pressure is within the 
above limits but the engine ex- 
ceeds normal stall speed, adjust 
the low band by turning the ad- 
justing screw in all the way and 
backing off three turns. 

5.—If the pressure is below the 
low limit, the trouble may be in 
the accumulator or hydraulic 
modulator. Move the pressure 
gauge attached to the high clutch 
test to the hydraulic modulator 
test point. 

6.—Repeat the low range idle 
test. If the pressure is zero or 
very low on the gauge attached 
to hydraulic modulator, the trou- 
ble is in the accumulator. 

7.—If the pressure is the same 
but below 125 pounds on the 
gauges attached to the low servo 





apply and the hydraulic modula- 
tor, the following items will re- 
quire checking: 

a. Partially plugged oil suction 
screen. 

b. Broken or damaged ring in 
low servo. 

c. Pressure 
stuck. 

d. Leak at valve body to case 
gasket. 

e. Leak between 
and housing. 

f. Leak at servo cover. 

g. Front pump clearances. 

h. Modulator control lever or 
piston stuck. 

i. Leak between modulator and 
servo cover. 

Reverse: 

1.—Place the selector lever in 
“R” (reverse) position. 

2.—With the engine running at 
idling speed, check the pressure 
on the gauge attached to the re- 
verse servo test point and record 
the reading on the diagnosis 
guide. The pressure reading 
should be 125 to 150 pounds. 

3.—Apply service brakes and 
accelerate engine to stall speed 
(1560-1610 rpm), check pressure 
reading and record it on diagnosis 
guide. At this speed pressure 
should be from 160 to 200 pounds. 

4.—If the pressure is within the 


regulator valve 


valve body 


above limits but the engine ex-- 


ceeds normal stall speed, the re- 
verse band requires adjustment. 
It is necessary to remove the 


“He knows all the trouble-shooting answers. 


transmission to make this adjust- 
ment or correct any damage to the 
linkage. 

5.—If pressure is below the 
above limits the following items 
should be checked: 

a. Partially plugged oil suction 
screen. 

b. Broken or damaged reverse 
servo piston ring. 

c. Pressure regulator 
stuck. 

d. Leak at valve body to case 
gasket. 

e. Leak between 
and housing. 

f. Front pump clearances. 

g. Modulator control lever or 
piston stuck. 

h. Leak between modulator 
and servo cover. 

Rear pump: 

1—Place the selector lever in 
“D” (drive) range and release 
the parking brake. 

2.—Accelerate the engine until 
the speedometer registers 30 miles 
per hour. 

3.—Check the pressure at this 
speed and record it on the diag- 
nosis guide. The pressure at this 
speed should be 50 to 75 pounds. 

4.—Move the selector lever to 
“L” (low) range and check the 
pressure, which should be 140 to 
189 pounds. 
..-5.—If the pressure is less than 
the above limits, the following 
items should be checked: 

a. Leak at servo cover. 


valve 


valve body 


The thing is, he 


doesn’t know the questions.” 























te 


ae BAKEV 








b. Leak at valve body to case 
gasket. 

c. Leak between 
and housing. 

d.—Rear pump clearances. 


Oil Leaks 


If a customer complains of high 
oil consumption or oil leakage, the 
following points should be check- 
ed: 

a. Transmission 
covers. 

b. Servo 
sion case. 

c. Transmission 
transmission case 

d. Universal ball. 

e. Front of flywheel housing. 

f. Rear axle lubricant level for 
propeller shaft oil seal. 

g. Modulator vacuum line 

h. Oil cooler pipe connections 

i. Drain back hole from “U” 
joint to case not drilled 

If oil leakage shows at front of 
flywheel housing, plug 
from bottom of transmission hous- 
ing. Should an accumulation of 
oil be found in the housing, an 
oil leak is indicated and the fol- 
lowing points should be checked: 

a. “O” ring seal between pri- 
mary pump and primary pump 
hub 

b. Front pump oil seal 

c. Front pump “O” ring seal 

d. Oil drain in front pump 
plugged 

e. Converter 
seal. 

f. Turbine bolt “O” ring seal 

g. Sand hole in_ transmission 
housing allowing leakage between 
oil sump and converter cavity 


valve body 


housing side 


cover and transmis- 


housing and 


remove 


cover “O” ring 





Diagnosis of Unusual 
Conditions 





Oi! Being Forced Out of 


Filler Tube 


a. Oil level too high, aeration 
and foaming caused by planet car- 
rier running in oil. 

b. Split in suction pipe permit- 
ting aeration of oil 

c. Damaged suction pipe 
permitting aeration of oil. 

d. Ears on suction pipe retain- 
er bent, thereby preventing prop- 
er compression of the suction pipe 
seal, permitting aeration of oil. 

e. Bore for suction pipe in 
housing too deep, thereby pre- 
venting proper compression of 
suction pipe seal, permitting aera- 

(Continued on page 116) 


seal 
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Buick's 
XP-300 
Engine 


A FEW years ago a newspaper 
reporter new to Detroit saw 
for the first time a ten-year-old 
experimental Buick being driven 
by Harley J. Earl, General Mo- 
tors vice-president in charge of 
styling. He thought it was an 
unannounced model of a new 
Buick and rushed back to his of- 
fice to write a story about it. 
Unwittingly, this reporter start- 








ed a series of discussions between 
Earl and Charles A. Chayne, 
which eventually led to an experi- 
mental program that culminated 


This cutaway drawing of the XP-300 engine shows the valve mechan- 
ism and the dome shape of the combustion chamber and pistons. 
Aircraft-type pressure carburetors—one for premium gasoline and 
one for methanol—feed fuel into the “Roots”-+ype supercharger. 
Intake manifold is designed with a minimum of bends or obstructions 
to permit easy flow of fuel from the supercharger to the combustion 


in two “cars of the future,” Le 
Sabre and the XP-300, Buick’s 
“dream convertible.” Chayne, at 
that time chief engineer at Buick, 
now is General Motors vice-presi- 
dent in charge of engineering. 
Earl undertook the styling of Le 


chambers. Valves have hydraulic lifters and exhaust valves are 

sodium-cooled. Note how upper section of crankcase and = super- 

charger nestle deep between the banks of cylinders, keeping the 
over-all height of the engine to a minimum. 


undertook the gine for both cars and also the 
(Continued on page 140) 


Sabre. Chayne 
development of a chassis and en- 


Buick’s XP-300 has one of the most powcrful and 
compact engines ever designed for an automobile. 
Although it is rated at 300 horsepower, it actually 
has developed 335 horsepower in dynamometer tests. 
The engine is a supercharged V-8 type and has a 
the engine to the rear of the flywheel housing, en- piston displacement of slightly more than 215 cubic 
closing the flywheel. A small dry sump is provided inches. In comparison, the 152-horsepower engine 
around lower part of flywheel to prevent unnecessary in a Buick Roadmaster has a piston displacement 
churning of oil. of 320.2 cubic inches. 


The shallow oil pan on the supercharged V-8 engine 
in Buick’s XP-300 can be seen below. Designer 
Charles A. Chayne was forced to adopt a shallow oil 
pan to keep down the over-all height of the engine. 
Note that the oil pan extends from the front of 
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1951 WILLYS STATION WAGON WIRING DIAGRAMS 


Vo. 673 


73 


No. 





HOR’ 


TAIL ANC 
*sTOP LA 





37 JUNCTION BLOCK 


O 
O 


NS a 
HEAT 
INDICATOR 34 
sToP 


LIGHT 
SWITCH 
3 


OlL 
PRESSURE 
SENDER 29 


OIMMER 
SWITCH 26 


IGNITION 
SWITCH 27 


2 | \ 


FUEL OASH 


O 


HEAD 
LAMP 4 
RIGHT 


~ 
DISTRIBUTOR 6 
| 
_- GENERATOR 
| a 
BATTERY 
POSITIVE 
8 CABLE 9 


IGNITION 
Col 


BATTERY 
ISPLATE 


6VOLT 
100 AMPERE 


BATTERY 
STARTING GROUND 
MOTOR 13 STRAP (@ 


TEMPERATURE 
GA s 


a DASH LIGHT 


AMMETER 


LIGHT SWITCH IT 


iL 
GAUGE LIGHT GAUGE 
2 2 -) 


oom! 
LIGHT 


TANK UNIT 21 5-45 watt 
PARKING 2 
UPPER BEAM 
INSTRUMENT 
TAIL & STOP 2 


3cP BULB 
. cP BULB 
+{ 2cP BULB 


3cP BULB 


7" SEALED BEAM 


NO 1158 
NO 5! 
wo 55 

NO 1158 


iSCP BULB NOBT 


AMPERE 


me 


THERMA 


TYPE 








IGNITION 
SwiTcH 


HORN 
BUTTON 


FUEL 
TANK UNIT 


4 


TAIL AND » 
STOP LAMP ¢ 


a 


GAUGE 


DISTRIBUTOR = 


HEAT | ” 


INDICATOR -+ 


SENERATOR 


BATTERY 
5 PLATE 


6 VOL 
100 AMPERE HR 


AMMETER 


wiTCH 
TBREAKER 


SEALED BEAM 

B- MAZDA NW 58 
P BULB- MAZDA NO 55 
TAIL & STOP LIGHT 2!-3CP BULB-MAZDA NO 1158 
TELL~ TALE LIGHT i-CP BULB-MAZDA NOS! 
C 5-CP BULB-MAZDA NOB? 


30 AMPERE THERMAL TYPE RCUIT BREAKER 
GROUNDED 


3-4-2 


NEGATIVE BATTERY TERMINAL 
ENGINE FIRING ORDER 








SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 





It’s floodlighting 
the whole motoring scene with 


the brilliance of its performance 


Be . ae | | ’ 
| ro 1 ft | | | 
\ \ | . | ) | : 
aan ae i Sr a i 
eon yf | i \i 
a Ue | | 
13 j me | = | | . 


The 120-horsepower wonder car 


pope luce im Amelia 
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CURRENT PASSENGER-CAR SPECIFICATIONS 
Engine and Equipment 


ENGINE 
| _ RINGS 








| 





°o 
os 
o 


No. No, 
and and 
Size Size 
| Comp. oil 


Bore 
and 
Stroke 


Std. Wheelbase 
No. Cylinders 
and Valve 

Arrangement 
Crankcase 
(qts ) 
Air Cleaner 
' Carburetor 


<4 4 4 <<] Vibra. Damper | 


] 
i 


BUICK 40 Sp. & 44 Cust. Sp.. cc BJ 3%@x 4% | 82.51 120@3600 
BUICK 2 Super (except) 2114) 83 | 3%x4% | 32.51 124@3600 
; 8J | 3%x4% | 32.51) 124@3600 





io) 


2-.0937 1-. 187 5 


2) 


> E| Camshaft Drive 


> > 
Qa a 


-0937 
~ .0937 


> 
Q 


tc 
w 
* « K 4] Ol Filter 


L 
> 
Qo 


BUICK 70 Roadmaster (ex-\ 126 8J | 34%¢ x 45% | 37.81 152@3600 .0937 
cept Model 72) ; ; 
BUICK Model 72_. ide i | 8J 3% x 45% | 37.81) 152@3600 2-.0937 


-0781 
-0781 
0781 
0781 


CADILLAC 61......_.__. 2 BJ 3% x 35% 46. 5 | 160@3800 
CADILLAC 62___. ‘ 26 8J (3!3%_ x 35g | 46.5 | 160@3800 
CADILLAC 60 i 8J {33% x 356 | 46.5 | 160@3800 
CADILLAC 75..____. 334 BJ 336 x 3% | 46. 16.5 __160@3800 


CHEVROLET Styleline and 
Fleetline Sp. & DeLuxe____| 115 63 |3%x 3%; | 29.4 92@3400 
CHEVROLET Sty. & Fleet.\| 115 | 6J | 3% x 3%) 30.4 | 105@3600 
(with Powerglide Drive) | 


CHRYSLER Wind. & DeLuxe 12514] 61 IM x 414 | 28.36, 116@3600 | 
CHRYSLER N. Y. & Imperial, 131's| V8 3! x 3% | 46.51, 180@4000 | 
CHRYSLER Crown Imperial_| 145!9'! V8 3!%%_ x 35 | 46. 51) 180@4000 


CROSLEY Model CD... is 80 | 40 [242% | 10 | 26.5@5400 | | 
DeSOTO 8-15 DeLx x & Custom 12514) 61 | 8% x 414 | 28.36] 1 @3600 | 


gt 49 0} 
MKMKK 





237 
. 1237 


~.0937 
-.0781 
.0781 


- 0625 
0937 


.0937 
.0937 


0933: 


.0925 
.078 


aK 


Ol ee ro 


ZZ 
MoM Ml i |) Z| 


DODGE Wayfarer_ 115 ir 6I | 314 x 454 | 25.35 103@3600 |C 
DODGE Ooronet & Meadow. 123%) 61 | 3% x4 6 | 25.35) 103@3600 


M2ZiK 


to 0% tw! 0 


| 
| 
| 


FORD & Custom 8 Cyl.__ 114 | 81 | 3%x3% | 32.5 100@3600 
FORD & Custom 6 Cyl... 6I 3. 3 x4. 4 | 26.1} 95@3300 | 


FRAZER Std. & Man. _ 2314|- 61 _| 3% x 434 | 26.3 | 115@3650 
HUDSON Pacemaker | 11s | 3% x 3% | 30. 4 112@4000 
HUDSON Super 6.. 3% x 434 | 30.4} 123@4000 .1875 

} | | . 156 
HUDSON Super 8___. : | 12 3 x4%/ 28.8 128@4200 | § | 2-.093 | 2-.1875| 7 


.156 
HUDSON Hornet._______- : 31% x 414 | 34.9 | 145@3800 |Ch 


~ | 

a | 
oa) an! al nl aaa 
z 


tm] 0] 


-1875 
.156 


YW) OW) WW!) HO!) WO) OWW!| Kw 


2 el Pwo ee) ela age 


Z Zl*) 


2-.078 


n 


— 
0 


Li) 


-093 - 1875 = 
.156 


.0925, 2-.1550 514, AC 
:186 | 4 f 
186 | 5 f 
.186 \64** Y 
-.186 \64**) Y 
-.186;D| ¥ 
1547 

'154716 | AC 
1547 AC 
1875) ! AO 
1865 / 

1865 AO 
1865 AC 


| 


KAISER Spec. & DeLuxe. Sig) 61 | 3% x 434 | 26.3 | 115@3650 
HENRY J = | 41 Ble x 434 | 15.63 68@4000 | G 
HENRY J DeLuxe. me 61 | 34% x34 | 23.44; 80@3800 
LINCOLN Cosmopolitan 1125 | V8 |3'4x434| 39.2 | 154@3600 
LINCOLN..........._-- 2 V8 | 3% x 4% | 39.2 154@3600 G 


MERCURY._._____ | ve_ I~ x 4 _ | 82.5 | 112@3600 | G 


NASH Statesman. - ; 2 | 61 |3%x4 | 23.44; 85@3800 (Oh | 
NASH Ambassador __ 6J | 334 x 434 | 27.34) 115@3400 |Ch 
NASH Rambler____- 6I | 3% x 384 | 23.44) 82@3800 |Ch 


OLDSMOBILE 88 & 98 j | 83 | 33%x3%| 45.0, 135@3600 | K 


PACKARD ‘‘200"_- 22 | 81 |3!4x3% | 39.2| 135@3600 |Ch 
PACKARD ‘‘300’’_. ‘ 8I 84 x 414 | 39.2 150@3600 Ch 
PACKARD ‘‘400" 8I | 3'4x4% | 39.2 | 155@3600 |Ch 
PLYMOUTH P-22 Concord, 

Suburban and Savoy.. 6I 34x 436 | 25.35, 97@3600 
PLYMOUTH P-23 Cambridge 

and Cranbrook 4) 61 | 3% x 434 | 25.35 97@3600 


PONTIAC 6 Model 25 20 | 61 |3%x4 | 30.4; 96@3400 
PONTIAC 8 Model 27 2 8I 33% x 334 | 36.4 116@3600 


STUDEBAKER Champ. 10G 61 |3 x4 | 21.6! 85@4000 
STUDEBAKER Cmdr. H 5 | V8 |334x3l4| 36.4 120@4000 
STUDEBAKER Land C. H vs | 3% x3% | 36.4 120@4000 


WILLYS Jeepster & Sta. Wag 4F 3% x434| 15.6 72@4000 
WILLYS _Teepster & Sta. Wag _!| 6 |38%x38% 23. 4 75 (a 4000 | G 


“ABBREVIATIONS 
° — Refi » ( a hom J—Overhead valve 
—6% dry, 6 refill —A x i G K—Link Belt or Morse 
A- -Accessory Top .0937, i 12 HH— oHoudaille-Hershey LB—Link Belt 
AC—A.C. Spark Plug " 1] M—Morse T—Tilloteon 
B&aB—Carter AC., United ;errn and In- oun tor Ni—Optiona!] at extra cost Y—Yes 
Ca—Carter dustrial Wire Cloth Products j—“88", 119%; “98", 122 N—No Zn—Zenith 
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UNITED MOTORS MARKET 
MEASURED BY MILLIONS 
OWNER PROVED UNITS 





VERY WHERE ORIGINAL EQUIPMENT ON OVER 50% OF TODAY'S VEHICLES 
KNOWN E Yes, more than half the cars, trucks and buses on the road 
ies 
DELCO Sed Jometers ‘ -nt. And 
ar ee Rebuilt Fuel Pumps that means an enormous pre-sold market for you 
NAW Jacks 
MORAINE Engine Bearings 
ELCO Radio Parts YEAR-ROUND SALES 
Oe CHESTER Cigar Lighters 
an Roller Bearings United Motors lines 
INLITE Brake Lining cet... of year- 
HARRISON Heaters round sales, and a strong and always-growing business 
GUIDE Lamps 
DELCO Clocks 


today use United Motors lines as original equipment 





leaders in their field—assure United 
Motors dealers of an almost unlimited market 


RE 
NEW DEPART TOP-FLIGHT DISTRIBUTORS 
Ba 
bers — ° ° ° , ° ° 
DELCO Shock oe aioe You'll enjoy doing business with United Motors distributors. 
soll oan . : . . 
MOR Thermostat The United Motors distributor and his staff are men of 
RI A ‘ . 
posers REMY Starting, importance in your area. They have had wide and valuable 
ition ° . > - — 
Lighting and Ign™ experience in the automotive business. Call your United 
s ° 
KLAXON pve a Motors distributor soon 
HARRISON Radiator 
ROCHESTER Corbureto 


. . find out what he can do for you 
You'll find his friendly counsel invaluable 
lic Brakes 
DELCO Hydrav 


Division of General Motors Corporation 


General Motors Building, Detroit 2, Michigan 
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CURRENT PASSENGER-CAR SPECIFICATIONS 
Timing, Battery, Brakes, Etc. 











IGNITION AND TIMING |Battery 


2 
E 
S 
& 
“— 
§ 
16 
|e 
e 
& 





Arm Tension 
Cyl. Head Bolt 


MAKE AND 
MODEL 


| Cap. 
| and 


Ter. 
Gd. 


(Qts.) No heater 


ance Exhaust 
| Make 


ance Intake 
(.0) 


Tension (ft. 


Opens b ora 

TDC 

(degrees) 
Breaker Point 

(ozs.) 

Ibs.) 

utside Di- 

ameter 


Spark Plug 
Gap (.0) 
Tappet Clear-— 
Tappet Clear- 
se 
Intake Valve 
Cam Angle 
Cool. System 


| Thickness 
| Parking Brake 


qr 
| 


oI Inside Diamete 


| 0 








BUICE 40 Sp. & 44 Cust. Sp. 
BUICK 60 Super 


BUICK 70 Roadmaster _None 


CADILLAC 00, , 61 & 62... 13-18, 3 | 1ISN 18 | L® .13710'4 7 | H 
CADILLAC 7 _.| 18- | a1 | 1g | L3|.13711 | 7 


13.5)/ iL -12510 
Bb 
ps8 -5i/ L -12510 | 6 


ae 
5 

_ 

w 
oe 
o 

pa 

- 

8 


18 \Nolne used 











15 |O |.135) 9% 
115 | None jused | H|RW 


15 | Bb).12594'| 6 H | Ps 
25 | Bb).125 9146 | H| Ps 
25 | Bb|.12510%4| 64 H | Ps 
14 10 7125) 644 4% H | RW 


15 | Bb. 125934) @ | iH Ps 








CHRYSLER Wind. & A 20 
CHRYSLER N. Y.&Imperial| 18 
CHRYSLER Crown Imperial| 18 


CROSLEY Model CD 20 | 
DeSOTO 8-15 DeLx. &Custom| 20 | (| @ | HPs 
DODGE Cor., Mead. & Way... 20 | | 8°b 14 | Bb.125 94/6 | H | Ps 


FORD & Custom 8 Cyl........| 14-16 29-32) 13-15 17-19, 5°b 22 | L |.125 94/6 | S | RW 
FORD & Custom 6 Cyl....____| 24-26 29-32 13-15 17-19 11°b | 35-38 17.3 L |.125, 93416 | S | RW 




















,| 8] S| 3) Saas R 














FRAZER Std. & Man. =) 20 14 | 14 | 10° 13 | T |.125 94/6 | H | RW 


HUDSON Pacemaker. ) 2 los |10 | TH. b |i84f| O |.203/ 9% 634 D | RW 
HUDSON Super 6 & Hornet.| 20 /08 /|10 °b } \18%f O | .203) 91346 6% D | RW 
HUDSON Super 8_______. 17 1.08 | 10 | 16 °b \I8sef| O |.208|9%) 634 D | RW 
KAISER Spee. .& DeLuxe.___| 20 4 | | 10°b 11314) Bb).125, 94| 6 | H | RW 
HENRY __.| 20 /16 | 9°b 10.8) Bb//.132| 814, 534 H | RW 
HENRY J. DeLure... 20 | 16 5°b ! | [9 | Bb im 846 5% H | RW 
LINCOLN Cos Gemmapeiiien._ _..| 14-16) 29-3210 | 0 5°b ) 44] L /-125 1047 |S |RW 
LINCOLN................ __.| 14-16 29-820 |0O 5°b ! 3414 L |.125 1044 7 |S |RW 


MERCURY..........._.._..._| 14-16, 29-32) 13-15) 17-19] 5°b 2214) Bb -12510 0% ‘'S [RW 

















S88| SBR) 8 

















18-24, 30 |15 |15 | 6°D | | 90P [14 | Bb).125| 8 
is-24 30 |15 | 18 84°b | 105P |17 | Bb).12510 
18-24, 30 [/15h | 15h\| 6°b 90P |11 | Bb).125| 8 64 H | RW 

\l6e | 18¢ | ae on TA 
| @ 1... pee | 1314°b | 115N [2134 L |.13610.57 | H | RW 


[7 |10 | 18> 100P 19.9 L |.12510 | 6%) H | RW 
}au ,au | 15°b 100P {19.9 L |.125|10'4, 7 | H | RW 
au | | 15°b | 120P |19.9| au| aujau | au| H | RW 




















PLYMOUTH P-22 Concord, | 
Suburban and Savoy...) 20 | 10h | | 12° i 100P 13 | Bb).125 94 64 H| Ps 
PLYMOUTH P-23 Cambridge isa 
and Cranbrook.._____.__- 20 | 10h | | 12°b - EW 100P {13 | T |.125 9146 | H | Ps 


PONTIAC 6 Model 25... 12h | 5°b ™ 60W 100N |184| Im|.125| 914 6 | H | RW 
PONTIAC 8 Model 27. 16 | 23-28) 12h | 5°b 6oW | 100N /19%4 Im|.12510 | 6%| H | RW 
STUDEBAKER Champ. 10G_) 20 | 22-27| 16c | 16c | 1 | 46-5ow | 100P |10 | Bb.125 8 | 5% H* RW 
STUDEBAKER Comdr. H..__ 13-18 33-37 14-16 | 46-50W | 100P lira! Bb).125, 946 , H*|RW 
STUDEBAKER Land C. H._ 13-18) 33-37) 14-16 14-16 -20, 46-50W | 100P /17%4| Bb/.125| 94,6 | H* RW 
WILLYS Jeepster & Sta.Wag. 20 | 30/18 | | 60-65 | 100N [11 | Bb).135| 814 5% H | RW 
WILLYS Jeepster & Sta. Wag. 20 | 30 | 14 | 17-21) 60-65 | 100N | 9 | Bbi.135) 84 5% H | RW 















































ABBREVIATIONS 


1—10” on DeLx. or Windsor *—Self-adjusting, self - cen- om 62 to 57, cap P—Positive Ww—Warm 
with std. 38-speed ing screws 65 to 70 Ps—Propeller shaft, rear X—Do not recommend using 
transmission. f—without heater. With transmission. dwell meter for set- 
2—7” on DeLx. or Windsor t i heater add 1 qt. RW—Rear _—_ brake ting breaker point 
with std. 3-speed ar Hydraulic S—Duo gap 
transmission. —Hot T—Borg & Beck, and y—Tolerance of one degree, 
nee} Trans. Std. Sold i ~ Auburn - or minus, allow- 
ries d—Hydraulic valve lifters L—Long Mfg. U—Auto-Lite 19-23, in adjusting 
(—Each. point. Total effec. D—Duo Automatic Sleeve Deleo 17-21 Z—Auto-Lite 27, Deleo 81 
tive dwell 84° to 86°. O—Own 
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Custom Coupe de Ville designed by Richard Arbib for the VEEDOL “Dream Car” Salon 





New VEEDOL goes far beyond 
“Premium-lype’ oil performance 





...to safeguard Modern Motors! 


For cars and trucks—VEEDOL, “The World's Most Famous Motor Oil” 
goes far beyond mere “premium-type” oil performance to keep motors 
THE Fim OF PROTECTION cleaner . . . smoother-running. Veedol contains an ingredient that cuts 

down gummy carbon deposits . . . keeps rings free . . . compression high . . . 

reduces corrosive acids that attack bearing and other vital engine parts. 

For tractors—150-HOUR VEEDOL TRACTOR OIL gives a full 150 hours 

service in gasoline fueled tractors and cuts oil consumption in all tractors regard- 

less of fuel used. 

Dealers and distributors who sell 100°% Bradford, Pennsylvania Veedol will tell 

you it’s a product that wins steady customers and is highly profitable to handle. 
Veedol is sold through independent distributors. Write 
for information today! 


\ logtMiUM Ly / TIDE WATER’ ASSOCIATED OIL COMPANY 
PENNSYLVA™ New York Tulsa San Francisco *Tulsa, 
Thompson Bldg. *Atlanta, Rhodes-Haverty Bldg. 


TIDE WATER 
age ASSOCIATED 
OiL COMPANY 


New York Tulsa San Francisco 
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Regulations and News Items Alon¢ Federal Row 


CAR PRODUCTION 


The Passenger Car Manufactur- 
ers Industry Advisory Committee 
last month denied that automobile 
sales are below production levels 
set by current use of raw mate- 
rials in the industry. 

Meeting with NPA officials, the 


manufacturers reported that deal- 
ers’ inventories of new cars are 
decreasing. They volunteered to 
submit sales and stock records to 
substantiate this claim. They said 
the automobile industry should 
not be “isolated” in this situation, 
however, and urged that manu- 
facturers of other consumer dur- 





The hey to the lDifference 


id 
WHEEL WEIGHTS 
of NISTINCTION 


Although all Weights may look 
alike THE KEY TO THE DIFFER- 
ENCE is the Engineering, Devel- 


opment, and Quality control 
behind the D & T Line. 


SEE YOUR JOBBER OR 
WRITE FOR CATALOG 


TURNER 


auupacturing (0 
MLL UMLUILLL aa ae 





able goods make similar reports 

Fourth-quarter CMP allotments 
to the industry are expected to 
permit production of about 1,100,- 
000 cars—60 per cent of first-half 
1950 base period production. The 
industry’s permitted third-quarter 
production, when manufacturers 
operated outside CMP, was 1,200,- 
000 cars. 

An industry spokesman recom- 
mended that the manufacturers 
be permitted to procure premium- 
priced conversion without 
CMP allotments while placing 
allotment orders with regular 
mills. He said one order would 
be cancelled upon acceptance of 
the other and that the CMP allot- 
ment limitation would be observ- 
ed. Unless the industry has this 
“insurance,” he said, fourth-quar- 
ter production will not 
schedules. 

NPA pointed out that place- 
ment of duplicate orders is a vio- 
lation of CMP regulations. Manu- 
facturers can place orders for con- 
version steel, which is more avail- 
able than mill steel at a higher 
price, with CMP allotments, offi- 
said, but the procurement 
may not exceed the CMP allot- 
ment. They said the matter of 
conversion steel will be consider- 
ed, however 


steel 


meet 


cials 


SETTING CARCASS PRICES 

New ceiling. prices on passen- 
ger-car tire carcasses, $3.50 retail 
and $2.60 wholesale, became ef- 
fective last month. Sellers of re- 
capped and retreaded tires will 
determine their ceilings by adding 
to the ceiling price of the carcass- 
es their individual ceiling prices 
for the services of recapping or re- 
treading. 


PRODUCING MORE TOOLS 
Automobile manufacturers have 
advised the National Production 
Authority that they are able and 
willing to help relieve the present 
critical shortage of machine tools 
by building tools or component 
parts in their tool shops. Produc- 
tion of metal-working tools would 
be limited to those turned out by 
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Coinsurance Reduces Insurance Expense ! 


PREMIUMS ARE LOWER YET PROTECTION IS ADEQUATE 





A wise old man called his quarrel- 
some sons about him. Taking up a 
bundle of sticks, he commanded 
each in turn to break the sticks. All 
tried, but in vain, and said it could 
not be done. 


(From advertisement of The Youngstown Sheet and Tube Company) 























“And yet, my boys, nothing is 
easier to do,” said the father, as he 
undid the bundle and broke the 
sticks, one by one. “By this ex- 
ample, you can see that united you 
will be more than a match for your 
enemies; but if you quar- 





Gentlemen: 
For several 

surance with 

been 


the years. 


We do not hesitate to recommend you to 
other dealers for their insurance needs. 


Sincerely yours, 


SOUTHERN HARDWARE COMPANY 
Signed Frank Ledbetter, Owner 


Sedoraled Hauleal 


2ars we have handled our in- 
‘ederated Mutual. Our rela- 
tionship with your company has always 
very satisfactory and has saved us 
many dollars in insurance premiums over 


rel and separate, your 
weakness will put you 
at the mercy of those 
who attack you.” 


The truth of this 
fable is just as timely 
today as it was when 
the Greek ex-slave Aesop 
told it 2,500 years ago. 


In, perhaps, its most 
useful down to earth 
practical application for 
dealers it points to the 
wisdom of belonging to 
ones trade association. 
Not only belonging but 
availing oneself of its 
services on the one hand, 
and helping to keep it 
strong on the other. 
Present day conditions 
offer more thanone 
threat to the dealer’s 
future. Never has there 
been more to be gained 
through strong trade 
associations, or more to 
be lost through lack ot 
united action. 


sALEry 


2 
be 
Ns 2 
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IMPLEMENT and HARDWARE INSURANCE COMPANY *% OWATONNA, MINNESOTA 
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A good bargain with benefits for 
both you and your insurance com- 
pany is Coinsurance. For you it 
makes possible the kind of protec- 
tion you should have at a saving. 
For the company by assuring proper 
relation between insurance and value 
it spreads the risk and gives a better 
break on small losses. 


Here’s how it works. You agree to 
carry insurance up to an agreed 
percentage of the value of your prop- 
erty—say 80°,—enough to cover 
your loss in event of a serious fire or 
other catastrophe. If you fail to keep 
your insurance up to the agreed per- 
centage of value you will have to 
assume a share of any loss. Let’s say 
value of property is $100,000 and 
you start out with $80,000 in insur- 
ance. The value increases to $120,- 
000. You should increase your in- 
surance to 80°% of $120,000 or 
$96,000, but let’s say you don’t and 
a partial loss occurs. You carried 
$80,000 in insurance when you 
should have had $96,000. The com- 
pany will pay 80/96 or 5/6 of the 
oss. (The company will pay face 
amount of policy if loss is total). Had 
you increased insurance to $96,000, 
the company would pay the full 
amount of the partial loss. 

Coinsurance is definitely a good 
buy. For more information see the 
nearest Federated Mutual Man. For 
his name consult your classified tele- 
phone directory or write us. 


“ARE YOU FULLY COVERED?” 











Believe in Signs? Signs won't keep 
them out, but for a few cents a day, 
Insurance gives you a lot of Peace 
of Mind whether you ever suffer a 
loss or not. The cost is LOW—the 
satisfaction HIGH — why pass it by? 
Call the Friendly Federated Mutual 
man today. For his name consult 
your classified telephone directory or 
write us. 
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their tool shops, the manufactur- 
ers explained, because equipment 
used for mass production of auto- 
mobiles and trucks cannot be 
adapted to the making of ma- 
chine tools. 


ANTI-FREEZE PRICES 


Dollars-and-cents price ceilings 
on three standard types of anti- 
freeze (type S volatile, such as 
synthetic methanol, type SC, di- 
luted synthetic methanol, and 


type P, permanent glycol) have 
been set up in a new regulation, 
CPR 57, by OPS. Ceilings are ap- 
plicable at both wholesale and re- 
tail levels. 

The spelled-out prices are at the 
same level at which major brands 
were frozen on January 26, 1951. 
They are 25 cents a gallon higher 
at retail than they were at the 
outset of the last season. For all 
types of anti-freeze not covered 
in the order, sellers will deter- 
mine their ceilings by applying 
to the spelled-out ceilings the 





TUTHILL «© 


has specialized in the manufacture 


of top quality 


& § RING 


There’s more than steel and 70 years of EXPERIENCE in Tuthill Springs. 
There's more than QUALITY . . . the finest alloy steel obtainable, heat treated 
for greater strength and longer life. There’s also PROFIT in fast turnover for 


d db 


. , 


dabl. 





@ product that is ¢ tly in 


it’s dep ond 





priced right. And now there's even more . 


What's more, Tuthill Springs are “Moly Disul” treated at no extra cost! 


. . MOLYBDENUM DISULPHIDE (MoS:), 
the newest Tuthill extra that keeps springs from squeaking and galling. 





Available in Atlanta, Georgia a 


Ask your Jobber for 
a FREE copy of our 
latest Cor Applica- 
tion Wall Chart. 


Warehouse Stocks © 
S 





same percentage discounts or 
price differentials that were in 
effect from April 1 to December 1, 
1950. Retailers must post ceiling 
prices in their establishments, it 
was pointed out. 


TRUCK PRODUCTION 

NPA announced to the Motor 
Truck Manufacturers Advisory 
Committee last month that fourth- 
quarter production of trucks will 
be cut back about seven per cent 
over the third-quarter rate, with 
fourth-quarter allotments auth- 
orizing production of 256,000 
trucks: 139,637 light, 83,780 med- 
ium and 32,583 heavy. 

NPA said the fourth-quarter 
CMP allotments to truck manu- 
facturers were to be mailed Au- 
gust 15. Advance allotments for 
the first, second and third quar- 
ters of 1952 will be included. 
These advances will amount to 
about 75 per cent of the allotment 
for the first quarter 1952, 60 per 
cent for the second quarter and 
50 per cent for the third quarter 
of next year. 


PROTECTS TRADE MARGINS 


In the Defense Production Act 
as it was revised by Congress and 
approved on July 31, there is one 
new section which specifically 
protects the customary trade mar- 
gins of retailers and wholesalers 
This is Section 104 (k), as fol- 
lows: 

“(k) No rule, regulation. order 
or amendment thereto shall here- 
after be issued under this title. 
which shall deny to sellers of 
materials at retail or wholesale 
their customary percentage mar- 
gins over costs of the materials 
during the period May 24, 1950, 
to June 24, 1950, or on such other 
nearest representative date deter- 
mined under section 402 (c), as 
shown by their records during 
such period, except as to any one 
specific item of a line of material 
sold by such sellers which is in 
short supply as evidenced by 
specific government action to en- 
courage production of the item in 
question. No such exception shall 
reduce such customary margins 
of sellers at retail or wholesale 
beyond the amount found by the 
president, in writing, to be gen- 
erally equitable and proportionate 
in relation to the general reduc- 
tions in the customary margins of 
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Ee The correct combinations for servicing valves in any motors built by Ford since 
1928. Step-by-step procedures for every type described in latest edition of 
famous K-D Valve Service Manual. Write for free copy, or ask your jobber. 
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1949-51 V-8 
Optional servicing individ- 
ual valves without 
removing guides 
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K-D TOOLS MAKE HARD JOBS EASY «x» 
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all other classes of persons con- 
cerned in the production and dis- 
tribution of the excepted item of 
material. 

“Prior to making any finding 
that a specific item of material 
shall be so excepted, or as to the 
amount of the reductions in cus- 
tomary margins to be imposed up- 
on retail and wholesale sellers of 
such item, the president shall con- 
sult with representatives of the 
affected retail and wholesale sell- 
ers concerning the basis for and 
the amount of the exception 


which is proposed with respect to 
any such item.” 


CAROLINIANS PROSECUTED 


First prosecutions in the Office 
of Price Stabilization nation-wide 
drive on used-car dealers violat- 
ing OPS filing regulations were 
recorded in the Federal District 
Court in Raleigh, N. C., August 
2 when Judge Don Gilliam signed 
temporary restraining orders 
against 16 eastern Carolina used- 








SERVICE MERCHANDISER 


Everything the name implies 


“NATKIN-BUILT” means every 
feature for best in appearance 
and rugged construction at low- 





est cost per-year-of-service. 
wea “NATKIN-BUILT” is your assur- 








eatin 


Model 9200 — $319.00 F.O.B. St. Louis 


Built” MEANS More service dollars per CUS*® 


Write for descriptive 


| 
ey 


information on complete line 


ance that every step in the 
manufacture of every Service 
Equipment unit meets the most 
rigid standard we can set, 
before the Natkin identifica- 
tion is proudly affixed. 


SERVICE MERCHANDISER 
means more profit from pres- 
ent customers and more new 
customers every week because 
your “Notkin-Built” Service 
Merchandiser gives you 
DEPARTMENTALIZED activity 
and creates customer confi- 
dence. Every Natkin-Built Mer- 
chandiser acts as a silent, 
powerful, convincing salesman. 


SERVICE 
EQUIPMENT 


P ire 
phone: write or W! 


& por ENGINEERS 


MANUFACTURERS 
“7” 1601S. HANLEY RD. + ST.LOUIS 17. MO 








car dealers. 

This action, culminating three 
months of effort on the part of 
OPS enforcement agents in Ra- 
leigh to secure voluntary compli- 
ance, was the most vigorous ac- 
tion taken in any OPS enforce- 
ment district up to that date, Ed- 
ward P. Morgan, assistant OPS 
director in charge of enforcement, 
stated. 

According to James F. Latham, 
Raleigh OPS district enforcement 
director, the 16 firms are restrain- 
ed from selling or delivering used 
cars until such time as they come 
into compliance with OPS regula- 
tions. 

Used-car dealers throughout 
the country have been given am- 
ple time to comply with OPS 
regulations, according to Morgan, 
who said that OPS would seek 
injunctions in further violations 
The Carolina dealers were charg- 
ed specifically with failing to file 
statements with OPS giving re- 
quired information as to which of 
several accepted guide books they 
are using in establishing their 
ceiling prices. 

Planned prosecution of delin- 
quent dealers throughout the 
country has raised compliance 
with OPS regulations from a low 
of 30 per cent to a high of approxi- 
mately 90 per cent, Director Mor- 
gan said 


Truck-Equipment Manual 
Distributed by Dodge 
COMPREHENSIVE manual on 


A special equipment suitable 
for mounting on its various truck 
models has been prepared by- the 
Dodge Division for its dealers 
Names of suppliers are listed by 
states and many catalog pages on 
their products are included. 

The book is tab-indexed for 
quick reference. In addition to 
listings of cab and body applica- 
tions, there are special sections 
on accessories, chassis equipment 
and other items. 

“We believe it is an excellent 
medium for selecting the proper 
type of special equipment for the 
complete truck,” said L. F. Van- 
Nortwick, director of truck sales 
for the division 


Buicks Go to Eisenhower 


Buick Motor Division has ship- 
ped 24 cars to Europe this year 
for Gen. Dwight D. Eisenhower’s 
staff, Albert H. Belfie, general 
sales manager, said last month 
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Ihe biggest news in 
storage battery history 





; EP CLAICA SOF eA a eee ee eee PONE eae AS be idectio ey bse t 1y rene ie wg eae MEAT ay SF RE EMOTES ETT TMP cytes 

fr 14 5 PAN SU Re OMEN x ANE REO BEET PTL ES Ar oe en) OE MOLE ee | et BPP Re) Ro POL COP RT Ye SRA Pies GR 

tA VERS MOONEE Th Piste tes ¥ itt Pabst arte «ot Day Sint ape are of + Sel Pe ee ae GIy Geta ts Mat gs a A? pe COP’ 
PEERS» MP 0 LEE ROU OO Se RPE Od alr Pee 2 ED Me oe ee aint tetas SiS Dita ee Siss Lay fb Gg 7 


LOA A LL A SL LY LOL Ld 


anes | 
2 
Ae Mu 
Ljg 2 | 


t { 








A revolutionary development in 


@ DESIGN @ CONSTRUCTION @ PERFORMANCE @ SERVICE LIFE 
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Out of the Research Laboratories 
of Exide, creator of the first auto- 
mobile starting battery, comes an 
amazing new battery — 

the Exide ULTRA START. 


So startling are the results of 
continuing tests, that we hesitate 
to predict just how long this re- 
markable new battery will last. 


Barring accident or downright 


neglect, the owner of an ULTRA 
START will not have to buy 
another battery for a long, 


long time. 
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NEVER BEFORE SO MUCH SELLING AMMUNITION A 





TRIPLE CONTRIBUTION TO LONGER BATTEI 


£5 SUVIUM —THE CORROSION-RESISTANT GRID ALLOY 


For years battery manufacturers sought 
the alloy that would defeat a battery’s 
most destructive enemy—grid corro- 
sion, caused by overcharging, which 
accounts for 60° of all battery failures. 
Corroding tests of grids, made with 
newly-developed alloy of silver, lead 
and other components, show a life span 
more than double that of ordinary grids. 








Here’s just one of the SILVIUM tests: An experimental battery 
was built, using two cells with SILVIUM grids, and one standard 
cell. After three years of hard use on the road, the battery was 
torn down for examination. The standard cell was worn out; the 
SILVIUM cells were still good. The battery was then rebuilt, 
using the same two old SILVIUM cells and a new standard cell. 
At the end of three more years of hard use, the second standard 
cell was worn out, but the cells with SILVIUM were still good for 
many, many more months. 


&) ACTIVE MATERIAL —new rormuta 


The power capacity of a battery 
depends largely upon the active mate- 
rial in the plates. The ACTIVE 
MATERIAL in the ULTRA START 
is an entirely new formula, developed 
through exhaustive electro-chemical 





research. 





So effective is the new active | 
it is possible to take full ac 
solution of lower specific gra 
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Following these SAE tests, t! 
built into another battery, w! 
They gave good service for 23 
they were found to be still i 
combined tests are equivale' 
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internal resistance increases 
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AS THESE LONG-LIFE GLIA START FEATURES 
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TERY LIFE 


ctive material of the ULTRA START that 
ull advantage of the benefits of an acid 
ic gravity (1.260 full charge). 


ACTICALLY INDESTRUCTIBLE SEPARATORS 


PORMAX< is a plastic separator... 
extremely resistant to heat and acid, 
flexible and tough. Laboratory and 
road tests prove that it has many times 
the life of ordinary separators. Here’s 
one of many PORMAX tests: 


One complete set of 42 PORMAX 
separators was used consecutively in 
three 15-plate batteries and subjected 
to the standard SAE life-cycle tests. 
The separators were in excellent condi- 
tion after a combined total of 1500 
life cycles. 


sts, the same PORMAX separators were 
ry, which was installed in an automobile. 
or 23 months. Removed from this battery, 
still in excellent condition. Results of the 
ivalent to approximately eight years of 
PORMAX< is extremely porous. Its low 
ases cold-weather starting ability. 








PLUS THESE OUTSTANDING FEATURES 


VITREX RETAINERS (a glass-plastic composition). 
Used with PORMAX separators. Not affected by 
chemical or electrical reactions. 


ELEMENT PROTECTOR, a perforated guard which 
rests on top of each element, protecting it from 
physical damage. Thus when you make a hydrometer 
test or add water there is no danger of harming 
plates or separators. 


PLASTIC CONNECTOR SHIELDS over cell connec- 
tors eliminate danger of shorting the battery by tools 
or other metal objects laid on top of battery. ‘Test 
slots” in shields make it easy for you to check 
cell voltages. 


PLASTIC VENT CAPS have a new type of double 
baffle which prevents loss of electrolyte through 
“spitting.”” Milled edges make cap removal easy, 
saving your time when servicing or testing. 


IMPROVED SEALING COMPOUND seals battery 
elements firmly in place in the container. Has remark- 
able adhesive qualities. Eliminates “acid creep.” 
Stays tight in high or low temperatures. 


SHOCK RESISTANT CONTAINER. Ruggedly built 
and strongly reinforced to avoid damage in handling 
or in the car. Made of a special rubber compound 
that provides not only great mechanical sttength 
but also high resistance to acid penetration. 
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Two-color, double-page advertisements in big-circulation national 
magazines announce the Exide ULTRA START to car owners 
in your neighborhood. 

THE SATURDAY EVENING POST...... 12,946,000 
LIFE 21,852,000 
COLLIER’S .. Ss 8,696,000 
TIME 3,277,000 


COUNTRY GENTLEMAN ... ' 6,780,000 


FARM JOURNAL 7,886,000 





Total Readers... .... 61,437,000 





Your customers will want the ULTRA START- 
the sensational new Exide. Be ready to supply them. 


Order ULTRA START batteries from your Exide Distributor today. 


WHEN IT’S AN EX1O@ You START 


THE ELECTRIC STORAGE BATTERY COMPANY 
Philadelphia 2 


“EXIDE”" “PORMAX" and “VITREX” Reg. Trade-marts Pat. of Poe rom 
“ULTRA START T.M. Reg. a ied for 








NEW LIFE 


PISTON RINGS 


in Canada: Colonial Traders, Lid., Toronto 
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WANTS NEGATIVES 
Nashville, Tenn. 


Gentlemen: 

I am in need of the negatives 
of the pictures that appeared in 
the article in SourHERN AUTOMO- 
TIVE JOURNAL about our automo- 
bile business. We want to use the 
same pictures in some advertising 


we are planning for our display 
at the 1951 state fair. The article 
appeared in the January issue. 

A. E. Moore, 

Moore’s Super Servicenter 

We are sorry we don’t have the 

negatives but we are passing your 
request on to our editorial rep- 
resentative who prepared the arti- 
cle. 





MANLEY 


ltcbume 


VALVES 


VALVE 


District Sales Representatives : 


and 


SPRINGS 


Manley Valve Corporation 
Philadelphia 30, Pa. 


Lawrence M. Hirsig Co. 
Jacksonville 
J. S. Connell Co., Dallas 





A column of informal 

comments about the 

automotive trade and 
its problems. 





“OUR LATEST PICTURE” 


A lot of vacation “wish you 
were here” cards were in mails 
last month. A simple card of that 
sort was sent out in August by L 
S. Jullien, Inc., on which had 
been printed in handwritten 
style: 

“Have you seen our place late- 
ly? Here’s the latest picture of it 
L. S. Jullien.” 

On the reverse side, in colors, 
was an exterior view of the hand- 
some building of this Washington, 
D. C., wholesaler. 


SCRAP BUYERS’ NAMES 


Plain Dealing, La. 
Dear Sir: 

Will you please send me the 
names of companies that buy 
scrap metal, including iron and 
copper, and old batteries, old 
tires, etc. I would like to ship 
direct to the company. 

Sincerely, 

W. W. Hupp.Leston, 
Huddleston & Son Wrecking 
Yard 

Glad to be able to send you the 
addresses of these firms situated 
nearest to you. Scrap-drive chair- 
men are telling us that it’s true to- 
day what was true in World War 
II: If we’re going to win the scrap, 
we've got to get in the scrap! 


WHAT’RE YOU DOING? 


What are you doing that you’re 
proud of? Are you achieving some 
goals in the selling or servicing 
field you can boast about? Let the 
editors in on your success. 


Please address any comments 
to: Shop Talk, Southern Auto- 
motive Journal, 806 Peachtree 
St., N. E., Atlanta 5, Ga. 





lagi 
a 


Dont miss 





Body jobs like this are just too good 
to miss—but for figures that are really 
stacked, ‘‘Mac’’ should look at the 
annual sales potential for Monroe Re- 
placement Shock Absorbers! That adds 
up to more than $65 million, and is 
growing bigger all the time—what with 
every make of car but one now using 
direct-acting shocks and with Monroe 
standard equipment on more makes 
than any other kind. 

The public knows and accepts Monroe 
as the leading brand of shock absorber. 
That makes Monroe easier to sell . . . 
easier to tie in with the flood of adver- 
tising and publicity that is making 
America “‘shock absorber conscious’’. 
Ask your jobber, or write us for details 
of the profitable Monroe franchise. 
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WRU MATIC 


SHOCK ABSORBERS 


Your best bet for more replacement profits! 


Everyone is talking about MONRO-MATICS—the amazing new 
shocks that adjust themselves to all roads and loads. Everyone wants to 
replace with MONRO-MATICS—-and that makes your profit oppor- 
tunities better than ever. Don’t miss this chance to cash in on the 
growing popularity of MONRO-MATICS. Order your stock today. 


MONRGE AUTO EQUIPMENT CO. 


Monroe, Mich. — World's Largest Maker of Ride Control Products 
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3 ELECTRIC sizes 

up to 1%” 

capacity Ingersoll-Rand Impactools easily give 25% more flat rate 
hours per day. This means that a shop owner by investing 
only in Impactools can profit by . . . increased customer- 
labor sales . . . increased parts sales . . . faster service . . . 
and higher shop morale. It also means increased earnings 
for flat rate mechanics. 


Use only One Multi-purpose 9-R Impactool §O7C WOT RUNNING... DRILLING... REAMING . 
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[all lies (the only complete line) 


5 AIR SIZES FOR ALL AUTOMOTIVE REPAIR WORK 
These powerful, light-weight AIR tools offer the 
same outstanding performance advantages found in 
Ingersoll-Rand electric Impactools . . . the standard — 
in the automotive service industry. capacity 


Ingersoll-Rand. ORIGINATOR OF IMPACTOOLS—air and electric 


681-14 11 BROADWAY, NEW YORK 4, N. Y. 


TAPPING .. . SCREW DRIVING... HOLE SAWING... STUD DRIVING . . . EXTRACTING BROKEN STUDS ... WIRE BRUSHING... WOOD BORING... MASONRY DRILLING 
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Dear Bill, 

I’m inclined to agree with you tH & N UT B U Ss? E R WRITES 
about a lot of the brake jobs 
turned out in shops in these days _ AY ae) DY 
and times. If the driver were im- eZ { 
mediately confronted with an 
emergency stop, at any speed at 
all, after leaving with his new 
reline, he’d never make _ the 
grade. 

It seems that there has been a 
trend towards emphasis on the 
initial contact with the customer 
when he comes in the drive — 
and the sharp decline on the por- 








tion of the deal that follows, 
namely, the repair job and the 
road test. Our work has become 
such a race with time we some- 
"i'd use times forget that our reason for 
: being here is to give the motorist 

a good, honest job. We get so 
involved in beating flat rate and 
getting ready for the next job, 
” cl we lose interest in the job at hand 

Safety Parts... and sometimes let go of it too 

~~ quickly. 

That job on your car you men- 
tioned is typical. The guy got 
new linings on your car so fast 
you couldn’t wait to get home 
and pull a wheel to see if he’d 
actually put them in. When you 
found that he had indeed put on 
new linings you began to wonder 
if in all that furious speed he’d 
have had time to give the drums 
and hydraulic system a fair in- 
spection. You wonder if he hadn’t 
just hoped grooves in the drum 


weren't too deep, that no pistons 
Recommended by Yt COU were sticking or leaking and that 
9 you'd get lining-to-drum contact 


worn in by normal usage before 
The men who know the importance of quality replacement parts — had to make an emergency 
use and recommend G-H Front End Suspension Parts, Tie Rod | *'°?: 


. ‘e _ . : “pier I’m pleased to report that our 
Ends and King Bolt Sets. Each G-H replacement part is scientifi- eaiien ‘obs still get tg he hone. 


cally engineered, precision built ing when the drum surface in- 
of the finest materials to give = dicates the need for it. We con- 
guaranteed performance. In- tour-grind the linings, inspect the 
creased sales, better profits, hydraulic units and make a road 


a test. How can we do anything 
more satisfied customers are ; 


th ah 1 G-H less? Aside from this being good 
yours with the complete G- shop practice, you make more 


“Safety Parts” line. Ask the ' money for a drum-turning job. We 
G-H man or write us. i charge for any repairs found 

r ct necessary in the hydraulic sys- 
tem, or during a road test, and 
we certainly aren’t going to find 
ourselves facing charges in court 


ATT PAST UC VAD UP LHR PE EME | eccuse one of our brake job 


didn’t stop a car in reasonable 





Derby, Connecticut limits, if the owner has an acci- 
dent on the way home from the 
shop. 

There’s no economy that I can 
see in rushing through a job so 
fast you can’t sell everything 
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Ir means too much to me in dollars and cents to take 


any chances on having one of my customers dissatisfied with the 


paint job he gets in my shop. I don’t guess or gamble on results. 


l 
I play it safe’ by always using Martin-Senour thinners and reducers. 
They're FACTORY-PACKAGED and FACTORY-SEALED so I 


know what I’m getting and I know how it will perform. 


MARTIN-SENOUR THINNERS AND REDUCERS GIVE YOU TOP 
PERFORMANCE, TWO-WAY PROTECTION 


M-S Lacquer Thinners 

6286— PREMIUM THINNER for top quolity 
results. Recommended for hot, humid 
weather and when the smoothest pos- 
sible finish is desired. 

6295 —"GENERAL USE” THINNER — medium 
drying. Recommended for all ‘round 
shop use with lacquer colors and under- 
coats. 

6298—FAST DRYING THINNER—econom- 
ical price. Often preferred for under- 
coats. 


M-S Synthol Reducers 

8001 — FAST DRY—Recommended for cold 
weather use and where conditions re- 
quire fast drying. 


8002 — FLEET REDUCER— Slow drying. Rec- 
ommended for fleet and commercial 
work or use in extremely hot and 
humid weather. 


8004 —SYMETRO-FLOW—Amazing flow 
without retarding dust free or drying 
time. 





“The thinners and reducers 
youusecan make the difference 
between a good job and a bad 
one. We want only good jobs 
to go out of our shop so we 


don’t take any chances. We 
use Martin-Senour factory- 
packaged and factory-sealed 
thinners and reducers.” Be 
sure! Specify Martin-Senour! 





Your N.A.P.A. Jobber has Martin-Senour Thinners and Reducers 


MARTIN-SENOUR 


2520 South Quarry Street, Chicago 8, Illinois 


“... the only Positive Control from Factory to Finisher 





needed, particularly when you 
can charge for them all, and 
when you have your neck out if 
you fail to sell a profitable opera- 
tion. 

We’re getting lined up to take 
care of our fall special again. If 
our recent experience means any- 
thing, we’ll have to look a little 
closer than usual for cooling- 
system leaks. Been catching quite 
a few in the late models, and 
won’t want to lose the anti-freeze 
before the cold weather arrrives. 

Most of the cars we got had 


low-reading thermostats in ’em so 
they could use the volatile anti- 
freeze. Probably will sell a num- 
ber of the higher-reading units so 
the customers won’t kick too 
much about low heater output 
this winter. 

All cooling-system units will 
require special attention to keep 
them in the running, I figure. 
The materials they are made 
from are hard to come by these 
days. 

Yours, 





bed Pace 
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_Clip this coupon — we'll send you 
information about Arrow Products 
and Arrow _ Profits 
money in your bank account. 
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Correct Timing Mark 
On °51 Studebakers 


RECENT service bulletin from 
The Studebaker Corp. stat- 
ed: 

The boxed inserts in the accom- 
panying illustration are designed 
to show the difference in location 
of the IGN marks used for timing 
on the Commander-6 (17A and 
earlier) and Champion (10G) en- 
gine, and the Commander (H) V8 
engine. 

The Champion and Comman- 
der-6 timing marks are best seen 
from the left and slightly to the 
rear of the vibration damper; the 
Commander V8 marks are best 
seen from the front of the car. 

To avoid the possibility of us- 
ing the wrong mark for timing, 
mechanics should be advised of 
two things: (1) the correct timing 


CHAMPION AND 
COMMANDER SG 


IGN mark is the straight line im- 
mediately following the letters 
IGN (to the right of the letters 
as they are read) on the edge of 
the vibration damper flywheel; 
(2) this mark should be painted 
yellow or white. If paint has ac- 
cidentally entered any other 
mark, it should be removed. If 
the IGN mark does not stand out 
clearly under the neon timing 
light, it might be advisable to 
polish the area clean with sand- 
paper and then chalk the letters 
IGN, as well as the mark imme- 
diately following them, to make 
them more prominent. 

In the illustration the heavy 
black arrow points out the IGN 
mark as it is seen on each vibra- 
tion damper flywheel. 

The numeral “1” indicates vi- 
bration damper, “2” indicates the 
pointer and “3” the IGN mark. 

Shopping during the week puts 
53 per cent of the cars in this 
country to work, the Automo- 
bile Manufacturers Association 
says in a new report 
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Business Openers! 


Pretty fancy gadgets—these newfangled can openers! Work fast, 
too. But according to all reports from the field, it is still the can you 
open—not the opener—that makes the difference in pleasing cus- 
tomers and salting away steady motor oil profits. 

When you epen a can of Quaker Sta*e for a new customer, you 
open your books to receive steady income. Proof of this are some of 
the most amazing repeat business statistics in the entire oil trade. 

For example—3 out of 5 have been steady customers for more 
than five years; six out of ten surveys showed Quaker State in the 
top slot position. Then, a leading national magazine made a survey 
vYey ae); OIL which proved Quaker State the undisputed first choice. 

Have you considered stocking Quaker State? Get the facts from 
us today. 

If the car manufacturer recommends Heavy Duty Oil with detergency 
—use Quaker State HD Oil. 











QUAKER STATE OIL REFINING CORPORATION, OJL CITY, PA. MEMBER PENNSYLVANIA GRADE CRUDE OL ASSOCIATION 
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Diagnosing the Powerglide 
(Continued from page 88) 


tion of oil. 

f. Sand hole in suction bore in 
transmission housing or case, per- 
mitting aeration of oil. 

g. Sand hole in suction cavity 
in valve body, permitting aera- 
tion of oil. 


Difficulty in Shifting from Drive 
to Low and from Low to Drive 


This trouble can be caused by 
an improperly drilled high clutch 


feed orifice in the valve body. Oi! 
restriction at this orifice would 
result in slow application of the 
clutch with the selector in drive 
range. When shifting from drive 
to low the oil return to the sump 
from the clutch and release side of 
the low servo would be slow due 
to the restricted orifice. 

The above condition can be 
easily diagnosed by connecting 
pressure gauges to the low servo 
apply and the high clutch (release 
side of low servo) test points. 

a. Move the selector lever from 








93% extra recoil 

capacity soaks up 

the bumps and jumps 
—cushions the ride 


—protects the car! 


BRIGGS 


SHOCK ABSORBERS 


with exclusive O-Ring Seal for 
“the ride of your life” 
on any road—in any weather! 


THE BRIGGS SHOCK ABSORBER COMPANY 


1523 East 45th Street + Cleveland 3 
Division of The Gabriel Company 








neutral to drive with the engine 
running at idle speed, and watch 
the action on the two gauges. 

If the pressure builds up much 
more rapidly on the gauge con- 
nected to the low servo apply than 
on the gauge connected to the 
high clutch, restriction in the 
passage is indicated, which more 
than likely is due to an undersized 
orifice. 

b. Move selector from drive to 
low and watch the action on the 
pressure gauge connected to the 
high clutch. 

If the pressure drops rather 
slowly, the oil is being restricted 
in draining from the clutch and 
release side of low servo. This 
results in clutch drag and slow 
low band application 


Slipping and Chatter in Low 
Range 


This condition may be caused 
by poor ring fit or broken ring 
on the low servo piston. This al- 
lows oil to leak into the clutch 
apply circuit in greater volume 
than the high clutch orifice can 
handle, resulting in _ sufficient 
pressure being built up to par- 
tially apply the clutch at the same 
time that the low band is being 
applied. 

The above condition can be 
easily diagnosed by connecting 
pressure gauges to the low servo 
apply and the high clutch (release 
side of low servo) test points. 

With the selector lever in low 
range and the brakes set, accele- 
rate engine to stall speed and 
check the pressure on _ both 
gauges. If everything is normal 
the gauge connected to low servo 
apply should register from 160 to 
200 pounds and the gauge con- 
nected to high clutch should regis- 
ter zero. 

However, if the gauge connect- 
ed to the high clutch registers 
pressure, oil is leaking into the 
clutch apply circuit. 


High Clutch Failures (Burned 
Plates) 


In case of high clutch failures 
the transmission should be check- 
ed very closely both before and 
after disassembly. 

With pressure gauges connect- 
ed to low servo apply, high clutch 
and reverse servo test points, 
check the following: 

a. With selector lever in drive, 
check for slow build up of pres- 
sure on gauge connected to high 
clutch. Slow build up of pressure 
would indicate restriction in high 
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Ends Major Causes of Costly 


Overheating... Stops Rust, 
Scale and Dirt 


JUST AS THE FAMOUS FRAM Oil and Motor Cleaner 
started the first Fram “‘miracle’’—the endless chain of 
profits from Replacement Cartridge sales—so, too, 
every new Radiator & Water Cleaner you sell keeps 


your customers coming back for 


new cartridges! 


Another Fram sales miracle is in the making! 


<< ae 


$100,000,000 A YEAR spent on cooling 
system repairs proves the need for 
cooling system protection is vital! 
The Radiator & Water Cleaner is a 
“natural” for this market! And giant 
billboards from coast to coast plus 
powerful consumer advertisements tell 
motorists about this new Fram de- 
velopment . . . send them to you via 
Operator 25. 


or 


RUST, SCALE AND O1IRT particles are 
trapped inside the Replacement Car- 
tridge of the new Fram Radiator & 
Water Cleaner. Just a twist of your 
wrist changes the cartridge when 
expended. What’s more, it’s economi- 
cally priced for easy selling! 


FITS CARS, TRUCKS, TRACTORS. Quickly 
and easily installed. Uses standard 
heater hose for all connections . . . all 
other parts in ready-to-install kit with 
every Radiator & Water Cleaner 
And remember—you make one profit 
when the Cleaner is first sold, repeat 
profits on Replacement Cartridge sales 
from then on! Contact your Distributor 
for details. 
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FRAM 


Radiator 4 Wate 
FR 10 


peor 


OIL * AIR * FUEL + WATER 


For More Profit ... More 
Good Will, Sell Fram Com- 
plete Engine Protection 


Your customers get real protection and 
you're assured of repeat sales when 
you sell Complete Engine Protection. 
Build good will and profits with the 
line that’s proved . . . in the laboratory 
. . . on the road! SELL Fram Filters 
for Complete Engine Protection! 
FrRaM CORPORATION 
Providence 16, R. I 


In Canada: J.C. Adams Co., 
Toronto, Ontario 


Ltd., 
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clutch apply orifice which would 
result in clutch slippage. 

b. With selector lever in low, 
check for pressure on gauge con- 
nected to high clutch. If any pres- 
sure is shown, leakage past the 
low servo piston ring is indicated 
which would result in partial ap- 
plication of the clutch. 

c. With selector lever in re- 
verse, check for pressure on 
gauge connected to high clutch. 
If any pressure is shown, leakage 
is indicated between the convert- 
er out and low servo release chan- 


nels in the valve body or a damag- 
ed housing to valve body gasket. 

When the transmission is in re- 
verse the clutch plates are rotat- 
ing in opposite directions, the 
drive plates are revolving at 2.43 
times the driven plate. So being 
the case, a very slight clutch drag 
would then soon burn out the 
clutch. 

Note: The valve body should be 
carefully checked for porosity or 
sand holes or a damaged gasket 
between transmission housing and 


valve body. 








In SOME countries, 
this sign means 


But wherever you are 


THIS SIGN... 


On byway or highway, you'll always 
find dependable Brake Service Men 
who display the sign of EIS S-TOP ¢ 
Quality Brake Parts and Brake Fluids. 
It’s a sure sign of precision-quality 
products produced under rigid produc- 
tion controls which insure S-TOP Qual- 
ity Service. It’s a sure sign that the man 
behind it knows his Brake Business! 


Precision 
HYDRAULIC BRAKE REPAI 
AND CYLINDER ASSE 


And remember...when you service 
Master and Wheel Cylinders, fill with 
EIS Super 40 (moderate) or EIS Super 
50 (heavy duty) Brake Fluids. 


EIS AUTOMOTIVE CORP., Middletown, C 


Ask Your Jobber or 


Write Us Direct 
r 
‘it 
“Cees 


a 


“Mechanical 
Help Nearby” 


SPEAKS A 


UNIVERSAL 
LANGUAGE 











Unable to Shift into Reverse with 
Engine Running 


The transmission cannot be 
shifted into reverse with the en- 
gine running but can be shifted 
into reverse with the engine shut 
off. This condition is usually 
caused by the accumulator snap 
ring being out of place, allowing 
the accumulator valve and the 
valve body to be forced against 
the clamp nut on the parking lock 
lever shaft and apply spring as- 
sembly by the hydraulic pressure, 
thereby blocking the shift into re- 
verse. 

The shift can be made into low 
because the clamp nut is not 
aligned with the accumulator 
valve and valve body when shift- 
ing into low range. 


Service 
rom page 68) 


Steam-Cleanin 
(Continued 


and a little originality in advertis- 
ing and promoting its use started 
the ball rolling, and an intelligent 
and aggressive follow - through 
with prompt, courteous service at 
the pumps and in all departments 
brought about results that were 
most gratifying to Mayo. 

Let’s get down to some specific 
figures on this operation. While 
the total increase in volume the 
first year Mayo had the station 
was only about 20 per cent, at the 
end of the three and one-half 
years he ran it, he chalked up an 
increase 70 per cent above what 
the place was doing when he took 
over. 

His first year’s volume on steam 
cleaning alone was $3,600. His 
price for the “steam greasing” job 
was $7.50. This consisted of a 
chassis steam cleaning and a lub- 
rication job. For the first year 
this gave him an average of 40 
jobs a month. The highest month- 
ly volume he ever reached was 
$600 and his worst month on 
steam cleaning ran about $200. 

Also, the profit side of this pic- 
ture was pleasant to look at. An 
analysis of his cost showed that 
his total expense for cleaning 
compound, lubricant and depre- 
ciation on his equipment was 
$1.66 per job and his labor cost 
$1.50, or a total of $3.16. He ran 
his advertising daily all during 
the time he operated the station, 
which brought his cost figure to 
$3.66, leaving him $3.84 profit 
margin per job. 

You don’t have to be a college 
professor to figure how long it 
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from RAM HEAD to BASE...a real truck drivers jack! 


cincULAR GROOVED 
RAM HEAD 


pressure BY-PASS 
PREVENTS OVER- 
TRAVEL OF RAM 


FACTORY TESTED Be 
TY, TIMES i 


RATED CAPACITY 


i t iV) 2052. MALLEABLE IRON 


HIGH: i HANDLE SOCKET 


PRECISION 
MACHINED 
THROUGHOUT 


a 


HEINITE PISTON 
FOR TEN TIMES 
GREATER WEAR 


Hein-Werner Hydraulic Jacks 
ate built for heavy duty service 


Take a tip from truck drivers who speak from experi- 
ence. You can’t beat Hein-Werner Hydraulic Jacks for 
ruggedness, ease of operation or dependability . . . 
Made in models of 1%, 3, 5, 8, 12, 20, 30, 50 and 100 
tons capacity. 


Ask your jobber, or write us, for details. 


THE HEIN-WERNER line of hydraulic jacks 
is COMPLETE! it includes ‘‘Burmper-Lift’”’ 
Hydraulic Jocks for passenger cors 
Under Axle Jacks for trucks and buses 
“Swift-Lift’’ and Service Jacks for shop use 


HEIN-WERNER CORPORATION - WAUKESHA, WIS. Push and Pull Hydraulic Jacks for 


body fender and frame work 
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took Mayo to pay for the steam 
cleaner at this rate, or perhaps 
we should say for the cleaner to 
pay for itself. On his first year’s 
steam-cleaning volume of $3,600 
he showed a gross profit of over 
$1,800. At the end of 18 months 
he sold the old workhorse that 
had enabled him to hang up this 
unusual steam-cleaning record 
and purchased a new-model ma- 
chine. Incidentally, he got $250 for 
the old outfit, which is still in 


service in a small garage. 


There is 


another _ profitable 


service now in general vogue in 
most modern service establish- 
ments which Mayo got into on the 
ground floor as a result of having 
a steam cleaner, and that is the 
application of undercoating. When 
the many advantages of this serv- 
ice became apparent and car 
manufacturers started advocating 
it as a road-sound deadener and 
preserver of under-carriage parts, 
he installed at a very nominal 
cost the equipment necessary to 
do this work. This tied in per- 
fectly with his chassis-cleaning 





ACME 


Drain Cocks 


Save expensive anti- 

freeze. Install Acme drain 
cocks, machined to micrometer 
tolerances to insure a 

snug, leakproof fit. 

24-pc. assortment 

mounted on attractive 

counter card or 

in bulk. 


ACME VALVE CORES 


Rated ‘‘equal to or bet 
ter’’ than other leading 
brands by independent 
testing laboratory. 


ACME TIRE GAUGES 
No. 515, 5 te 50 Ibs. 
in 1 tb. calibrations. 
No. 520, 20 to 120 Ibs. 
in 5 Ib. calibrations. 


docs 


ACME 3-IN-1 GAUGE 
Extremely popular with 
busy stations because 
it inflates, defilotes, 
gouges. 





Order from your jobber today. Send for complete catalog No. 1003. 


ACME AIR APPLIANCE CO., INC. 
100-120 Hinsdale Street, Brooklyn 7, N. Y. 





operation and proved to be very 
profitable. 

While Mayo is very modest in 
speaking of his accomplishments 
in taking this station when it was 
just about on the ropes and mak- 
ing such a good showing with it, 
he frankly admits that the biggest 
contributing factor to his success 
in this instance was his decision to 
buy a steam cleaner. 

He recently sold the station 
where he made the excellent 
showing covered in this disserta- 
tion and is now in the large sta- 
tion pictured with this article. It 
is located on Route 17 and 92 at 
the boundary of two busy central 
Florida communities, Orlando and 
Winter Park. 

His facilities now include com- 
plete service to long-haul trucks 
and drivers, in addition to every- 
thing that local motorists desire. 
But he is not satisfied with the 
present plant and equipment and 
his plans for remodeling the 
building are already on the board 
and will be carried through to 
completion when government re- 
strictions are lifted. 

The writer has seen the list of 
new equipment he is going to pur- 
chase. Needless to say, there is a 
steam cleaner at the very top of 
this list, and Mayo says that 
among his first promotional activi- 
ties, when his modernization plans 
are all carried out, will be another 
“steam greasing” campaign. He 
says that it may be a catch phrase 
but that it’s a good one even if he 
did coin it. 

Furthermore, he says that if 
any of you readers want to use it 
you are welcome to grab it and 
run, and that he hopes you will 
be able to gain the same sales and 
profit yardage with it that he did. 


B. W. Wilkins Will Head 
Reo’s Atlanta Branch 
pee W. Wilkins has been ap- 


pointed branch manager of 
the new Atlanta, Ga., branch of 
Reo Motors, Inc., it has been an- 
nounced by A. L. Struble, gen- 
eral. sales manager. Formerly 
sales manager of the Bus Division, 
Wilkins has been with Reo since 
1919. 

The branch is at 956 Marietta 
Street, headquarters of the for- 
mer Reo truck distributor in At- 
lanta. 


Oil marketers collected more 
than $2,000,000,000 in gasoline 
taxes in °50, states and federal. 
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THE NO. 1 NEW-CAR BATTERY! 


More Delco batteries are installed as original 
equipment in new passenger cars than any other 
make. 


THE LEADING NEW-TRUCK BATTERY! 


Trucks require a rugged, long-lasting battery for 
profitable operations. Manufacturers know that 
Delco batteries more than meet these require- 
ments. 


THE BATTERY ENGINEERS PREFER! 


Automotive engineers choose Delco batteries for 
original equipment because they know Delcos 
are dependable . . . deliver starting power when 
needed. 


THE NO. 1 REPLACEMENT BATTERY! 


Delco batteries are the choice of millions of car 
owners. For reliable starting power . . . for long 
life . . . America knows that Delco’s the buy. 


DELCO BATTERIES—A UNITED MOTORS LINE 


(SUITED, 
Available Everywhere Through United Motors Distributors { 
orors 
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“Blitz” Training Pays 
(Continued from page 81) 


Phelps advises pulling the man 
off the specialty for brief periods 
daily and teaching him the next 
operation, like cylinder boring, 
cylinder grinding, rebabbiting, 
differential work and_ clutch 
work. 

A repair shop can apply the 
blitz training in similar manner 
by starting an apprentice me- 
chanic at general brake work and 
giving him intensive training for 


four weeks so that he can take 
care of the average brake job that 
comes to a shop. Pulling him off 
brakes from time to time, he can 
be taught valve work, minor 
carburetor or electrical work, 
fuel-pump repairing and rewiring. 

Another repair shop may find 
it more profitable to take an ap- 
prentice off brakes to teach him 
engine rebuilding, carburetor and 
electrical work, front-end work, 
clutch work, transmission and dif- 
ferential. 

“The important thing is to have 








New, dynamic 


program 
helps dealers 
sell more 


filter 

elements, 
more motor oil, 
more SILOO 
products — 

it's easier 
Selling 

at maximum 
profit 








a definite and planned step-by- 
step procedure that both you and 
he are following,” stressed Phelps, 
“because it gives the trainee a 
sense of order and progress. It 
stimulates him to prove skillful 
at that job as quickly as he can 
so that he can get that pay in- 
crease just ahead. This is no hap- 
hazard, hit-or-miss arrangement. 
If he sees that you are proceeding 
in an earnest professional manner, 
he feels that he is getting some- 
where and he will stick by you.” 

Phelps recommended calling in 
a representative of the local ap- 
prenticeship council or writing to 
the state apprenticeship agency 
for assistance in meeting the prob- 
lems of blitz-training manual and 
mechanical workers on the job to 
suit a shop’s particular needs 

“TI think apprenticeship train- 
ing is a wonderful thing,” com- 
mented Ellis Shortt, now a full- 
fledged machinist who was the 
first to get his apprenticeship cer- 
tificate from Phelps-Roberts un- 
der the D. C. apprenticeship pro- 
gram. “It’s not learning a little 
bit of this and a little bit of that, 
and coming out half-finished with 
a smattering of skills. You feel 
you’re getting somewhere. You’ve 
got a better chance when you go 
out on your own. And now that 
a fellow can get top pay in 18 or 
20 months, apprenticeship train- 
ing is even more attractive than 
ever.” 

Phelps indicated an added at- 
traction. A registered apprentice 
will be given the same considera- 
tion for deferment given a college 
student under the Selective Serv- 
ice Act, provided he has made 
satisfactory progress and a re- 
quest for his deferment is put in 
by his employer. 

Pheips-Roberts gives a trainee 
a 30-day “wait-and-see” period 
before registering him. They plan 
extending blitz training to all de- 
partments as the need arises but 
foresee the difficulty in the parts 
department, where they have had 
men with mechanical or machine- 
shop experience. 

With the high-school graduate 
and the new man just entering the 
industry as the only sources of 
labor an employer can draw on 
to train, blitz training may be- 
come the solution in the present 
emergency 

Automotive taxes provided al- 
most a third of all state tax reve- 
nues last year, the American 
Petroleum Institute said. 
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Singers and Sluggers Sell 
(Continued from page 75) 


modern showroom reminded of 
the team, a uniform is displayed 
on the table containing advertis- 
ing pieces on cars. 

Burnett is quite enthusiastic 
about the ball team as a force for 
promoting sales indirectly. All of 
the players on his team pull for 
his organization. 

At every game Burnett, as 
manager, wears the uniform. Aft- 
er the game he buys refreshments 
for all players. 

Much valuable free newspaper 
space is won through the activities 
of the team. During season, the 
sports page of the local paper car- 
ries many inches of news and pro- 
motional matter concerning the 
team. 

“Advertisers in local newspap- 
ers who do not take advantage of 
such space are missing profitable 
publicity,” Burnett asserted. “Of 
course, the editorial department 
prefers stories of news value, 
which is what we supply with our 
team.” 

He has found that the buying 
public responds to planned pub- 
licity that solicits the aid of the 
readers in winning, whether the 
contest is a softball tournament or 
a dealer sales contest. 

In the most recent Hudson con- 
test, in which Burnett placed sec- 
ond, his large-space advertise- 
ment kept readers informed of the 
contest standings. After teiling 
readers about the high trade-in 
allowance he offered, he personal- 
ized the advertisement with this: 


“If we come out on top Saturday 
(in the contest), there’s a free vaca- 
tion for us at White Sulphur Springs, 
West Virginia. And we like a vaca- 
tion, too. But time is running out 


“If the salesman thinks that a 
sale cannot be made within a 
week, the customer’s name goes 
into a hold file. We do not dis- 
card the names, but hold them 
for contacts within 30 days and 60 
days. Our records show that ten 
per cent of the names in this hold 
file turn active.” 

Burnett’s slogan, used exten- 
sively, is “You Shop It—We’ll 
Top It.” When a customer is 


ready to trade in his car, the 
salesman asks him what he wants 
for it. The asking price is usually 


too high, of course. Then the 
salesman makes an offer, and 
asks the customer to get bids from 
other dealers. “We'll top your 
highest bid,” he concludes. 

Burnett believes that personal- 
ity in the sales approach will 
count for more than ever in the 
months to come. 

“If I add new men to the sales 
force, I’m going to pick the fellows 
who will be able to attract the 
greatest amount of favorable pub- 
lic attention to our organization,” 


he said. 











OUT OF YOUR 





Al SUPPLY 





with 3 


When you buy 
A-I-R and not R-E-P-A-I-R 


liest part of your air supply 


a new compressor 


The Westinghouse “Y” 


single cause of repair bills—failure to oil 


be sure you get just 
That “R-E-P” is the cost- 


is designed to ban the greatest 


When the oil 


Westinghouse"Y¥” Compressor 


Only the 
Westinghouse “Y” 
gives you 


level in the “Y” 
load. This forewarning lets you take care of lubrication 


The “Y” 


... Tuesday . . . Wednesday, Thurs- gets too low, the compressor refuses to 
day, Friday, Saturday . . . just 5 
more days for you to trade high 
and help Burnett Hudson Sales to 


win.” 


ALL THREE 


Low Oil Level Protection—No 
OCil—No Air, bans wear and 
repair. 


before any damage results unloads if the oil 


level drops during operation. 
Westinghouse si igs compressors offer every modern fea 


ture, automatic control, lubric ation, 
multiple “V” belt drive, fully enclosed crankcase, 
the three protection-features listed at right. Full range of 


sizes: 6.2 to68 CFM displacement, 14 to 15 hp., horizontal 


pressure pressure 


yI 
age Thermal Overioad Protection 


—Standard, at no extra cost, on 
the “Y”. 


Burnett gives his salesmen 
training in using the telephone 
skillfully as a sales aid. Every day 
each of the four men makes from 
ten to 15 telephone calls. 

“That helps the men to get 
around quicker,” Burnett stated. 
“It is especially valuable in weed- 
ing out prospects who will not 
buy immediately. A_ skillfully- 
made telephone call often reveals 
whether the prospect is ready to 
buy immediately. 


or vertical tank Gas engine drive also available 

You can’t afford to gamble on uncertainties today Starting Unioader—Compres- 
sor remains unloaded till speed 
and oil flow are normal. 


be sure of a dependable, economical air supply, with a 


Westinghouse “Y” 


x Westinghouse Air Brake Co. 


Industrial Products Division—WILMERDING, PA. 
Factory Branch: EMERY VILLE, CALIFORNIA 


DISTRIBUTORS THROUGHOUT THE UNITED STATES . . . CONSULT YOUR CLASSIFIED DIRECTORY 
DISTRIBUTOR IN CANADA: CANADIAN WESTINGHOUSE CO., LTD., HAMILTON, ONTARIO 


ASK FOR 
BULLETIN 
IDC 9302-3. 
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. 
We dont hide 
behind our 
factory guarantee 
— 
publicize it! 





SHURHIT PRODUCTS, INC. 
Waukegan, Iilinois 


* 


Guarantee of Service 


This Shurhit Ignition Re- 
pair Part is guaranteed to 
give satisfactory service. 
If it does not come up to 
the expectation of the 
purchaser in every re- 
spect, it may be returned 
to the factory and we will 
replace it without charge 
and pay the carriage 


charges both ways. 


Shurhit Products, Inc. 
Waukegan, Illinois 








Every manufacturer KNOWS the 
quality of his product. If you want 
to know how much confidence he 


has in it . . . LOOK AT THE 
FACTORY GUARANTEE! 


Every Shurhit employee . . 
from the purchasing agent to the 
bench inspector on each individual 
assembly line . . . takes pride 
in helping to maintain Shurhit’s 
established reputation for 
DEPENDABILITY. 


YOU can stake YOUR REPUTATION 
on SHURHIT IGNITION! 





The dynamometer drawbar is 
shown attatched to a Studebaker 
car that is ready for a road test. 


Studebaker Uses Drawbar 
For Road-Load Tests 


UTOMOTIVE engineers often 

devote themselves to slow- 
ing down, not speeding up, the 
cars they test. 

That’s the word, at least, from 
Studebaker, whose engineers 
have designed and regularly use 
at their 800-acre proving grounds 
a trailer apparatus solely intended 
to slow down all efforts of the test 
car or truck pulling it. 

Studebaker engineers call it the 
“dynamometer drawbar” and 
with it they can produce road- 
load effects of a variety of abnor- 
mal road surface conditions. With 
different adjustments of rheostats 
(coarse on the unit and finer in 
the car), they can duplicate the 
resisting equivalent of deep, loose 
sand, clinging mud, steep hills or 
long upgrades by using this me- 
chanism. 

Electrical current from stand- 
ard batteries at the front of the 
unit flows, under control of the 
rheostats, to the eddy-current 
dynamometer just behind the car 
bumper. This dynamometer sets 
up a strong retarding or slow- 
down force which is applied to the 
wheels of the trailer by connect- 
ing drive shaft and axle. This 
slow-down force results in a care- 
fully calculated drag on the ef- 
forts of the car motor to pull for- 
ward. 

The load of rough cast-iron bars 
in the trailer box is regulated to 
hold the trailer tires in constant 
traction with the road surface, 
thus avoiding skidding or slip- 
page. 

The drawbar is used at the 
proving ground primarily to set 
up various engine load conditions 
for testing the cooling efficiency 
of cars and trucks by the Stude- 
baker technicians. 

Depending on slow-down ad- 
justment, speeds with accelerator 
right to the floor may vary from 
20 to 60 miles per hour and run- 
ning periods are anywhere from 
one to five hours. Under such 
strenuous conditions, not only the 
cooling system but every moving 
part of the car is under constant 
stress. Careful observation dur- 
ing such tests reveals much useful 
information to engineers. 
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COLOR-CODED 
WIRES 


— for instant 
fool-proof 
identification 





GUARANTEED ALL-WAYS FOR 
THE LIFE OF THE CAR: 


Guaranteed positive self-cancellation 
every time 
Guaranteed not to slip 
Guaranteed not to require readjustment 
Guaranteed burn-out proof 
Guaranteed no wheel drag 

— for the life of the car 


NOW — the most beautiful, most dependable 
turn signal on the market is also the easiest fo 
install! With the new snap-in tips and color- 
coded wires, installation time is greatly re- 
duced. Order the new and improved Yankee 
conversion kits and switches today. Send for 
catalog. Yankee Metal Products Corp., 


Norwalk, Connecticut. 
Switch—Pat. Pend. 





SNAP-IN TIPS 
— for quick 
connection of 


wire terminals 


directional TURN SIGNAL 
' CONVERSION KIT 


SELF-CANCELLING 
SWITCH 


YANKEE MILEAGE-MINDED ACCESSORIES 





MORAINE ENGINE BEARINGS are specified 
as original equipment for all General Motors 
cars and trucks. Today, official registration 
figures show that G.M. vehicles make up more 
than 42 per cent of the total registrations for 
the entire United States. Yes, MORAINE 
ENGINE BEARINGS are bearings made to 
order for this vast pre-sold General Motors 
replacement market! 


And That’s Only Part of The Story... 
Moraine makes available replacement bearings 
for many other makes besides General Motors 
—in fact, for most of the nation’s thirty-five 
to forty miilion motor vehicles! By stocking 
up on MORAINE ENGINE BEARINGS you can 
supply highest quality precision replacements 
for a very wide range of makes and models. 


NEW AND DIFFERENT 





The revolutionary Durex-100 Bearing—new Moraine brings you this brand new inno- 
and different—the modern bearing designed vation that truly makes Moraine the 
for today’s modern motor cars, makes the complete line as well as the ORIGINAL 
Moraine line more complete than ever. EQUIPMENT LINE. 


FOR YOUR FULL SHARE OF THESE 
VAST EXPANDING MARKETS—} 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 





‘A OWHOAL OL... 


Moraine Prospects 


~ 


The Bearing 
High Compression Demanded . . 


DUREX-IOO! 


Original Equipment on Cadillac, Buick, Oldsmobile, G.M.C. 
and Other Leading Makes of Cars and Trucks BABBITT 


Modern engines call for modern bearings . . . bearings 
able to withstand the tremendous loads imposed 
by stepped-up speed, higher engine compression. 
DUREX-100 engine bearings by Moraine provide the 
perfect answer to these new, tougher requirements. 
They're the bearings that were precision-engineered 
by Moraine for the new higher compression engines. 
In fact, scientific road tests showed Durex-100 engine 
bearings far outlasted conventional types. 


THE MATRIX 


MAKES THE DIFFERENCE 
M 0 R A | ie t 2p R C HW) U ¢ T S DUREX-100 embodies an entirely new 


and revolutionary idea in bearing design. 

DIVISION OF The difference lies in the copper-nickel 

middle layer, and in the method used 

G c fy p 4 A L M 0 T 0 R S$ to bond it to the back. This middle layer 
: (or matrix) permits the use of a very thin 

DAYTON, rey siie) { (hence more flexible) babbitt overlay. 

, Fatigue resistance and ability to with- 

stand load pressures without displace- 


ment are thus greatly increased. 
A UNITED MOTORS LINE 


EIGHT WAYS BETTER! 


Order M ORA INE Greater Resistance to Fatigue 


Increased Load Capacity 
Greater Conformability 


Engine Bearings Now From Your Better Embedability 


Stronger Bond 

UNITED MOTORS DISTRIBUTOR Greater Resistance to Scoring 
Greater Resistance to Corrosion 
More Durability 
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GOT A GOOD 
$ IDEA? 


will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use,can beconsidered. 
Send them to: Southern Auto- 
motive Journal, 806 Peachtree 
Street, N. E., Atlanta 5, Ga. 











Adjusting Valve Tappet 
On Plymouth Models 


Ww" adjusting valve tappets 
on Plymouths and Chrys- 


ler sixes, I had difficulty with my 
7/16” tappet wrench rounding the 
corners off the valve tappet ad- 
justing screw. Some of them are 
very tight, especially on new mo- 
tors. 

To remedy this, I took an old 
7/16” tappet wrench, cut off 142” 
and brazed it on my regular 





wrench. This way I have a dou- 
ble thickness head that will not 
slip—Woodrow J. Cunningham, 
Box 197, Blackburn, Missouri. 


Stopping Lug Wrench 
From Hitting Paint 


N my work I have discovered 

that in using a regular lug 
wrench for removing the rear 
wheels of a Hudson, you cannot 
keep the wrench from hitting the 
paint. 


I have solved this problem for 
myself by cutting a lug wrench 
and then welding a %” pipe, 12” 
long, to it, as illustrated in the 
diagram. By doing this the 
wrench is longer, thus getting it 














away from the car so as not to 
scuff the paint —Submitted to the 
Hudson Service Merchandiser by 
Dalford Huff, mechanic with 
Sloop Auto Sales and Service, 
High Point, North Carolina 





More than 200 automotive parts to help you 
lick service problems. Each part has been developed 
to meet a definite need requested by repairmen who 
want to do the job right. Champ-Items are engi- 
neered for Easier Service — Better Performance — 
Safer Driving. Yes, they are Time-Savers — Money- 
Makers for you. 


BETTER BATTERY SERVICING 
You'll want these Champ-ltems 
®@ No. 445 Adjustable Battery Hold-downs 


(3 sizes) fit most cars. 445A -914"x714"; 
445B - 1016”x7'4” List 90c each. 
445C - 1919"x414” List $1.00 each. 


No. 468 Battery Support Tray for Chev- 
rolet 1940-48, List $1.50 each. 

No. 522 Universal Battery Hold-Down 
Bolt for all cars and trucks. List 25¢ each. 
No. 565 Four-Flange Battery Carrier Box 
for Chrysler Makes, List $3.00 each. 


No. 956 Battery Post Shim, 
List 5¢ each. 


enters 
[[0S TRUE Ptnens.~ 
ORDER FROM YOUR JOBBER 


CHAMP.-ITEMS, INC. 


Hove you sent for your 
copy of the new Champ- 
Item catalog? A request on 
your letterhead will stort 
one on its woy to you. 
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Removing the Squeak 
From Rear Springs 


_ a cure for squeaking 
rear springs on Chrysler 
eight-cylinder models: 

Since the springs are not cover- 
ed, the clamps have a tendency to 
put up an annoying squeak even 





>>> >>> >>> >>> > 
>> >> >>> >>> 


9 
_. 


—_ 
BOLT HOLES 











5 


on smooth pavement. To stop this, 
I remove the clamps, of which 
each spring has three—one on the 
front half and two on rear half. 

Then I use a piece of flat belt, 
no more than two-ply thick. Cut 
it two inches wide and long 
enough to cover top and sides of 
spring. Then slip clamps on. 
Sometimes it is necessary to use 
longer bolts—Woodrow J. Cun- 
ningham, Box 197, Blackburn, 
Missouri. 


When Repairing a Short 
In Steering Column 


Ox 1950-51 Mercurys where a 
short or ground can be locat- 
ed definitely in the _ steering- 
column loom, the trouble spot us- 
ually will be found about six 
inches below the top of the 
column, where the shift-lever 
column chafes the insulation of 
the wires. 

To repair this, it is not neces- 
sary to remove and replace the 
entire loom, which is a vexatious 
and time-consuming job. Simply 
disconnect the wires at the lower 
end of column, disconnect horn 
wire at top and remove turn-sig- 
nal switch screws. Pull out about 
eight inches of loom, being care- 
ful not to allow wires at lower end 
to enter column and be lost. 

Inspect wires carefully for chaf- 
ed insulation at point about six 
inches from top, repairing with 
black plastic tape. The ends of 
wires left protruding from lower 
end will allow loom to be pulled 
back into column. The whole job 


can be completed in a matter of 
minutes.—Lynn F. Snoddy, 1622 
Vivian Street, Shreveport, La. 


Replacing Speedometer 
On °51 Hudson 


W's replacing speedometer 
or clock on the 1951 Hud- 
son, grind slots in the bottom two 
ears. Start the bottom two screws, 
then slide the instrument on the 
screws, which makes it easy to 
locate and start the upper two 
screws.—Submitted to the Hud- 
son Service Merchandiser by 


John Helegda, mechanic with Eu- 
clid Mayfield Motors, Inc., Cleve- 
land, Ohio. 

















‘NOW ani than ever!” 


THE LAMSON 
AUTOMOTIVE TREASURE CHEST 


Thousands of progressive 


automotive repair shops are the lucky owners of this famous Lamson 
Automotive Treasure Chest. We say 
almost impossible to buy nowadays, in view of the steel shortage. 


because these chests are 


“lucky” 


If you have one or more of these chests, it’s wise to replace the fasten- 
ers as they are used. Or, if you stock in some other way, 
until the last minute to re-order. Automotive fasteners are in short 


supply so it pays to keep ahead. 


don't wait 


Lamson & Sessions, the world’s largest manufacturer of automotive 
fasteners, is continuing to bend every effort to fill your fastener needs. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio* Chicago Birminghom 


LAMSON & SESSIONS 


¥ € Bt Co — wt Oy 
WORLD’S LARGEST MANUFACTURER OF AUTOMOTIVE FASTENERS 
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Vapor Lock Is Covered 
In Studebaker Tips 


ae lock in the fuel system 
of 1951 Commander (H) 
models in hot weather was cover- 
ed in a recent service bulletin by 
Studebaker. It said: 

During extremely hot weather, 
you may find a condition of stall- 
ing and subsequent hard starting 
which appears to be caused by a 
vapor lock in the fuel system. 

If you should encounter such 
a condition, we suggest you check 


the car as follows: 

1.—Air Leak in Fuel System: 
Check for air bubbles in the fuel 
in the fuel pump bowl. If present, 
check the gasoline system flexible 
line leading to the inlet side of 
the fuel pump to make sure that 
the connections are tight. The ab- 
sence of fuel leakage at these con- 
nections is not conclusive evi- 
dence that air leakage is not oc- 
curring under suction. Retighten 
the fittings or replace the flexible 
line as necessary to eliminate air 
leaks. 








PRECISION PIN FITTING 


with @ TOBIN-ARP 
“PM” PIN FITTING MACHINE 


“PM” scientifically engineered 
pneumatic-hydraulic Pin Fitting 
Machine for boring piston pin 
holes in Pistons and Connecting 
Rods—Rocker Arms—Brake Cyl- 
inders — and Steering Sectors. 


ACCURACY — SPEED 
ECONOMY 


TOBIN-ARP MFG. CO. 2845 Harriet Avenue Minneapolis 8, Minn. 


TAKE YOUR 


PIN FITTING 


TO THE 
PROGRESSIVE 
JOBBER 
WHO IS 


EQUIPPED... 


KING PIN FITTING with K-P 
Attachment for precision fit- 
ting of front wheel spindle 
king pins . . . from %4” to 
143” diameter without re- 


moving brake flange 
TOBIN-ARP. (lluxuys hast 
With the Best ! 








Another place to look for air en- 
tering the fuel system is at the 
fuel pump bowl. The bail nut 
may be loose or the gasket may 
not be seating properly. Adjust 
or replace the parts as required. 
Tightness of all other fuel inlet 
line fittings should be checked if 
bubbling in the fuel bowl con- 
tinues after these previous checks 
and corrections have been com- 
pleted. 

2.—Gasoline Tank - to - Fuel 
Pump Pipe: It is important that 
the gasoline pipe running from 
under the frame up along the 
radiator edge to the fuel pump 
flexible coupling be held in the 
clip provided on the radiator core 


Fig. 1 Fig. 2 


support (see Fig. 1) and also be 
held away from metal-to-metal 
contact except within the clip. If 
this pipe is not held by the clip, it 
may move over sufficiently to 
pick up added heat from the radi- 
ator core air and cause fuel vap- 
orization in the pipe at that point; 
similarly, if this pipe rests against 
the radiator, vaporization from 
heat transference may result. 
Make corrections as indicated by 
your inspection. 

3.—Fuel Pump Stroke: After 
any air leaks in the fuel system 
have been eliminated, and the 
gasoline tank-to-fuel-pump pipe 
is properly positioned, if the stall- 
ing condition continues, it is pos- 
sible that the fuel pump stroke 
may be inadequate due to the 
mounting holes on the support be- 
ing too high. The bottom of these 
holes should be not more than 
4-33 /64” from the base of the 
fuel pump support casting (see 
Fig. 2). If the bottom of the 
mounting holes is higher than 
4-33 /64”, replace with a new fuel 
pump mounting support, part No. 
529122, known to be correct as 
to this dimension. Note: With the 
fuel pump support removed, be 
sure to check the fuel pump push 
rod for being bent or for evidence 
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“The Auto-Llite Spark Plug line with an out- 
standing soles leader like the famous Auto- 
Lite Resistor Spark Plug is the best bet we 
have to offer our dealers. Auto-lite sales 
have climbed steadily over last year and 
hey're still going up . . . it's a great line 
for building profits!” 


O24. HPAL 


TREASURER 
R. 1. MITCHELL, INC 
AUBURN, MAINE 


“Out here on the coast, we realized Id 
ago the advantages of the Auto-lite Spb 
Plug line. Where else can we get a d 
that has so many top-notch features to pe 
on to our dealers? Auto-Lite is showing 
how to make real profit.” 


PRESIDENT 
HENDERSON BROS. 
SACRAMENTO, CALIFORNIA 


FROM MAINE 70 CALIFORNIA JOBBERS ARE SAVING? 


Wien the chs ve di 


AUTO-UTE 4° Are 


éa because —— Rene You'll find it pays to be an Auto-Lite Registered 


Service Dealer (RSD) . pays in sales . ., in 


Y in the automotive after-market volume... in maximum profit. Only Auto-Lite 
GWVes YOU 2 OU — sensational, big-time radio gives you a complete spark plug line—the Stand- 


and television “Suspense!” ard Spark Plug, ignition engineered to give 
Comp, fefo ine shows — colorful notional ads unbeatable performance .. . the Transport 
in America’s leading publica- Spark Plug for lowest cost per mile of spark 
tions — exclusive AAA tie-in — plug operation in heavy-duty service . the 


spark pliys for re Resistor Spark Plug with " new advantages. 


s\ Capitalize on this profit-making deal that @nly 


Auto-Lite 4 Auto-Lite offers. See your jobber or writé to 
INGXUInum sales! Oe git ed THE ELECTRIC AUTO-LITE COMPANY 
needed 


Toledo 1, Ohio Merchandising Division Teronteo, Ontaric 


SPARK PLUGS 


Auto-Lite Spark Plugs—Patented U.S.A. 
RESISTOR bd STANDARD bad TRANSPORT 
All 3 have been selected by leading automotive engineers as original factory equipment on millions of America's finest cars, trucks and tractors. 





of scoring. If the rod is bent, re- 
place the rod, part No. 529123. If 
the rod is scored, polish affected 
areas until the rod slides freely 
in the guide bore. 

4—Fuel Pump: If items 1 
through 3 check satisfactorily, 
test the pressure of the fuel pump 
at the outlet on the pump and 
with the fuel line disconnected 
from the carburetor. This should 
be from four to five pounds per 
square inch. If pressure is out- 
side these limits, repair or replace 
the fuel pump. 


Inspection Boosts Sales 
(Continued from page 66) 


time saves nine.” In taking care 
of that repair now, a customer 
will save money on heavier bills 
later. We offer to pick up the car 
and have it ready for the custom- 
er on his way home from work. 
In 50 per cent of the cases the 
customer agrees to let us carry 
out the jobs. 

On some later Tuesday or any 
other day when we map out the 
next day’s work, we do not over- 





DUCK S BACKo 
TRUCK MIRRORS . 


FitSall hinge 
mounting 
bracket fits 
all truck 


2512397) 


SideSwing 
mounting 
bracket for 
panel, cow! 
or fender 
mounting 


*® THEY’RE FEATHER LIGHT! 
*® THEYRE WEATHER TIGHT! 
*® THEY'RE BUILT RIGHT! 

*% THEY'RE PRICED RIGHT! 


DE LUXE MIRRORS 
Bright lustre finished, heavy-duty 
truck mirrors for use where vehicle 
appearance is important. Especially 
suited to floral, food and dry 
cleaning delivery trucks. 


Here's a complete line of truck mirrors to fill every 
fleet requirement, from the smallest panel truck to 
the mighty cross-country carrier — engineered and 
built to cut image shimmy and blur —to provide 
clear, safer rear vision. Lightness of mirror head, 
strength of mirror arm and rigidity of mounting 
bracket practically eliminate normal vibration and 
whip. Speaker brings you practical design, utility 
and durability a boon to driving safety. 


Features: Feather-light aluminum alloy mirror backs 
*® WeatherSealed mirror heads in 5 and 6 inch 
round and 4 x 8 and 6 x 8 inch models ® Double- 
reinforced ball socket and rubber gasket ¥® Clear, 
non-glare or polarized glass ® Steel or rubber doors. 


DuckSback Mirrors 
requirements for 


surpass all existing 


Speaker 
durability and safety 


specification 


J. W. SPEAKER CORP., Milwaukee 12, Wis. 





DUAL-VISION VANETT MIRRORS 
For use where driver may operate 
vehicle from standing or seated 
position. Two 5° round aluminum 
mirror heads mounted on 8” T- 
shaped aluminum-enamel finished 
arm. Panel mounting bracket. An 
original equipment type mirror now 


supplied through jobbing channels. 





DISTRICT REPRESENTATIVES — lowa, Missouri, " 
L 


Kansas and etre Robert O 


Dickey Co., 
Main St., 


} a il Lee Bivd., Kansas City, Mo.; West Virginia: 

Delaware and Maryland on Reeves, 
_—, Sales Co., 3660 W. 16th St., 
exes 


1126 Cathedral 
Indianapolis, Ind.; 
A. Whaley, P. O. Box 8186. Dallas, Tex 


ov, = 57 E Norwalk, O.; 
‘Baltimore 1, Md.; Kentucky: 
y a... Louisiana, Oklahoma and 
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look the customer who may have 
turned us down twice. A third 
try may bring him in. 

In a town this size our service 
manager has the added advantage 
of knowing each customer and his 
car, and personal contact has put 
the relationship on an easier and 
friendlier basis. So he does not 
hesitate calling a customer again. 

We steadily build toward this 
closer relationship right from the 
start. Buser makes it a practice 
to learn the customer’s name and 
uses it in addressing him. 

It helps pave the way all along 
the line in our dealings with the 
customer. 


Building “Quality” Trade 
(Continued from page 74) 


I guarantee against chipping, fad- 
ing or discoloring. Other shops 
advertised the same prices I did. 
But after a while some of them 
started cutting. 

“T noticed that one of my best 
commercial paint customers with 
a fleet of vehicles hadn’t been 
around for a long time and I ques- 
tioned him about it. He replied 
that he was getting his painting 
done cheaper elsewhere. 

“I began losing other custom- 
ers for the same reason. I was 
tempted to out-cut competition 
and get the business back. But 
on second thought, I knew I 
couldn’t back my work with as 
strong a guarantee as I had been 
giving and stay in business on a 
cut-throat system. So I still held 
the line on my paint prices and 
while I continued losing a custom- 
er now and then, I gained others 
who thought more in terms of 
quality than price. 

“T held the line until the per- 
formance of my work had a 
chance to stack up against that of 
some price-cutting competitors. It 
was then that my determination 
to build slowly on quality-consci- 
ous customers, rather than boom 
rapidly on a price-tag patronage, 
really paid off.” 

Phelps’ present facilities are 
taxed so heavily that he is dou- 
bling his 6,400 square feet of floor 
space with a new addition in the 
rear. His shop is jammed with 
body, fender and paint jobs. Fre- 
quently there are 30 or more cars 
on an adjoining lot awaiting turn. 
He still has his original schedule 
of paint prices, with proportion- 
ately untampered prices in other 
kinds of work. 

He is developing maintenance 
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“Tt does just what 
the advertising 
uw 


2997 “‘I’’ Street 
San Bernardino, Calif. 


“The most helpful thing about the Hygrade System is “Have I noticed any increase in my carburetor business 
the manual,” says Mr. Wilson. “It has cut my bench since opening my Hygrade rebuilding dept.? Definitely 
time for re building a carburetor down to about 30 min- yes — about 40° more. Customers have more confi 
utes; certainly does just what the advertising says.” dence when they know you’re a carburetor expert.” 





Better your business all around by rebuilding carburetors in 
your own shop. You build a name for A-1 motor repair work 
by knowing carburetors inside-out. You can stake your repu- 
tation on a rebuilt because you know you put in all new parts. 
And you make more profit on every carburetor job. Find out 
how the revolutionary Hygrade system can make you a carbu- 
retor expert in one week’s time. Write today for free booklet. 
HYGRADE PRODUCTS DIVISION, Standard Motor Prod- 
ucts, Inc., 35-35 Thirty-fifth Street, Long Island City 1, N.Y 
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a 
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Includes the prieloe Hygvade Manual, a FINGERTIP SYSTEM of 


sortment of 20 kits to repair all Chevvy, 


Plymouth, Ford carburetors; all the tools and 
cauipment you need: cabinet: a continuing CARBURETOR REBUILDING 
bulletin service; metal signs, outdoor banner, 


ete. (This outfit is worth over $100.00.) by the makers of Blue Streak Ignition Products 
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work on commercial vehicles 
which get regular unestimated 
service and the owners are billed 
for the jobs. 

Phelps never knocks a price- 
cutting competitor. “Don’t blame 
the man who painted this car for 
you,” he said one day to a disillu- 
sioned customer who had tried a 
cheap paint job somewhere else 
and then came around to get 
Phelps’ baked-enamel service. 
“He gave you just as good a job 
as the price you wanted to pay 
would permit. At that price he 


couldn’t afford to stand back of 
his work as I do and stay in busi- 
ness. You are not treating your- 
self right to pay a service shop a 
price that may mean it will be 
out of business a few months from 
now if your paint job shouldn’t 
stand up.” 

Body and fender work is, of 
course, something that is hard to 
standardize on prices. This is es- 
pecially true on wreck jobs. 
Phelps, however, inspires confid- 
ence in his prices by going over 
the work to be done with a doubt- 
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ful owner item by item, with the 
cost of each. If there is a minor 
scratch or damage that doesn’t 
affect car performance and is not 
especially noticeable he may sug- 
gest not spending anything on it. 
Or he may offer to save money 
by replacing some part with a 
used part from another car. 

“Before going into garage 
work,” he explained, “I was a 
foreman on different types of 
buildimg construction. I had many 
men under me. I made it a prac- 
tice never to tell any of my men 
whether a job was being handled 
on a cost-plus basis or a straight 
bid. I didn’t want it to affect 
their work. I believe in the same 
kind of conscience in servicing 
cars.” 


$10 Brings Back Customers 
(Continued from page 72) 


one else because he thought he 
would be treated fairer in event 
of future restricted production. 

“Once we had this information, 
I took him our records of new 
units received and the actual per- 
centage he had gotten. Needless 
to say, he returned to the fold.” 

Other sales incentive plans 
that have paid off for this deal- 
ership include a $5 bonus on the 
sale of new block assemblies, a 
“srab bag” for which employees 
exceeding assigned quotas receive 
tickets entitling them to chances 
at prizes ranging from golf clubs 
to kitchenware, and additional 
two per cent commissions for 
used-car salesmen who exceed 
their assigned quotas. 

“In this manner,” Harris point- 
ed out, “we can avoid a lot of 
‘dead spots,’ keep our men busy 
and usually do not have to lay 
off employees during normally 
slack periods. And, of course, 
each of these special promotions 
brings us new customers. 

“A spirit of competition makes 
selling easier for the person do- 
ing the selling. Many motorists 
patronize us to hel» tlieir friends 
with a prize or benus.” 


3,000,000th Hydra-Matic Made 


The 3,000,000th automobile-type 
Hydra-Matic transmission was 
produced by the Detroit Trans- 
mission Division of General Mo- 
tors August 7. Hydra-Matic was 
first introduced on 1940 Oldsmo- 
biles. Cadillac adopted it a year 
later for its models. 
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SEPTEMBER 1s MOPAR 


Engines last longer... 
run hetter...with 
MoPaR 
MICRONIC OIL FILTERS 
AND FILTER ELEMENTS 


Because MoPaR Micronic Oil Filters are 
made especially for Plymouth, Dodge, 
De Soto and Chrysler cars and Dodge 
“Job-Rated” trucks, you can depend upon 
them to reduce engine wear and improve 
performance. 


of MoPAR Micronic 


Filtering capacity 
es greater 


Oil Filters is more than 3 tim 
than that of ordinary filters. In fact, each 
MoPAR Micronic Filter has 4 minimum 0 


571 square inches of filtering surface aS 


oit FILTER CHECK-UP MONTH 


compared to only about 69 square inches 
for an ordinary filter. 

AR Micronic Oil Filter 
ing dirt, grit, 
ts! 


No wonder @ MoP 
does a better job of remov 
sludge, and other harmful elemen 


So . . - for faster, more efficient filtering, 
be sure to use MoPaR Micronic Oil Fil- 
ters and Filter Elements. Remember - - - 
they're genuine Chrysler Corporation parts 
— factory - engineered, factory - inspected 


and supplied by Chrysler Motors Parts 


Corporation. 
t MoPar Micronic Oil Filters and 


You can g@ 
Filter Elements from your nearby Plymouth, 
Chrysler dealer. 


Dodge, De Soto or 
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Bearings, Blisters 
(Continued from page 71) 


rear axle has been removed to 
make the job more accessible. 
Transmissions of that day were of 
the progressive type—that is, the 
gear-shift lever moved forward 
and backward only, making it ne- 
cessary to feel or “find” each 
notch in shifting. The reverse 
notch might be front or forwards 
but in either case low came next, 
then second and then, of course, 
high for that type of car 


I can see Ray at the lathe, turn- 
ing up flanged aluminum cups to 
be assembled into gasoline filters 
patented by one of our customers. 

The home-made, two-stage air 
compressor is running. We are 
the only folks in town who furn- 
ish free air. 

And powering shop machin- 
ery is a small steam engine, tak- 
ing heat from a boiler that also 
furnishes heat in the winter. 

The old ways are pretty fresh 
in my mind and some may say the 
old ways were pretty crude. But 








Here is what happens ex 
when you use anything but 
the Best in Brake Fluid... 


It’s bound to happen when 
inferior brake fluid is used — 
swollen rubber and corroded 
metal that leads to brake fail- 
ure in emergencies. « So... 
Never use anything but the best 
in brake fluid. Use genuine 
Thermoid Hydraulic Brake 
Fluid. Meets or exceeds S.A. 
E. specifications. 


hermol 


the standard of quality and 
precision processing in brake 
lining; brake blocks; hydrau- 
lic fluid, cylinder assem- 
blies; hydraulic brake parts. 


Thermoid Comp 





y ° Trenton, New Jersey 











just remember, somebody had to 

come first! 

Salesman Doesn’t Sell 
(Continued from page 73) 


money. But I am not sure I am 
real happy with the service I’ve 
been getting. And I’ve heard 
about you and just wanted to 
meet you and look the place 
over.” 

By this time all three receiv- 
ing lanes were full and cars were 
in lines into the street. It was 
the rush moment of the day. Cus- 
tomers were waiting in various 
stages of impatience. Conversa- 
tions were rapid. There was an 
atmosphere of tension and ur- 
gency, except in Johnny Gross- 
man. 

Knowing there was not a nickel 
in it for him, he still took his time 
and made reassuring conversa- 
tion. Any time he could be of 
help, he said, we should come 
right on in. The shop, he assur- 
ed us, serviced other makes of 
cars in addition to the one sold. 
He made no effort to sell any- 
thing. He made no evident show 
of anxiety to get to another cus- 
tomer where there would be a 
commission. Did not even seem 
aware that other cars were on the 
floor. And was apparently will- 
ing to linger and visit. 

Later, after we had cleared the 
lane, Johnny discussed some of 
his ideas on the function of a 
service salesman, while we rode 
in the lady-customer’s new car. 

“This customer complains about 
a squeak in the steering wheel,” 
he commented, “but actually, the 
squeak is in the accelerator pedal. 

“That’s why it is important to 
drive the car and find out exactly 
what is wrong. Most customers 
come in and say they need this or 
that when in most cases they don’t 
know. 

“I could write tune-up orders 
every day, but I don’t. They come 
in and order a tune-up. But in 
most cases the trouble can be 
mended with the turn of a screw- 
driver. Why should I sell a tune- 
up when I can send the customer 
on his way in just a few minutes? 
I know, I don’t sell anything ex- 
cept a little personal attention. 
Yet I am not justified in writing 
a ticket on something I know I 
can fix in a minute. 

“Other customers come in and 
want a steering-gear adjustment 
because of a shimmy. Actually, 
shimmy can also be caused by un- 
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DELCO-REMY 
RENEWAL PACKAGES 


You can be sure of satisfactory performance and of satisfied 
customers when you service Delco-Remy distributors with 
these genuine Delco-Remy renewal breaker plates — now 
Popular renewal 
package assortment packaged for your convenience. They are easy to install with- 
No. 1915884 out special tools and, because they are Delco-Remy built to 
original equipment specifications, they are bound to fit. 


Delco-Remy packaged distributor renewal breaker plates fit 
scores of six- and eight-cylinder models, cars and trucks, 
both old and new. Order the popular assortment containing 
six packages — four breaker plates with contact points, con- 
denser and molded bearings, assembled; two breaker plates 
with molded bearings only. Get your supply today — through 


f SERVICE © your UNITED MOTORS DISTRIBUTORS. 


DELCO-REMY—A UNITED MOTORS LINE Deleo- 
Available Everywhere Through 
UNITED MOTORS DISTRIBUTORS DIVINON, GENERAL MOTORS CORPORATION 


WHEREVER WHEELS TURN OR PROPELLERS 
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balanced wheels, as everyone in 
the business knows, or even a 
universal joint. But most cus- 
tomers don’t know what they 
need. It’s my job to see that they 
get what they need.” 

When we were back on the 
service floor, Johnny indicated a 
roll of protruding felt, about the 
size of a pencil and an inch long, 
along the edge of a car’s door 
panel 

“You have to see that they get 
what they need and still you must 
be positive that the little appear- 


ance and noise items about which 
customers are so particular, are 
taken care of. If, for illustration, 
the shop performs perfect service 
on all other items on this war- 
ranty ticket, and overlooks that 
little roll of felt, the customer’s 
confidence is destroyed. He, or 
she, immediately reaches the con- 
clusion that nothing else has been 
properly serviced. They may even 
suspect we haven’t worked on the 
car at all. 

“Yes, you have to get those lit- 
tle things. You can’t remember 
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them all, so when a car is finished 
I take the ticket and check every 
item to be sure. In the afternoons, 
when I’m not busy, I go out 
through the shop and follow up 
some of my jobs out there. A good 
many customers phone in the aft- 
ernoon to inquire how the job 
is coming. If I can give them 
exact information, that is personal 
attention they appreciate, too.” 

Johnny admits that, in the strict 
conception of the term, he is not 
so much a service salesman. For 
he actually tries to avoid selling 
a bill of service where he could, 
easily enough. 

Yet he does not believe a 
great many service salesmen can 
qualify as such. When they brush 
off the customers as rapidly as 
possible to get to the next car and 

“make a nickel,” they aren’t sell- 
ing service, either. They’re sell- 
ing repair orders, he says. 

Johnny Grossman says he sells 
personal service, and that is true. 
Yet it is a brand of personal serv- 
ice well beyond the ordinary, 
brisk, let’s - get - this - over - with- 
quick attitude so common on serv- 
ice floors. 

What Johnny also sells is a 
profitable by-product of personal 
attention. He sells to a customer 
the idea that during thei~ trans- 
action, that customer is all-impor- 
tant to Johnny Grossmen. He 
does it by giving his undivided 
and unhurried attention to each 
customer in turn. And he de- 
finitely leaves the impression that 
each customer’s car is the only 
car in which he has any interest 
whatsoever. 


Willys Export Shipments 
Set Monthly Record 


HE shipping schedule _ of 
Willys-Overland Motors in 
August called for the export of 
more than 5,300 vehicles, the ma- 
jority of them civilian Jeeps, Mar- 
cel F. DeMuller, president of the 
Willys-Overland Export Corp., 
announced. 
August shipments were proj- 
ected at 51 per cent above May, 
the year’s highest month. 


Automotive Ad Agency Opens 


advertising 
agency, Olney & Berrall, at 808 
N. 3rd St., Milwaukee, Wis., has 
been announced by Richard C. 
Olney and Joe Berrall. The agen- 
cy currently is handling five auto- 
motive accounts. 


Formation of an 
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Here's a presold market for Rochester 
carburetors that grows bigger and 


bigger each month! 


Want to do something about it? . . . want 
to tap this rich market? . . . want to get 
into the carburetor business the easy way, 
the quick way, the profitable way? 


A small stock of Rochester carburetors 
and carburetor service parts, 

Ce GROAN ic ROCHESTER CARBURETOR 
and you're on your way. Talk to your 


nye ne RVICE PARTS CABINET 
United Motors distributor. SERVICE . 


Every service garage should have one. 
Assortment consists of 35 super-active 


ROCHESTER CARBURETORS—A UNITED MOTORS LINE GNITED . service parts for Rochester carburetors. 


Entire deal sold at price of parts only 


Available E here Through f 
UNITED MOTORS DISTRIBUTORS Ecevit - 2» OD Senge, Gta cad Survie 
‘OTORS Manual are free. An easy way to get 
. started in the carburetor service 


business. 
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Buick’s XP-300 Engine 
(Continued from page 89) 


styling of the XP-300. The re- 
sult is two cars driven by one of 
the most compact and powerful 
engines ever put into an automo- 
bile. 

In the early stages of this pro- 
gram it became evident that Earl’s 
styling for the Le Sabre left very 
little room for a conventional en- 
gine big enough to give it the de- 
sired power. Chayne accepted this 
es a challenge and set about de- 


signing an engine that would give 
these cars a performance as start- 
ling as the proposed styling. 

The major problem was putting 
the maximum amount of engine 
into the limited space reserved 
for it. For this Chayne adopted a 
90-degree V-8 design and used 
supercharging to boost the power 
output to the desired amount. 

The XP-300 engine is used in 
both cars. It is strictly for experi- 
mental purposes, designed and 
built with no thought given to 
production considerations. It 
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with your 
MOBO jobber today! 





COMPLETE 
RADIATOR LINE 
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SERVICING 





JOHN T. STANLEY CO., INC. 
642 West 30th Street, New York, N. Y. 


MOBO MAKES DEPENDABLE PRODUCTS 
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weighs only 550 pounds—nearly 
250 pounds less than the engine 
in a Buick Roadmaster—yet its 
power output is more than double. 
Although it has been billed at 300 
horsepower—thus the name XP- 
300—its output has been as much 
as 335 horsepower in dynamome- 
ter tests. 

It has a bore and stroke of 3.25 
inches, with a piston displacement 
of 215.7 cubic inches, compared 
with 320.2 cubic inches for the 
Roadmaster engine. It has a com- 
pression ratio of 10-to-1 and is 
supercharged to 18.2 pounds per 
square inch manifold pressure at 
5,000 rpm. 

One of the principal problems 
confronting the designer was that 
of keeping the over-all height of 
the engine down to a minimum. 
Both the XP-300 and Le Sabre 
are extremely low and the XP-300 
has a hood which slopes toward 
the front, further limiting space. 


Uses Shallow Oil Pan 


Chayne overcame this problem 
by using a very shallow oil pan. a 
relatively small flywheel and by 
dividing the crankcase into two 
sections. The lower section car- 
ries the main bearings, water 
jackets and cylinder sleeves; the 
upper section contains the cam- 
shaft, valve lifters and intake 
manifold. 

The crankcase is of cast alum- 
inum alloy instead of cast iron. 
Use of aluminum resulted in con- 
siderable weight saving. Cylinder 
sleeves are of the “wet” type cast 
from “Ni-Resist” iron, which has 
a higher coefficient of expansion 
than the more commonly used al- 
loys, and therefore more closely 
approaches the expansion rate of 
the aluminum cylinder head and 
pistons. The upper halves of the 
main bearings are fitted with steel 
inserts. The lower halves are 
forged steel. 

To compensate for the low in- 
ertia of the small-diameter ‘ly- 
wheel, Chayne substituted a 
bronze wheel for a steel one. The 
high tensile strength of bronze, 
together with its high specific 
gravity, makes this metal prefer- 
able for a flywheel in an engine 
operating at high speeds, and ac- 
tually reduced the over-all height 
of the engine by 1.5 inches. 

By nestling the upper section 
of the crankcase deep between 
the two banks of cylinders, 
enough clearance was obtained to 
install a “Roots’”-type blower be- 
tween the cylinder heads without 





Sell more lamps at change-over time 
with this 2 minute, 20 second check-up! 


1. Take 2 minutes to inspect all the lamps on each 
car left for Fall servicing. Headlamps, tail lamps, dash 
and trunk lamps. Actual tests prove that 1 car out of 3 
needs at least one lamp replacement. And every G-E 
lamp sale means big profits for you! 





3. Give yourself 5 seconds to attach the “snap- 
on” memo card to the car’s steering wheel. When your 
customer picks up his car, he’s sure to see your sales 
message and be reminded to buy his needs from you. 
He'll appreciate this extra safety service. 


2. Take 15 seconds to list the lamps your cus- 
tomer needs. Use the handy, General Electric snap-on” 
memo card. There’s room to recommend other items 
too... new tires, plugs, battery. (Get FREE “snap-on” 
cards and window banner from your G-E lamp supplier. ) 


4. Result: Every change-over creates lamp and TBA 
sales! The 2 minute, 20 second lamp check-up plus 
the G-E memo card is a sure-fire sales combination. 
So, for extra profits, get your free memo cards now. 
And order plenty of General Electric lamps. Call 
your supplier today. 


Remember, G-E “All-Glass’”’ Headlamps DO NOT GROW DIM! 


GENERAL @@ ELECTRIC 
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increasing the engine height. This 
location of the blower resulted in 
an intake manifold that is very 
short and contains a minimum of 
bends or obstructions, according 
to Buick 

The aluminum cylinder heads 
have fully-machined combustion 
chambers with intake and exhaust 
valves set opposite each other at 
90 degrees, and with the spark 
plug at the top center of the 
chamber. 

The engine was designed for 
high output at speeds consider- 


ably below those ordinarily at- 
tained in highly supercharged rac- 
ing engines, and the valve sizes, 
ports and cams were carefully 
developed with this objective in 
mind. The position <-f the valves 
at 90 degrees to each other, to- 
gether with the cylinder banks at 
45 degrees to the horizontal, re- 
sulted in the intake valves being 
vertical. This made the ports a 
minimum length and contributed 
materially to the “free-flowing” 
characteristics of the intake mani- 
fold. Exhaust valves are sodium- 
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three handed job 
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Herbrand’s BF-9] Door 
those hard-to-get-at handle re- 
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of holding pin. 
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tween the handle and handle 
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Every mechanic will have need 
for the BF-91 when working on 
door locks, window lifts, window 
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cooled and the guides for both the 
intake and exhaust were shrunk 
into the aluminum cylinder head. 
Because of the very high combus- 
tion chamber pressures, specially- 
designed laminated steel head 
gaskets are used. 

Piston heads are domed to give 
the desired combustion chamber 
shape. The dome also adds mate- 
rially to the structural strength 
of the pistons. 

A single camshaft, chain-driven 
from the front, is located between 
the two banks of cylinders. Valve 
lifters of the hydraulic, self-ad- 
justing type operate the valves 
by push rods and rocker arms. 
Because of the shape of the com- 
bustion chamber and the angle of 
the cylinder banks, the intake 
valves are vertical and their rock- 
er arms are mounted on one shaft 
on each head. Since the exhaust 
valves are horizontal, their push 
rods operate through drilled boss- 
es in the cylinder block between 
the cylinders, and the rocker arms 
are carried on short. individually- 
mounted shafts. The valve me- 
chanism is designed to operate 
without clatter or bounce at 
speeds up to 6,500 crankshaft rpm. 
Valve-rocker-arm covers and the 
spark-plug covers are aluminum 
alloy castings. 


Belts Drive Supercharger 


The supercharger is driven by 
three belts from a pulley located 
the front of the crankshaft. 
Two aircraft-type pressure carbu- 
retors are used in place of the 
conventional float type. One sup- 
plies gasoline to the engine, the 
other methanol. The gasoline car- 
buretor is used for all normal 
driving and gives satisfactory op- 
eration with present-day premium 
gasoline for engine operation be- 
low 125 horsepower. Methanol is 
required only for high outputs; 
consequently, the methanol car- 
buretor comes into action only 
after the gasoline carburetor 
throttle reaches a nearly wide- 
open position. Two separate fuel 
tanks and electric fuel pumps sup- 
ply the carburetors. Stainless 
steel exhaust manifolds of the col- 
lector type are used in this in- 
stance. 

The oil pan extends from the 
front of the engine to the rear of 
the housing, enclosing the fly- 
wheel. Since the flywheel ex- 
tends below the oil level, a small 
dry sump is provided around the 
lower part of the wheel to prevent 
unnecessary churning of the oil. 


on 
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JGH-COMPRESSON BIRTHDAY ! 


has {nniversary!” Three years ago Oldsmobile introduced 


Oldsmobile’s “Rocket” / 
etal 
was launched just 


three years ago! 


the most famous engine of modern times 


the high- 


compression “Rocket”! Powerful proof of the success of the 


“Rocket” can be measured in sales! Over three-quarters 


of a million owners are now driving “Rocket” Engine cars 


. are now thrilling to the added performance, economy, 


and smoothness of this great engine! As the “Rocket” 


celebrates its third birthday, Oldsmobile dealers everywhere 


are celebrating the skyrocketing public enthusiasm for 
“Rocket” Engine Oldsmobiles. They all know that 


it’s smarter than ever to be with Olds! 





Look at the 


record 


and see why 


$o many are sold on the “Rocket”! 


1948—Oldsmobile engineers un- 
veil the first of the high-com- 
pression engines of the future 
the “Rocket™! First “Rocket” 
Oldsmobiles are introduced to 
the public. 


1949—"Rocket” Engine offered 
at a new low price in sensational 
new Oldsmobile "88"! “Rocket” 
Engine “88” is selected as official 
pace car for Indianapolis Mem- 
orial Day Race! 


1950 Public enthusiasm for the 
“Rocket™ continues to soar as 
Oldsmobile concentrates solely 
on “Rocket” Engines. Over half- 
a-million “Rocket” Oldsmobiles 
now on the road. 


1951 —All-time great new Super 
88°" Oldsmobile introduced. 
Outstanding new improvements 
in the 1951 Rocket” give 
Oldsmobile dealers the greatest 
sales story they've ever told. 








Product of Genera 


A otors 


soccer DL DS MOBILE 
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200—Ignition Spray 


A waterproofing spray for ignition 
systems, marketed under the trade 
name “Shortstop,” has been introduced 
by Zaco Laboratories, 1360 W. 9th St., 
Cleveland 13, Ohio. 

The spray, said to be effective for 
several months after application, is 
available in 3-oz. and 12-o0z. aerosol 
cans 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


201—Thread Restorer 
A set of 8 sizes of thread restorers, 


ranging from a bolt diameter of V4” 
with 28 threads an inch to a 34” bolt 


PRODUCTS 


AND 


diameter with 16 threads an inch, has 
been added to the line of Bonney Forge 
& Tool Works, Allentown, Pa. 








THIS PRECISION INSTALLATION AND 
VICE UNIT is so completely competent, 
it has required no change in 5 years. Heavy 
duty portable equipment also available. 


Bal 


74 yates 8 and 12 FLUTED 
TAP machines in expansion 
Clearance threads. 


SERV! 


CASH-IN NOW ON 
HUGE DEMAND 


HERE IT IS 


The amazingly simple new Peterson-Burst 
Screw-In volve seat with expansio 
ance that 

nance techniques the nation over 
Self. Locking 


Wont Come Out! 


ke 


FOR NEW.. 


P-B 
SCREW-IN 


VALVE SEAT 


Fleet Owners Demand New 
Valve Maintenance Plan That 


DOUBLES VALVE MILEAGE ! 


Get ready now to handle the profitable rush to P-B Screw- 
In Valve Seats! Fleet owners are learning most valve 
trouble comes from faulty seats! After older truck engine 
looses factory clearances, corrodes and limes up, pressed- 
in seats now in common use fail to dissipate extra heat 
—buckle and distort. Trucks on heavy load assignments 


or fast runs re 
P-B Screw-In 


pot 8 and 12 FLUTED 

CUTTER makes only preci- 
sion counter bore in repiace- 
ment field. 


dissipation. 


the real cause of valve bre 
engine valve mileage. Easily reground or replaced in same 
threads—can’t come loose, give perfect seating and heat 


uire seats that take more heat. Self-locking 
eats—with Mt eesti clearance—eliminate 
ge and burning, give new- 


A REAL PROFIT OPPORTUNITY ! 


Only a few carefully selected P-B Master Fn will be chosen in 
each area to install the amazing new P-B Screw-In Valve Seats. If 
your shop can qualify, you'll stand to make some real money. For full 


information, mail coupon today ! e 
Manufacturer of the Peterson Surface Grinder 


OO P-B 


Please send me free information on 
Name. 


Master Shop Plan [(_) Surface Grinder 


Firm 





Address Town 


State 














CATALOG S$ 


Identified as No. TR7, the set is said 
by the manufacturer to speed rechasing 
of battered or damaged threads. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


202—Inspection Booklet 


in- 
Get 


on safety 

How to 

Profits from 
Your Safety Serv- 
ice Departments,” 
has been issued by 
Weaver Manufac- 
turing Co., Spring- 
field, Ill. 

Various models of 
brake testers, 
wheel - alignment 
testers and head- 
light testers are 
featured. Statistics 

on defects found in recent safety in- 
spections and suggestions for selling 
safety service are also included. The 
booklet shows light-duty and heavy- 
duty testers in both surface and flush 
models. 
Want more information? Use cou- 

pon on page 148 and you'll get it! 


An illustrated booklet 
spections, titled “Here’s 
More 


203—Lighter-Dash Light 


A combination cigar lighter and dash 
light, with the light built into the light- 
er knob, has been announced by Sinko 
Manufacturing & Tool Co., 3135 W. 
Grand Ave., Chicago 22, Ill. 

A tilt switch in the knob operates 
the light. The unit is said to be inter- 


changeable with standard equipment of 
most models now on the road. The 
knob is furnished in several finishes, 
both opaque and translucent. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 


204—Diesel- Tool Guide 


A 36-page guide on special tools for 
servicing diesel engines, including a 
section on heavy-duty repair-shop 
equipment for diesels, has been pub- 
lished by Kent-Moore Organization, 
Inc., General Motors Bldg., Detroit 2, 
Mich. It contains descriptions, illustra- 
tions, applications and prices of more 
than 150 tools for GM diesels and re- 
lated units. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 
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These LOK Features 
mean EXTRA POWER...EXTRA LIFE 


The quality features built into every Thor Battery are your assurance 


that your customers will receive dependable battery performance. 





Uniform Thor quality is maintained by constant laboratory control of 


every step in manufacture . . . plus rigid tests of performance . , . in one 


of the most modern battery laboratories in the industry. 
This modern plant in 


eeralepee PRICE 


Prompt service —. ! BATTERY CORPORATION 


throughout the 
Southern territory. Le ns 4 Hamburg, Pa. 


(ries) big , = slg Atlanta, Georgia « Boston (Medford) Mass. 








205—Spring Compressor 


A brake-pin spring compressor, said 
to save up to an hour on Chevrolet 
brake relining jobs, is now being mar- 
keted by Herbrand Division, The Bing- 
ham-Herbrand Corp., Fremont, Ohio. 

No. 188, as it is identified, removes 
and replaces the special tension lock 


washers used on Huck brakes on 1936- 
50 Chevrolets. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 


206—Block-Repair Kit 


A tool kit for block-repair services, 
including tools and materials for crack- 
ed motor blocks and other castings, has 
been announced by Versnick Manuiac- 
turing Co., 4700 E. Nevada, Detroit 34, 
Mich. 

Four sizes of taper plugs, made of 
motor block iron so they will expand 
and contract at the same rate as the 
block, are part of the kit. Other tools 
are: air hammer for trimming and 
peening, drill jig, reamer, facer, over- 





@ You sell top performance when 
you sell Johnson Bearings. They are the 
result of 50 years’ progress in sleeve 
. highest quality possible, 
made to precise measurements, multiple- 
checked for dimensions, ready to install. 
You can readily recognize Johnson Con- 
Rod, Camshaft and Main Bearings by 
these attractive packages. Sell them in 


bearings . 


complete sets. 


Know the Johnson line 
of automotive bearings 
and bushings. Write 
for cotalog. 





size valve seats, ground taps and ro- 
tary files. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 


207—Regulator Tester 


A volt-amp-resistance regulator-gen- 
erator tester, for use where 12- and 
24-volt ranges are unnecessary, has 
been announced by King Electric 
Equipment Co., 9123 Inman Ave., 
Cleveland 5, Ohio. 

The portable tester, identified as 
Model G-214, has a 5” D’Arsonval 
meter for fast, accurate readings. Tests 
can be made on an open or closed cir- 
cuit in accordance with manufacturers’ 
specifications. Self-contained load re- 
sistors substituted for vehicle battery 
give accurate regulator settings regard- 
less of battery condition. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


208—Impact Wrench 


A heavy-duty universal electric Im- 
pactool for nut-running jobs in truck, 
bus and industrial-maintenance fields 
has been added to the line of Inger- 
soll-Rand Co., Dept. F. P., 11 Broad- 
way, New York 4, N. Y. 

Size 34U, as it is identified, has a 
1” square driver and is rated for bolts 


up to 1%”. The electric motor and im- 
pact unit are placed side by side to re- 
duce over-all height and permit hand- 
ling truck U-bolt nuts without jack- 
ing up truck. The tool can be reversed 
by an easy-to-grip switch. It weighs 
32% Ibs. and comes equipped with a 
heavy-duty plug and cable. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 
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209—Spray Gun 


A lightweight spray gun, using noz- 
zle set-ups that are standard on most 
of its heavy-duty production spray 
guns, has been added to the line of 
Binks Manufacturing Co., 3114 Carroll 
Ave., Chicago 12, Ill. 

The body of Model 29 is an aluminum 
casting that reduces weight of gun to 


20 oz. It has a cartridge-type air valve, 
large air passages and a brass and steel 
material passage. It is recommended 
by the manufacturer for spraying lac- 
quers, synthetic enamels and other 
coatings of light or medium viscosity. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 


210—Trailer Stabilizer 


The Wakeman stabilizer for tractor- 
trailers, said to prevent jackknifing, 
has been placed on the market by The 
Truckstell Manufacturing Co., Union 
Commerce Bldg., Cleveland, Ohio. 

The unit provides an automatic hy- 
draulic action that is said to prevent 
sudden changes in angle between trac- 
tor and trailer by limiting the speed 
at such changes. A foot control with 
which the driver can lock tractor and 
trailer into a rigid unit is another fea- 
ture. Width of the stabilizer is 52” 
and weight is 160 lbs. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


211—Car Wash 


A concentrated liquid car wash, 
packaged in collapsible tubes for extra 
convenience, has been announced by 
Swaco Products Corp., Hollis, N. Y 

Called Won-Wash, the compound is 
said to be self-drying and non-streak- 


ing. One tube contains enough for 
three wash jobs on passenger cars, a 
company announcement said 
Want more information? Use cou- 
pon on page 148 and you'll get it! 





Jog y Bring You 
CUSTOMER SATISFACTION 


and Ligget Ptofite/ 


Only a clean car will take a high luster polish. BOWES Auto 
Polish removes dirt and road film, and gives a remarkably high 
polish with very little effort. Long noted as the polish that gives 
“more shine with less work,” it is now improved—does the job 
even better. 

BOWES Liquid Wax then keeps that polish gleaming for 
months... it laughs at rain. Together the polish and wax give 
your customers the kind of satisfaction that BRINGS ’EM BACK. 

Products that are made right... priced right . . . merchan- 
dised right and .. . nationally advertised . . . will SELL. Display 
your BOWES Auto Polish and Liquid Wax—recommend them 
to your customers—and watch your profits go up. Sell ’em as a 
team, and you'll win friends and make more money. Remember 
... this profitable team is nationally advertised. 


Get Polish Profits... the Easy Way 
Display dependable Bowes Auto Polish and 


Liquid Wax ... remember... products well 
q 0 ES displayed are more than half sold. Cash in 


on Bowes national advertising. 


BOWES "SEAL FAST’? CORPORATION 
INDIANAPOLIS 7, INDIANA 
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212—Stop Light 


No. 570 Stop-Lite, with a lens area 
of 644” and over-all diameter of 744”, 
has been added to the line of Anthes 
Force Oiler Co., Fort Madison, Iowa 

Two-inch letters stand out on a black 
background and choice of red or am- 





Please send me additional jnformation on the following New 
Products described in the September, 1951, issue of SouTHERN 
AUTOMOTIVE JOURNAL: 


No... No. 


Company . Lin 
Number and Street... 
City --Posial Zone... <.. State... 


Tear out and mail te Sov cme Aprons Jovawat 
806 Peachtree St, , ONE. Aden. 5 














Fox Powerchargers bring a new, 
fool-proof simplicity to battery 
charging. Just connect Power- 
charger to battery, turn current 
on. That's all! No time clock to 
set, Powercharger does the rest. 
Perfect job, automatically, every 
time. 


Safety Therment Control 

- ++ @ Fox “exclusive 
It detects and constantly reports 
battery condition to charger. If 
it is improperly used or acci- 
dentally removed, Powercharger 
cuts off automatically. Safety 
Therment, exclusive with Fox, 
has no moving parts, is virtu- 
ally indestructible. 


Other features: 


Compensated Cut-Off ... 
Trouble Light .. . 


Wire or write Dept. F for full details 





Dynamic Comparator Battery Test .. . 
Fast or Slow Charging .. . 


ber lens is available. The light uses 
a 6-8-volt, 21-candlepower, single-con- 
tact bulb. No. 570 has an L-shaped 
bracket for universal mounting, while 
No. 570-F is designed for flush mount- 
ing 
Want more information? Use cou- 
pon on this page and you'll get it! 


213—W ork Bench 


An all-steel work bench with a lami- 
nated, plastic-covered top, has been 
added to the line of Natkin & Co., 1601 
S. Hanley Road, St. Louis 17, Mo. 

A heavy-steel bench top for the unit 
is also available. Bench is 60” long, 
24” wide and 335%” high. It is fin- 


Sea 


ished in baked enamel and corners 
and legs are welded for added strength. 
Top is said to be sturdy enough to 
support vise, bench lathe or other shop 
equipment 
Want more information? Use cou- 
pon on this page and you'll get it! 


21 4—Chrome ri ‘leaner 


A cornpound for cleaning chrome on 
automobiles and other vehicles has 
This model and other Fox been placed on the market by Howard 
Powerchargers are available Smith and Co., 15310 Waterloo Road, 
with conventional electric Cleveland, Ohio. 
timer control if desired. Marketed under the trade name 
“Slik Trik,” the cleaner is in powder 
form. It may be used with a wet cloth 
or mixed with a small quantity of water 
‘ to form a paste, the manufacturer stat- 
Automatic ed. It is said to dissolve rust and pro- 
Full Year's Guarantee. tect the finish in addition to cleaning 
the chrome. 

The cleaner is packaged for the re- 
tail trade on  display-merchandiser 


cards. Each card holds a dozen pack- 
MPANY ages of the cleaner. A package con- 
. & tains more than enough cleaner to clean 


bright work on a passenger car, accord- 
ing to a company announcement. 
Want more information? Use cou- 
pon on this page and you'll get it! 
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215—Battery Kit 


A battery service kit, molded of hard 
rubber and said to provide space for all 
facilities needed to check and service 
a storage battery, has been announced 
by The Electric Storage Battery Co 


Allegheny Ave. & 19th St., Philadel- 
phia 32, Pa. 

It has a compartment for distilled 
water, extra-large tool compartment, 
space for an Exide Check-Charge and 
holders for hydrometer and syringe. It 
measures 11” long, 934” high and 634” 
wide. Weight is 6% lbs 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


216—W indshield Ww asher 


A windshield washer that operates 
by squeezing a plastic bottle has been 
announced by 
Denton Has- 
sell Manufac- 
turing & Dis- 
tributing Co., 

Ferndale 20, 
Mich. 

The unit is 
said to fit 
cars, trucks 
and buses and 
can be in- 
stalled with- 
out drilling. 

It washes both right- and left-hand 
windshields at the same time, a com- 
pany announcement stated. It holds 
6 oz. of water, said to be enough for 
100 washes. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 


217—Anti-Freeze 


A funnel-top, cylindrical container 
for Whiz Zorbit gas-line anti-freeze 
has been introduced by R. M. Hollings- 
head _ 840 Cooper St., Camden 

The container fits directly into gas- 
tank opening, according to the manu- 
facturer. The compound absorbs wa- 
ter in both the gasoline and fuel sys- 
tem, dispersing it into fine particles 
that flow with the gasoline into the 
combustion chamber. This action is 
said to minimize rusting and to help 
dissolve gum deposits that clog fuel 
lines and the carburetor. The com- 
pound is packaged in pint cans. A 
double-sided wire merchandising rack 
is available. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 





OPERATOR 
CAN WASH 
ATO 6CARS 
AN HOUR! 


Ne ah. 





WAVEWASH 
CAR WASHER 


Swing ¢ 
to wet ana 


Re 


Swing Wavewash Solution 
Spray line over entire car. 


Wave-rinse car. Dries with- 
out wiping—no streaks! 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 


Are you still inflating tires with a hand 
pump? 

Is your car washing still being done by 
your “bucket brigade”? 

Be modern! Be smart! With a Wavewash 
Car Washer, one operator can wash an 
entire car in only 10 or 15 minutes! 

While your customers wait, you can wash 
cars quickly ... thoroughly . .. profitably! 

Wavewash car washing is smart mer- 
chandising. Offer your customers a com- 
plete service and you will 

e Pump more gas 

e Multiply your grease jobs 
e Make more oil changes 
@ Sell more accessories 


No other car washer embodies all the 
distinctive features of Wavewash. Write to- 
day for free illustrated folder giving com- 
plete details. 


Sales Representatives Coast to Coast 


JOBBERS—a few choice territories still 
open. Write today! 





219—Wiper Blades 


Two replacement wiper blades, one 
for curved windshields and one for flat 
windshields, have been added to the 
line of Trico Products Corp., 817 Wash- 
ington St., Buffalo 3, N. Y. 

Both blades feature a flexible chan- 
nel and free-floating rubber wiping 


The blades are said to fit 
any make or model of car without 
adaptors. A counter-display package 
is available. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


220—Batteries 


Four sizes in its Heavy-Duty DeLuxe 
battery line, Group 2, 2L, 2F and 2E, 
have been announced by Willard Stor- 
age Battery Co., 246 E. 131st St., Cleve- 
land 1, Ohio. 

The batteries have increased cold- 
weather cranking power and resistance 
to under-hood temperatures. Hard rub- 
ber container is reinforced at points 
of stress. The Group 1 size was in- 


element. 





4 BRIGHTER WARNING FROM 
EVERY DIRECTION. 


TURN A GOOD TURN WITH 


ry 


Grate 


Bung 


/ CLASS A—TYPE 1 
DIRECTIONAL 





4 
Includes No. 212 Seried 
lamps, brackets, flosher, switch and harnes: 
for easy installation. Other sets for all bus 
tractor and trailer combinations. 


No. 2400 Set. 








LINE ’EM UP 


Compore the streamlined de- | 
sign and durability of the 
Grote Marker Lamp and its 
plastic lens with any other f 
you have used. Compore the 
brighter, safer light and the | 
lower clearance of the Grote 
No. 225 clearance lamp. See 
the greater reflectivity of the 
Grote No. 110 long range re- 
flector. Rigid comparison of 
appearance, effectiveness and 
economy has caused the 
largest truck operators to 
specify Grote Truk-Line safety 
lights and reflectors. Ask your 
Jobber. Send for the catalog 
of the complete Grote line. 


hs Crate MFG. CO., 


* SIGNALS ond SETS 


& These lamps have greatest attention compelling 

> value in the busiest traffic — day or night. 
: “They-are brighter — an arresting warning that 
u assures action! Rugged construction —designed 
and built for heavy-duty truck service. There's 
no better directional signal made than this Grote 
Truk-Line. Meets all SAE specifications, State 
and ICC requirements. 


AND COMPARE VALUES — 


...and Better 


MAKE EVERY 


D2I2R 
Double - faced Class A 
Direction Signo!. Amber 
a for front onan 
for rear. Uses 
2\-¢.p. bulb 


Fpi2k 


Medan lish withfae bree 
bedy Po 


GROTE SQUARE 
a ae ae Se KY 


Opposite Cincinnati) 





Be 


troduced a year ago. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 


221—Rubber Conditioner 


A neutral-colored, odorless product 
that is said to restore color and luster to 
rubber materials without giving a glaz- 
ed or painted finish has been placed 
on the market by Cecil H. Jarrett Co., 
Inc., Newton, N. C. 

Kolor-Nu, as it is called, is recom- 
mended by the manufacturer for black 
tires, floor mats and similar applica- 
tions. It is available in pints and gal- 
lons 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


222—Portable Puller 


A portable Hydra-Tote, designed to 
hold the complete OTC hydraulic pull- 
ing system and take pulling tools di- 
rectly to the job, has been introduced 
by Owatonna Tool Co., 306 Cedar St., 
Owatonna, Minn. 

The unit is of sturdy, welded-steel 
construction. It measures 32” high. 
3614” long and 16” wide at the base 
There is a 1014” clearance between 
press uprights, 11” clearance from ram 
to top of press plate and 34” from top 
of press plate to floor. It has pe:ma- 
nent steel hangers for items 
of the system and a tray for extra parts. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


daS1C 
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223—Brake Lining 


Green Block brake lining in the “U” 
combination has been added to the 
line of World Bestos, New Castle, Ind. 

The lining is said by the manufac- 
turer to stop brake squeal, eliminate 
fade, prevent heat-checked drums and 
keep drums free of organic films and 
other deposits caused by continuous 
high-temperature operation. 

The combination includes one seg- 
ment of Green Block with three “D” 
blocks. Lining is available in %4” 
thickness. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


224—Hydraulie Pullers 


Three popular sizes of OTC Grip- 

O-Matic pullers can be adapted to 
be used with 
the Power- 
Twin hydrau- 
lic puller, it 
has been an- 
nounced by 
Owatonna Tool 
Co., 306 Cedar 
St., Owatonna, 
Minn. 

Only slight 
changes are 
necessary to 
change over 
to Nos. 1003 
1003% and 
1003%-Lto 
faster operat- 
ing hydraulic 
power, a com- 
pany announ- 
cement stated. The conversion in- 
creases the range of utility as well as 
making the pullers more effective and 
efficient, the manufacturer stated 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


225—Relining Booklet 


“How to Get More Stops between 
Relines,” a booklet on its Silvertip 
brake lining for heavy-duty applica- 
tions in trucks, passenger cars and 
taxis, has been issued by Engineering 
Division, Grizzly Manufacturing Co., 
Paulding, Ohio. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


226—Radiator Hose 


A neoprene radiator hose for buses 
and trucks, said to give four times 
greater resistance to oil, grease and 
fumes than ordinary hose, has been 
announced by Thermoid Co., Trenton, 
N 

The hose has an inner tube of 3/32” 
average thickness compounded from 
neoprene Reinforcement consists of 
woven fabric frictioned on both sides 
with a neoprene compound and plied 
on a 45° bias for flexibility. The out- 
er cover is 1/32” neoprene, adding to 
the heat-resisting qualities and pro- 
tecting from oil and grease, the com- 
pany reported. 

The hose is available in standard sizes 
up to and including 154” inside diame- 
ter, two-ply, wall thickness 3/16” 
Over 134”, there is three-ply construc- 
tion and wall thickness of 15/64”. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 





BALANCE 
os needed ! 


j 


D-PEBFECT> 


WHEEL WEIGHTS 


The Wheel Weight 


that lives up to its name 


“U" TYPE— @ Cc" TYPE— @ SPECIAL" TYPE— 
favorite inthe The ‘'C'’ type Made for late model 
industry. Fits ALL weight (newstyle) Cadillacs with hub 
rimshavingfactory insixsizeswillgive ‘°¢P* covering en- 
trim rings except most satisfactory ‘** wheel. cusopt 
late model Cadil- results on passen- en + wf 
—— which "'C’’ type 

lacs. gercarswith"K"or weight is recom- 

“L” type rims. mended. 6 sizes 


PERFECT EQUIPMENT CORP. 


804 W. Morgan St. KOKOMO, IND. P.O. Box 706 


Manufacturers of Wheel Weights for Trucks and Passenger Cars 
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227—Fire Extinguisher 


A liquid-type mechanical foam for 
extinguishing petroleum-product and 
polar-solvent fires has been announced 
by National Foam System, Inc., West 
Chester, Pa 

Aer-O-Foam “99”, as it is identified, 
can be used with existing devices for 
6-per-cent mechanical foam making 
and proportioning. It is available in 5- 
gallon cans 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


228—Gasoline Filter 


A lightweight gasoline filter, featur- 
ing a non-woven rayon cloth to cover 


All these ECHLIN Extras at no extra cost to you... 


MIRROR FINISH TUNGSTEN FREE FLOATING SPRING 
COPPER CONDUCTOR STRIP GREATER PRECISION, 


CONTACTS 
COILS » CONDENSERS 
& OTHER AUTOMOTIVE 


os ELECTRICAL PARTS 


ECHLIN MANUFACTURING COMPANY ® 228 EAST ST., NEW HAVEN 5, CONN. 








filter disc, has been placed on the mar- 
ket by Sparkler Manufacturing Co., 
Mundelein, Il! 

The filter is 244” high and 2” in dia- 
meter so it can be installed anywhere 
in fuel line, the manufacturer stated 
It has a cast-aluminum top and alum- 
inum-alloy bow! Illustration shows 
exterior and cross-section views of the 
unit 

Vant more information? Use cou- 


pon on page 148 and yu ll get it! 


229—Lube Gun 


A 10,000-lb hand-operated grease 
gun, loaded either through a fitting or 
by removing cap from barrel, has been 
introduced by Aro Equipment Corp., 
Bryan, Ohio 

The gun holds 3 oz. of 


weighs about 3 3 Il oaded. It has 


grease and 


a spring-loaded barrel to give positive 
action and a relief valve to release back 
pressure after refill It can be op- 
erated with one hand 
Want more formation? Use cou- 
pon on page 148 and you'll get it! 


230—Gas Guards 


A line of gas-door guards for popu- 
lar 1951 models and earlier cars has 
been announced by Richlite Manufac- 


turing Co., 2326 Indiana Ave., Chicago 
16, Ill 
Made of No. 20-gauge steel and fin- 
ished in triple-plate chrome, the guards 
can be installed without drilling. 
Want more information? Use cou- 
pon on page 148 and you'll get it! 


231—Clutch-Plate Grinder 


A clutch-plate grinder with a verti- 
cal chuck, designed for those who pre- 
fer this type grinder to its horizontal- 
chuck model, has been announced by 
Lempco Products, Inc., Bedford, Ohio 

The grinder has a 2514” swing to 
mount large clutch plates and fly- 
wheels. The turning and grinding are 
simultaneous with the tool and wheel 
moving across the face of the work 
The unit has automatic hydraulic feed 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


232—Air-Brake Catalog 


A 32-page, condensed catalog on its 
line of air-brake equipment has been 
issued by Bendix-Westinghouse Auto- 
motive Air Brake Co., Elyria, Ohio. In- 
tended as an aid to vehicle owners and 
operators, the catalog is a guide in the 
selection of standard air-brake and ac- 
cessory kits, popular service parts and 
repair-exchange material. 

Want more information? Use cou- 
pon on page 148 and you'll get it! 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 





A. W. “Art” Schultz, above, re- 
signed Sept. | as assistant to Ex- 
ecutive Vice-President J. L. “Jack” 
Wiggins of National Standard Parts 
Association to become assistant 
sales manager of Auto Specialties 
Mfg. Co. He will be stationed at 
the firm’s St. Joseph, Mich., head- 
quarters. Clayton Williams is the 
sales manager. 





Jobber News 
(Continued from page 83) 


“Care Will Save Your Car” pro- 
grams), will be the principal 
speaker at these meetings. 

Vick paid tribute to George 
Rodesney, president of the Auto- 
motive Trades Association of 
Oklahoma City and owner of 
Auto Parts and Machine Co.. for 
getting the program to rolling 
there. Most Oklahoma City job- 
bers are expected to participate, 
but the list had not been com- 
pleted at press-time. Among the 
sponsors already lined up were: 

S & S Automotive, Sharp Auto 
Supply, Boyington Auto Supply, 
Oklahoma City Hardware, H & H 
Auto Supply, A & B Spring, City 
Auto Parts, Capitol Hill Battery 
& Ignition, Allied Automotive 
Store, J & R Auto Supply, Capital 
City Auto Supply, Mac’s Auto 
Supply, Oklahoma Clutch Supply, 
John’s Bearing Machine & Sup- 
ply, Auto Needs Co., Modern 
Bearing & Supply, Yow Brake & 
Clutch Supply, Broadway Ma- 
chine & Motor Supply, Jobbers 
Crankshaft Service, Ray’s Supply, 
Agnew Auto Parts, Van’s Auto 
Supply and Auto Parts & Ma- 
chine. 

Sponsors of the St. Louis ses- 
sion, to be staged under the auspi- 
ces of the Greater St. Louis Auto- 
motive Parts & Equipment Asso- 
ciation, Inc., are: 

Authorized Motor Parts, Auto- 
motive Engineering, Automotive 
Parts & Service, Auto Parts, Beck 


& Corbitt, Borbein, Young & Co., 
Fred Campbell Auto Supply, Car 
Parts, Clayton Auto Parts, Fill- 
more Auto Electric Service, Gen- 
eral Accessories & Supply, Gra- 
vois Auto Glass & Paint, Hamp- 
ton Auto Supply, Dan F. Hyland, 
Inc., Kirn Auto Supply, Koochook 
Co., Maplewood Auto Supply, 
Medart Auto Electric, Missouri 
Auto Supply, Mound City Auto 
Parts, National Auto Supply, Na- 
tural Bridge Auto Parts, North 
Side Auto Parts, Oberjuerge Auto 
Parts, Progressive Automotive, 


Reid Auto Parts, St. Louis Auto 
Parts, Sims Auto Glass, South- 
west Auto Parts, Standard Auto 
Parts,Universal Parts & Service, 
Wagner Gear, Wellston Auto 
Parts and Wholesalers Service. 

Door prizes, refreshments and 
entertainment are planned at both 
meetings 

Densite oil-filter cartridges 
have been taken on by Piedmont 
Auto Exchange, Charlotte, N. C., 
President George V. Gilbert an- 
nounced last month 





Richlite 
auto GAS 
pooR GUARDS 


Custom Built Models 
for All Popular Cars 


Free Display Board is rigid all mete! construction in three 
beoutiful colors 
trim .. 


ed beckground with bleck on white 
hes ease! for counter use ond holes for well 
ize ly 18%" wide x 12” high, 





New! 


For All Popular 
1951 Cars 
Immediate Delivery 


@ Protects Fender 
Finish — Beautifies 
Car. 


@ Especially designed 
to fit each car. 


@ Easily installed — 
no hole drilling re- 
quired. 


finish... 
Richlite Triple Plate. 


2326 
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dt AUTO GAS op 


INDIANA AVENUE «¢ 


re (No. 800 Guerd mounted on displey 
wilt be charged for.) 


OR GunRos 
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Cm 


Richlite Auto Gas Door Guards add rich chrome beauty to cor and protect fender 
made of No. 20 gouge steel and beautifully finished with the famous 
Custom Styled to fit individual cor 
illustrating ovr complete line of 13 numbers to fit most populor cars 1951 and prior. 


Write for catalog sheets 


Richlite MANUFACTURING COMPANY 


CHICAGO 16, the 





Supersession of Numbers 
Has About Got Us Down! 


By GUY J. BOND 


Cox Auto Parts, Paintsville, Ky. 


T SEEMS to me that many manu- 
facturers are sabotaging their 
own sales programs in their en- 


The busy partsman has neither 
the time nor the patience to sift 
through a maze of supersession 








Do You Agree? 


Perhaps some manufactur- 
ers would like to voice some 
reasons for changing parts 
numbers often. Or maybe 
some other readers have 
comments on the subject. 
The editors will be glad to 
hear other opinions. 

















sheets in order to move merchan- j 
dise bought and paid for. 
is uncalled for, unless the 





deavor to change the parts num- 
bers on their merchandise at least 
once each time the moon changes. It manufacturer hopes the purchas- 
ing agent, seeing a new and im- 
posing parts number, will order a 
batch, only to find that he gets a 
duplicate in every way except 
in number of parts in which he 
already likely has a heavy in- 
ventory. 

Not only is such supersession a 
headache, it is a sales loser as 
well—an ironic one too, inasmuch 
as merchandise camouflaged be- 
hind a silly new number can be- 
come a “forgotten part” within a 
very short time. 

To illustrate clearly, 
it works: 

The manufacturer will send out 
—not periodically, but usually 
every day—a supersession list to 
be followed shortly by new cata- 
log pages. These new pages are 
--~- substituted for the old ones in the 


The market's wide open for this catalog. The counterman gets a 
new wonder cloth that prevents Fog, call for a certain part. The num- 
Mist, Steam from forming on winds ber in the new catalog is a com- 
shields and windows. plete stranger, an alien and an 

Just rub the Shoo-Fog Cloth over imposter! 

a slightly moistened glass surface. If manufacturers would only 
That's all it takes to prevent moisture get hep to the fact that counter- 
from forming for TWO to TWENTY: men, salesmen and _ partsmen 


FOUR HOURS (depending upon the memorize parts numbers through 
temperature). association—usually the last three 


figures of the number! But, need- 
less to say, it does little good to 
memorize and become intimately 
acquainted with a number that is 
subject to change with the regu- 
larity of a traffic signal. Unless 
every part in the establishment is 
changed to correspond to the new 
number (what a task!), the chan- 
ces are ten to one that sales will 
be lost for a spell until the parts- 
men finally find an old catalog 
to resort to. 

Naturally, for new-model cars 
and trucks new numbers in many 
instances are justified. But why, 
oh why, if that part is the same 
as on previous models, should the 
whole setup be changed and new 
numbers assigned to the same 
identical parts? Reminds one of 
a divorcee. 

Sometime ago the “big shot” 





From the maker of the original wax-treated 
auto polishing cloth comes a new and 


here’s how 
guanmenwacasesas 





cept wen 1 84 hee sepentng = 
908 GHEEC TIONS OF Gace 


A quick-sale, big volume item, 
with a year-round market, priced 
to sell at 39¢. One dozen cloths, 
each in a colorful glassine envelope, 
are attached six on each side of an 
attractive display card that takes 
only seven inches of counter space. 


ORDER NOW— FROM YOUR JOBBER 


LAS-STIK 
Wax Treated 
POLISHING 

CLOTH 


LAS-STIK 
CLEANING PADS 
FOR WHITE SIDE 

WALL TIRES 


LAS.STIK 
“Even-Heat” | ay 
WULCANIZING |< 
PATCHES 


LAS-STIK 
TUBE REPAIR / 
KITS 


oe 


OHIO, U.S.A. 


LAS-STIK MANUFACTURING €O., HAMILTON, 
DISTRICT REPRESENTATIVES: Southwest — Lynn & Hemphill, 


THE 


301 North Market St., DALLAS, 2; Southeast — Wesley O. 
Aaron, 843 Memorial Drive, $.£., ATLANTA; Kansas & Missouri 
— E. G. Craft, 804 W. 48th St. KANSAS CITY 2. 
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or district sales manager for a 
well-known and widely-advertis- 
ed line made a special call on us. 
Being somewhat enamored of his 
imposing title, he proceeded to 
complain that our stock was un- 
balanced, our catalog was not up 
to date, etc. 

I offered to wager two bucks 
that his own 20-pound catalog was 
not even up to date. He couldn’t 
believe his ears! Here was a mere 
cub questioning the integrity of a 
catalog just made up and sent him 
from the head office. 

“It’s a bet,” he said. 

“Okay,” I replied. “Today is the 
20th of the month. My wager is 
that, as of today, your catalog is 
not up to date. When you get 
your mail at the hotel tonight, 
there will be a supersession on 
something. My two bucks says 
so!” 

Brother, he knew right off that 
I had him and he actually craw- 
fished on a two-buck wager. And 
well that he did too, for the very 
next mail brought a new super- 
session on some fuel-pump num- 


bers! 


Changes with Every Moon 


I later asked this imposing gen- 
tleman if he could explain why his 
company had a penchant for 
changing parts numbers with each 
different phase of the moon. 

From his hum and hawing I 
finally learned that his company 
was constantly improving its parts 


good hundred pounds of catalogs 
and extra pages through the run 
of a year! Most of this is to take 
care of changed parts numbers. 
And they expect the already har- 
assed partsman to keep track of 
it all and be hep at all times. 
Now on the other hand, we 
have many companies, (God bless 
*em!) who fall in love with a parts 
number and nourish it along un- 
changed for years. And if they 
can use one number for one part 
for two or three decades, then 
reason teaches that others can too. 


My suggestion is that if the en- 
gineering department requires a 
new number to work by, then let 
the big brass assign it a pet num- 
ber, kept within company bounds 
and not tossed out into the trade 
to burden the partsmen and all 
the boys who actually sell the 
stuff—if they can identify it. 


Lieut. Louis Robert Harding, 
formerly with Standard Auto 
Parts, Bristow, Okla., who is now 
with the 45th in Japan, has been 
home on a 30-day leave 








ONMOUTH thin wall 
bearings are the choice of 
winners at the 500-mile Indian- 


Cae 4 


Winners use MONMOUTH 


Monmouth Engine Bearings 
are designed 


and constructed, 


tailor-made if you please, for the 
work they have to do. This we 
call “Engineered Performance”. 
It is just as important in your re- 
placement work as in a Speedway 
race car. It is a quality found in 
no other engine bearing. You 
benefit your customers and safe- 
guard your reputation when you 
insist on genuine Monmouth 
Bearings. N. A. P.A. 
Jobbers coast to coast 
supply them. Ask for 
them by name. 


and when the engineering depart- 
ment improved something, it sim- 
ply had to have a new parts num- 
ber to work by. The old one 
was dry meat, a mackerel and a 
has-been. Nothing but a brand- 
new number could satisfy it. 
Claimed that it caused too much 
confusion in the process of im- 
provement. 

I made this suggestion, which 
I still think has merit:, “When you 
improve or alter a part, why not 
so designate it with a suffix ‘Imp.’ 
or some other designation after 
the old parts number? In this 
way we partsmen can tell our cus- 
tomers that it has been improv- 
ed.” 

But I was talking to a sales 
manager, not the “number chang- 
ers,” the top brass, so to speak, 
the Lord Plushbottoms who, 
when they get up in the morning 
with a hangover, insist on super- 
seding something to appease their 
grouch! 

Some companies send out a 


apolis Speedway Races. 


In 1950, 8 of the first 10 cars 
to finish the race used Clevite 
77 and Micro type Monmouth 
Engine Bearings. 


In 1951, all 8 cars that finished 
the race used Clevite 77 and 
Micro type Monmouth Engine 
Bearings. The average 
speed of the winner was 
126.244 miles per hour 
for the 500-mile race. 


All Monmouth Replacement Parts are engi- 
neered and precision made to safeguard the 
reputation of the master automotive mechon- 
ics ond insure user safety ond satisfaction 


REPLACEMENT SALES DIVISION 
6545 © gle Ave. + Cleveland 3, Ohie 
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Joint Booth Conferences 
Recommended by ETI 
A RESOLUTION recommending 
that individual conventions 

of MEMA, MEWA and NSPA be 
held in the same city and during 
the same week in any calendar 
year in which an ASI Show is not 
conducted, beginning with 1953, 
was adopted recently by the 
Equipment and Tool Institute 

It was also recommended that 
if a booth-type business confer- 
ence is held in connection with the 


conventions, it be sponsored joint- 
ly by the three associations. 

“Our membership believes that 
considerable benefit will accrue 
to both wholesalers and manufac- 
turers if, beginning with the year 
1953, the national associations will 
schedule their conventions for the 
same week and in the same city,” 
said L. F. Woolman, executive 
manager of ETI. 

The practice of scheduling indi- 
vidual conventions immediately 
before or during the ASI Show 
in show years has been of great 
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NTO EVERY REPAIR JOB 


Master 





Dependable and Profitable 


When ore a paras isi BRAND PARTS you 
you're r ith equipment that will give 
long, dependable performance. No worry about kick-backs 
traceable to materials. No worry about safety for the 
motorist! Conscientious workmanship on your part and 
jon manufacture on ours, make a team that can't be 
beat. Price and quality are important to every customer. 
With MASTER BRAND quality plus economy you can 
produce a first rate job every time at a price your customer will like. 


Chefford Master Mfg. Co., Inc. 


FAIRFIELD, ILLINOIS 





benefit to membership of the asso- 
ciations, the resolution stated. 

The expense entailed in occupy- 
ing a conference booth adds to the 
over-all cost of convention attend- 
ance for those manufacturers who 
contract for booth space, it point- 
ed out. This cost is multiplied 
by the number of conventions 
and or booth conferences manu- 
facturers are requested to attend. 

It seems logical and advisable 
that benefits resulting from the 
cooperative effort between the 
three associations in the ASIS 
years should also be made avail- 
able in other years, the resolution 
stated 

If in any calendar year one or 
more business booth conferences 
is sponsored and conducted by 
less than all three of the national 
associations, ETI voted not to ex- 
tend approval of it 


J. C. “Curry” Smyth Dies 
In Amarillo Hospital 


C. “Curry” Smyth, treasurer, 
@ buyer and founder of Smyth 


‘Auto Supply in Amarillo, Texas, 


died in a hospital there late in 
July a few days after an opera- 
tion. 

T. L. Ferguson is president of 
the company. 


Martin-Senour Appoints Duchek 


Don A. Seeley, manager of the 
Automotive Division of the Mar- 
tin-Senour Co., announced last 
month the appointment of Michael 
J. “Mickey” Duchek as represen- 
tative in the area served by the 
NAPA Columbus (Ohio) ware- 
house. Duchek will headquarter 
in Columbus and promote the 
sale of Martin-Senour automotive 
finishes with the 75 jobbers serv- 
iced bw the warehouse throughout 
southern Ohio and West Virginia. 


“Fishing has been bad. The 
terrific heat has had a bad effect 
even on the fish,” Sam Suravitz, 
secretary-treasurer of Beard & 
Stone Electric Co., Inc., Houston, 
Texas, reported. “They are tempt- 
ed with the finest bait but they 
continue to remain too damn 
lazy. It is the heat.” 

> * * 

Twins, Cecile Elaine and 
George Arthur, III, were born to 
Mr. and Mrs. George Flowers, Jr. 
It’s a safe bet that Grandfather 
G. A. Flowers, Sr., president of 
The Flowers Co. at Hickory, N. 
C., is strutting these days! 
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J. A. “Jack” Brand Added 
As NSPA Field Man 


JS penne Standard Parts As- 
sociation has appointed J. A. 
“Jack” Brand as another field 
secretary, according to J. L. Wig- 
gins, executive vice-president. 

The new staff member is well 
known to many wholesalers and 
manufacturers in the field, hav- 
ing spent 20 years in the automo- 
tive service industry, 15 years of 
which were spent in the West and 
Southwest where he was formerly 
secretary of the B-3 Automotive 
Booster Club, Rocky Mountain 
District. 

Brand started work in the auto- 
motive industry in 1931 with U. 


Mr. Brand 


S. L. Battery Corporation Divi- 
sion of Electric Auto-Lite Co. in 
Oklahoma City. In 1936 he was 
transferred to the Merchandising 
Division of Auto-Lite as district 
manager for the Rocky Mountain 
District. After eight years in this 
capacity, he was made assistant 
director of replacement sales for 
the Thermoid Co. in Trenton, N. 
J., and later was merchandising 
director for the Automotive Rub- 
ber Products Division. For the 
past year, he has been employed 
as merchandising manager for 
Gatke Corp., Chicago. 


Jambor Opens at Houston 


The second warehouse in recent 
months has been opened by the 
Jambor Tool Co., Milwaukee 10, 
Wis. This new unit, Warehouse 
Service Co., 1224 Leeland, Hous- 
ton 3, Texas, will provide faster 
service for the jobbers in the east- 
ern Texas territory. The other 
new warehouse branch is Ware- 
housing & Distributing, Inc., at 
Atlanta, Ga. 


Dayton Appoints Swain 


H. H. “Bill” Swain has been ap- 
pointed manager of automotive 
replacement sales for The Dayton 
Rubber Co. Swain has been in the 
rubber industry 22 years, special- 
izing in automotive replacement 
parts. 


Orsie Heads Champion Sales 
Louis R. Orsie has been named 


general sales manager of Cham- 
pion Laboratories, Inc., manufac- 


turer of Champ oil filters and re- 
fills. He had been with New 
Britain Machine Co.’s Hand Tool 
Division for 13 years before join- 
ing Champion. 


“We recently went fishing with 
a factory man who had a bad 
day, but yours truly caught two 
doubles—two bass on one cast— 
in a row,” Manager G. A. Sanders 
of Central Auto Parts, Inc., 
Shreveport, La., reported. “The 
factory man was so enraged he 
threw a $50 rig in the lake!” 





Never 
Accept Unbranded 


Brake 
Lining 


t 
up 
. \rake 


*Thermoid bonding agents 
are specially compounded 
to withstand peak oper- 
ating temperatures 
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Thermoid 


Nobody can tell good brake 
linings from poor—by the 
looks or feel. 


The only way to be sure of 
getting dependable brake 
lining is to insist that it show 
the name of a well known 
manufacturer, whose prod- 
ucts you know have passed 
the most rigorous tests. 


When you buy brake lining 
or exchange brake shoes, look 
for the name ‘“Thermoid” 

. . and give your customers 
“the safest thing on wheels.” 


the standard of precision 
Drake lial 4 


hydraulic fluid 
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The Lisle HM1 Wet Honing 
Machine handles practically all 
your wet honing jobs in the entire 


y 
passenger car, light and medium 
truck field. Range .670” to 11,4” 
(range increased to 24,;” with 
HH-2 honing head) 


Other Profitable Features: 
Exclusive Rod Honing Clamp 
makes it easy to hone connecting 
rods perfectly, quickly. 


> Calibrated Honing Head Icts 
| e _ you hone quickly to approximate 


size without constant checking. 














Put This Big Value Honing Machine 
to Work in Your Shop NOW! 


im LISLE 
LISLE MODEL HM CORPORATION 


WET HONING MACHINE | BOX 1028, 
CLARINDA, 1OWA 


“59 Good too|...its 


JEEPERS CREEPER now sold exclusively by LISLE. 








This is the new store of Bridges 
Auto Parts Co., Rutherfordton, N. 
C., a branch of Auto Parts Co., 
Forest City, N. C. Charles Higgins 
is manager of the store, which is 
owned and operated by D. C. 
Turner and Paul Bridges. 


Beaumont Auto Parts Buys 
Aitken Auto Supply 


 gontearag Auto Parts of Beau- 
mont, Texas, announced last 
month the acquisition of Aitken 
Auto Supply of that city. The 
name will soon be changed to The 
Auto Supply Co., but the person- 
nel will remain the same, accord- 
ing to T. G. McWhirter of Beau- 
mont Auto Parts. 

The latter firm has opened the 
Beaumont Auto Machine Co., lo- 
cated at Crockett and Orange 
Streets in Beaumont. 

“In opening this establishment, 
the automotive machine shop 
equipment of Ames Machinery 
Co., Texas Spring Co. and Torres 
& Co. was condensed with the ori- 
ginal machine shop equipment of 
Beaumont Auto Parts,” said Mc- 
Whirter. “Complete shop service 
is now rendered by this firm in 
its new location.” 


Hartis Joins Frank Brogan 


Harold Hartis has joined the 
sales force of the Frank J. Brogan 
Co., Dallas, Texas, and will work 
in Oklahoma, western Arkansas 
and the Texas Panhandle, it is 
announced by Frank Brogan. 
Hartis was formerly connected 
with ‘Wagner Electric Corp. 


Cowie Dies at Kansas City 


E. S. Cowie, founder of The E. 
S. Cowie Electric Co., Inc., Kan- 
sas City, Mo., died recently. He 
was well known to the automotive 
industry in his territory. 


“We have added Columbus 
shock absorbers to our lines,” 
F. L. Chamberlain, manager of 
the Automotive Division of C. D. 
Franke and Co., Charleston, S. 
C., reported last month. 

* * cs 

“We will be adding Briggs- 
Stratton parts in September,” 
Partner-Manager B. R. Clark of 
Clark Auto Parts Co., McAlester, 
Okla., reported last month. 
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Are your thoughts beginning to 
turn toward the field, your gun 
and the taste of quail? Buddy 
Turner, shown here with two fine 
English setters, and his father, D. 
«. Turner of Auto Parts Co., For- 
est City, N. C., are all ready for 
the season. Friends say they really 
bring back the birds! We're ready 
to place our order, too. 





When the boys 


W. R. “Bill” Nabb Returns in the shop talk about solder, 
To Mountjoy Company 


they talk about Kester Acid-Core Solder; 

the old reliable product now in a new package. 
R. “Brii” Nabb is back 

@ with the Mountjoy Co. 


at San Antonio, Texas, “and 6 
everyone is pleased to have ‘Bill’ 

in the capacity of store manager 

again,” it was announced last 

month by C. H. Mountjoy 


Nabb was with the firm a num- 
ber of years. “He has many 
friends in the automotive indus- 
try and everyone is pleased to see 
his smiling face here at the com- 
pany again,” Mountjoy said. 





Mechanics know that using Kester makes any sol- 
dering job easier. Kester contains more grade A 
newly mined tin and only virgin lead, too. The 
fluxes are chemically and scientifically corzect. 


Edison Appoints Sheen 


John R. Sheen has been ap- 
pointed sales manager of the 
Automotive Division of Thomas 
A. Edison, Inc. He formerly was 


Southern district sales manager 
and more recently eastern region- 
al sales manager. Sheen succeeds 
A. A. Manchester, named plant 
manager. 





Kester is faster to use. Mechanics prefer it and are 
more satisfied when using it. [he work is speeded 
up and output is increased. 


Markley Leaves Perfect Circle 
“T oe? , Kester Solder Compan 

J. L. “Les” Markley has resign- 4201 Wrightwood Ave., yet ~¥ 
ed as assistant regional manager | Dianne, 08.3. © Shentieth Gai 
of Perfect Circle Corp. He had 
been assistant to John E. Colley, 
the veteran regional manager at 
Atlanta, Ga. 











; KESTER 

Shelby Galloway, city salesman = SOLDER 
for C. D. Franke and Co., Char- 
leston, S. C., recently suffered a 
heart attack. Allan Burns, coun- 
try salesman, has been in the 
hospital with an ulcer, F. L. 


Chamberlain, f th ; 
Automotive Division. reported. | The Mlechanies Standard since 1899 
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Stick Your 
Neck Out! 


| 

“Mr. Giraffe’s”' long neck probably gets him into a lot of 
trouble. You can be positive you wouldn't be “sticking 
your neck out,” when you put the Warco Quality Line of 
automotive chemicals to work in your shop. The Warco 
Laboratory Tested Line is backed by 15 years of satisfac- 
tory performance to car, : 
truck, and bus owners 
the world over. 

Ask your Jobber about 
the Warco Quality Line 
of automotive chemicals 
— they'll enable you to 
render services in many 
branches of overhaul 
maintenance 


HYDRAULIC 
BRAKE 
FLum 


WAREHOUSES 
Herman J. Downey Co. 
Birmingham, Ala. 
Parts Warehouse Co. 
Dallas, Tex. 
Warehouse Service Co 
Write for our catalog featuring the Houston 3, Tex 
complete Warco Line nee M. L. Bud Cohn 


Sole Manufacturers of West Coast Rep: 
WARCO Grade “A” Products Los Angeles, California 


WARWICK LABORATORIES CO. 
334-42 Cleveland Street, Brooklyn, N. Y. 


WVARCO ww 





Members of Na- 
tional Standard 
Parts Associa- 
tion who can 
identify them- 
selves in an en- 
largement of 
this photo of 
the organiza- 
tional meeting. 
to be displayed 
at the executive 
management 
conference at 
the Sherman 
Hotel, Chicago, 
Oct. 29-31, will 
be given a print 
of the picture. 
The original of the photo was 
presented to NSPA recently by R. 
E. Zerlin, New Orleans Auto Sup- 
ply Co., Ine., New Orleans, La. 
Zerlin is a charter member of the 
association. 


Federal-Regulation Service 
Included at NSPA Meeting 


SERVICE center where mem- 

bers may obtain specialized 
information regarding the appli 
cation of federal regulations to 
their individual businesses will 
be a feature of the executive 
management conference of Na- 
tional Standard Parts Associa- 
tion, to be held Oct. 29-31 at the 
Sherman Hotel, Chicago. 

Officials from Washington will 
be present during the entire con- 
ference to answer questions on 
government controls, regulations, 
orders and other problems. 

Another feature that will make 
the meeting of more practical 
benefit is that afternoons will be 
free for wholesalers to have in- 
dividual conferences with manu- 
facturers at their suites in the 
Sherman. 

Among the speakers scheduled 
are: C. C. “Chuck” Tapscott, Mc- 
Quay-Norris Manufacturing Co.; 
Fred S. Roberts, Phelps-Roberts 
Corp., Washington, D. C.; Lowell 
Mason, commissioner, Federal 
Trade Commission; Les A. Thay- 
er, Belden Manufacturing Co.; 
Don H. Teetor, Perfect Circle 
Corp.; James E. McCarthy, Notre 
Dame University; Russ Riley, 
Thompson Products, Inc.; Robert 
Heller, Robert Heller & Asso- 
ciates; Floyd E. Selim, Phillips 
Petroleum Corp.; J. L. Wiggins, 
executive vice-president, NSPA, 
and H. T. Halfpeany, legal coun- 
sel. 

All speakers’ talks will be key- 
ed as nearly as possible to the 
general convention themes of 
“government,” “profit” and “mar- 
kets,” according to Tapscott, who 
is president of NSPA. 
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MEWA Junior Executives 
Hold “How To” Contest 


HE Motor and Equipment 
Wholesalers Association is 
conducting a “How to Do It” es- 
say contest for members of its 
Junior Executive Group. The 
essays may cover any phase of 
automotive wholesaling from a 
practical viewpoint. 

Winners will be awarded bonds 
of $100, $50 and $25, plus travel 
expenses to the convention, which 
will be held at the Stevens Hotel 
in Chicago Dec. 3-5. The win- 
ning essay will be presented to 
the convention. 


Gentz Heads Sparton Sales 


E. W. Gentz has been appoint- 
ed sales manager of the Sparton 
Automotive Division of The 
Sparks-Withington Co., Jackson, 
Mich. He originally joined the 
company in 1931 and rejoined it in 
1948, after working with Bohn 
Refrigerator Co. of Baltimore and 
Engineering Research Corp. of 
Washington, D. C. 


Wagner Electric Buys Tract 


Wagner Electric Corp. has 
bought a 52-acre tract in north- 
western St. Louis near its main 
factory to build a plant for the 
manufacture and packaging of 
Wagner Lockheed hydraulic 
brake fluid. The plant will have 
about 63,000 square feet of floor 
space. Operation is expected to 
begin by the first of the year, offi- 
cials of the company stated. 





L. Duke Golden, below, has been 
appointed director of sales educa- 
tion of The Dayton Rubber Co., 
President A. L. Freedlander an- 
nounced last month. For the last 
ten years Golden has been sales 
educational director for Perfect 
Circle Corp. 


Extra Fall Change-over Service 


FOR FAT EXTRA PROFITS! 


KRYLON-2 


ignition systems against 
winter wear and weather! 


Krylon is a long-lasting, quick-hardening Acrylic spray. You clean 


ignition system, spray Krylon on wiring and parts—that’s all! 


“KRYLON-izing” 


@ Waterproofs and protects en- 





tire ignition system 
@ Assures quick, easy starts 


bh diti 


under all at pheric 





—oall winter long 


@ Prevents battery-current 


Look at the 


: Profit 


@ Prevents shorting at terminal Pictu re! 
points & 


40c worth of Krylon plus less 


@ Guards wiring, distributor 
than % hour (for both cleaning 


head and ignition coil, starter 


and spraying) brings you $2.95 








and generator connections to $4.95. That's the kind of mar- 
against corrosion, acid, rust, oil, gin that makes people rich! 


grease and dirt 








FREE SALES HELPS! Wall banners help sell the first 


job—ignition tags insure repeats regularly twice a year. If you're not 
using them already, BE SURE TO ASK YOUR JOBBER FOR THEM. 


REGULAR “SATURDAY EVENING POST” ADVERTISING 


is preselling “Krylon-izing” in your town . . . to your customers! You'll 


find it easy to sell “Krylon-izing” as part of every fall change-over job! 


“KRYLON-ize” bumpers, hub caps and grille to prevent rust- 
ing and pitting . . . to keep chrome new looking for years! 


KRYLON, Ime. 2601 N. Broad St., Phila. 32, Pa. 


Makers of famous WINDSHIELD SEALZIT 
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Majority of Inventories 
Are Up. Reports Show 


| yt ape of the great ma- 
jority of jobbers were up ten 
to 20 per cent last month over 
the amount invested this past 
January 1. This was reported in 
answers to questionnaires sent 
300 firms by SouTHERN AUTOMO- 
TIVE JOURNAL. 

As was to be expected, a num- 


ber of respondents commented 
that they would like to have a 
larger stock of scarce merchandise 
and also that they were out of 
balance on some _ slow-moving 
stock. 

A reduction of six per cent was 
reported from the January 1 fig- 
ure by James C. “Jimmie” Park- 





ww NIEHOFF 


consumer campaign 
helps you serve trans- 
portation and the nation 


——. 


| 


L Werranteed Ignition 


@ Month after mont powerful consumer 
advertisements in The Saturday Evening 
Post are urging millions of motorists to look 
for the Niehoff Sign. Together with the 
compact SS-5 Service Stock shown at the 
right, it has become a looked-for symbol of 
reliable ignition service and quality parts. 
Ask your jobber how these two money sav- 
ing sales tools can work for you! Or, write 


for free booklet! Send today. 


C.E.NIEHOFF & CO. 


4925 Lawrence Avenue * Chicago 30, lil. 


= vn BRANCHES: 


CERTIFIED DEALER 


NIEHOFF 


BOSTON 34, Mass., 254 Brighton Ave. 
LOS ANGELES 15, Calif., 1330 W. Olympic Bivd 
NEW YORK 19, N. Y., 250 W. 54th St 


NIEHOFF Warranteed Ignition 


Cash in by identifying 
Your Shop as a Nabor- 
hood Niehoff ignition 
Service Center! 





A Reader Survey 





er, president of Motor Parts & 
Supply Co., Inc., Mobile, Ala., and 
president of Motor and Equip- 
ment Wholesalers Association. He 
added: 

“However, our high inventory 
figure occurred March 31. We 
have reduced it ten per cent over 
that peak period and continue to 
reduce at about five-per-cent-per- 
month rate. In about 60 days we 
will be in excellent shape, pro- 
vided we do not get another 
round of price increases in that 
interval. 

“Business volume continues 
good—43 per cent over first six 
months of last year.” 

Reporting an increased inven- 
tory (in terms of dollars invested) 
over the first of this year, Part- 
ner-Manager B. R. Clark of Clark 
Auto Parts Co., McAlester, Okla., 
said: 

“We find volume of up 
with less items sold due to in- 
crease in prices, which means less 
turnover on stock. Collections 
not as good as 1949 due to high 
cost of living and increase in 
prices of all merchandise purchas- 
ed.” 

Among other 
ments were: 

President George V. Gilbert, 
Piedmont Auto Exchange, Char- 
lotte, N. C.—“20 per cent more, 
but business is good. Just a very 
few scarce items.” 

Leonard P. Cain, sales and pur- 
chasing department, Automotive 
Super-Market, Inc. (successors to 
Smalley Automotive), Kansas 
City, Mo.—“Dollarwise inventory 
about the same as of January 1. 
Good movement on about 25 per 
cent of inventory. Slow turnover 
on 25 per cent. Fifty per cent of 
inventory very, very slow. 

“That indicates our inventory 
investment is about 50 per cent 
more than it should be for a nor- 
mal ‘break-even’ sales volume, 
which means that we will have 
to increase our sales and turnover 
of the items listed in the first 25 
per cent bracket in order to be 
able to afford to carry the 50 per 
cent semi-dead stock or slow-mov- 
ing numbers. 

“Business (sales) June 15-Au- 
guest 1 about 50 to 75 per cent off. 
due to rains and floods. (Most all 
jobbers in metropolitan areas re- 
port about the same reduction in 
sales.) Nice pick-up after August 


sales 


extended com- 
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1. We look for a good fall busi- 
ness.” 

President Grant Wagner, Kings- 
ley-Wagner Supply Co., Hutchin- 
son, Kan.—‘“Up 18 per cent. Bet- 
ter balanced than it has been in 
years.” 

C. H. Reilly, Link Motor Supply 
Co., Springfield, Mo.—“Up 40 per 
cent. Working to cut this down to 
at least 20 per cent.” 

Owner M. R. Walker, Sherman 
Auto Parts Co., Sherman, Texas 
—“Down about 15 per cent. Fair- 
ly well balanced. Maybe five per 
cent below normal.” 

Secretary-Treasurer Sam Sura- 
vitz, Beard & Stone Electric Co., 
Inc., Houston, Texas—‘We would 
believe our inventory about ten 
per cent greater, although if we 
could get more fast-moving items 
our inventory would probably be 
much greater. Some days we 
think this is a healthy condition 
and on others our thinking is just 
the opposite. 

“Price-cutting has become ram- 
pant by some concerns to try and 
beat the other fellow in reducing 
inventories.” 

“We're Scared to Death” 


Manager G. A. Sanders, Cen- 
tral Auto Parts, Inc., Shreveport, 
La.—“Ten per cent down. We’re 
scared to death to move upward, 
downward or sideways!” 

Manager T. H. Coker, Gibbes 
Machinery Co., Columbia, S. C.— 
“Our inventories of January 1 
and August 1 were within a few 
dollars of each other, but on May 
1 we were up 13 per cent. This 
may be a bad time to reduce in- 
ventory, but we feel that now is 
the time to balance inventory 
with sales.” 

Manager F. L. Chamberlain of 
Automotive Division, C. D 
Franke and Co., Charleston, S. C. 
—“Up five per cent. Some job- 
bers are giving equipment away— 
cost plus ten per cent, and even as 
low as five per cent.” 

Two Atlanta, Ga., jobbers gave 
an insight into their inventory 
problems. 

One said he expected to do $1,- 
500,000 volume this year—a re- 
cord—yet he had $20,000 less in- 
ventory than a few months ago, 
because he had been unable to get 
quantity deliveries of tie-rod ends 
and some other front-end parts. 
Where he used to get delivery on 
his orders for 400 or 500 units, he 
now has to accept two or three 
units of this merchandise, he said. 
“I'd like to have more money 
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invested, but not in any wildcat 
stuff,” was his observation. 

On the other hand, the other 
Atlantan said: 

“What I need is a wall-spreader 
to house our stock. Because so 
many of our manufacturers have 
been expanding the number of 
their distributors, with the result 
that our sales volume in those 
lines has been cut, we have been 
forced to take on some additional 
lines in order to strive to keep our 
gross volume anywhere near what 
it was last year. Thus fap this 


year we're actually running 15 
per cent below our sales volume 
last year.” 

Among reports received of 
higher inventory compared with 
the amount invested on January 
1 (with the increase indicated in 
parentheses) were: 

Tallahassee Auto Parts, Talla- 
hassee, Fla. (up about 10 per 
cent); New Orleans Auto Supply, 
New Orleans, La. (up 13); Fed- 
eral Auto Parts, Baltimore, Md. 
(22); Cooper Auto Stores, Sul- 
phur, Okla. (20); Lewisburg Auto 





YOU GET THE BEST 
WHEN YOU BUY 


Represented in the southeast terr. by G. W. Klier Co. Atlanta 3, Ga. 
Represented in the southwest terr 


GLASER, the most trusted 
name in the solder making 
business. GLASER, recog- 
nized as a leader by me- 
chanics and body workers 
everywhere since 1922. 


Ask your jobber for 
GLASER products by name 
and you will get the best 
at no higher cost. 


GLASER LEAD CO., INC. 


21-31 Wyckoff Ave., Brooklyn 27 N.Y 


by S. J. Cole Co., Dallas, Tex. 





Rendering Dependable Service To The Automotive Industry Since 1922 








Parts, Lewisburg, Tenn. (10); 
Automotive Parts Co., Monroe, 
La. (about 10); Auto Parts Co., 
Inc., Morgantown, W. Va. (20); 
Wiggins Auto Parts, Panama City, 
Fla. (15); Cabarrus Motor Sup- 
ply, Kannapolis, N. C. (15). 

Appalachian Auto Parts Co., 
Knoxville, Tenn., was among 
those reporting the inventories for 
the two dates as being about the 
same. 

Among the decreases (indicated 
in parentheses) reported in the 
survey were: 

Simmons Parts Co., Inc., Staun- 
ton, Va. (10 per cent less), and 
Motor Bearings & Supply Co., 
Dothan, Ala. (4). 

In each of these three cate- 
gories, there were replies which 
requested that the information not 
be published with identifying firm 
names. 

Southwest Show Features 
“Parade of Progress” 


SECOND theme, “Parade of 

Automotive Progress,” will 
be featured at the tenth annual 
Southwest Automotive Show in 
th Sam Houston Coliseum, 
Houston, Texas, March 20-23, it 
has been announced by Dean A. 
Johnson, secretary-manager. 

“A number of ancient automo- 
biles and a few of recent vint- 
age will dramatize the rapid ad- 
vance of the automotive indus- 
try,” Johnson said. “It will be 
suggested to exhibitors that they 
employ this theme as a means of 
dramatizing the evolution of their 
products and pointing out the 
succession of improvements 
which led to the quality item now 
on the market.” 

The general 
from Your Jobber” 
Will Save Your Car,” 
featured. 

Invitations have gone out to 
both exhibitors and _ sponsors, 
Johnson announced. 


theme, “Get It 
and “Care 


will also be 


Lisle Names L. W. Bell 


For Southeastern Area 


te L. W. Bell Co. has been ap- 
pointed representative for 
Lisle tools and Jeepers Creepers 
in four Southeastern states, it has 
been announced by the Lisle 
Corp. 

George Gissing, former Lisle 
representative in: the territory, 
has joined the Bell staff and will 
cover Georgia. Other salesmen 
will cover Florida and North and 
South Carolina. 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 





Texas Wholesalers Set 
Meeting Sept. 28-30 


bare time of the annual fall 
meeting of the Automotive 
Wholesalers of Texas has been 
changed from a tentative date in 
October to Sept. 29-30, it has been 
announced in a bulletin from J. 
B. Wilson, vice-president and 
chairman of the convention com- 
mittee. The meeting will be at 
the Shamrock Hotel, Houston. 

The program was not complete 
at the time the bulletin was sent 
out but plans included speeches 
by Jay Davis of Corpus Christi, 
association president; former 
State Senator Morris, who is ex- 
pected to review the highway 
safety program, and representa- 
tives of MEWA and NSPA. 

A panel discussion, featuring 
some of the outstanding figures 
in the industry in the Southwest, 
is another feature tentatively 
scheduled. Several inspirational 
and safety speakers are being 
contacted. 

A “shamburger party” on the 
terrace on Friday evening for job- 
bers and their families and a stag 
party on Saturday evening, spon- 
sored by B-30 and B-4, highlight 


the entertainment features. 


Repairs Are Picking Up 
For Kentucky Firms 


ad, ears motor repairs and 
rebuilding are picking 
up,” Walter J. Cook, owner of 
Cook Motor Parts Service, Louis- 
ville, Ky., reported last month 
when asked about conditions in 
his territory. 

“I believe high prices and short 
terms are responsible,” he com- 
mented. “I have cut out credit 
except to established businesses. 

“Garages are shopping at whole- 
salers and machine shops for bar- 
gains. Some get inferior work 
by doing so.” 

Cook reported that he used 
pencils and telephone pads freely 
for advertising and found it a 
help to his business. 


Auto Armature Merges 
With Exchange Parts 


_ Armature Works of Wa- 
co, Texas, was merged with 
Exchange Parts Co., Fort Worth, 
last month, it has been announced 
by R. S. Bishop, manager of Ex- 
change Parts. 

Auto Armature Works will 
continue to operate under its 
present name and under the man- 


agement of C. V. McDonald un- 
til the plant is moved to Fort 
Worth. At that time, McDonald 
will become associated with the 
management of Exchange Parts. 


World Bestos Names Mathews 


Appointment of Grady F. Ma- 
thews as World Bestos district 
manager of the Kansas, Nebraska 
and western Missouri district has 
been announced by W. F. Rogge, 
manager of World Bestos’ Re- 
placement Sales Division. 


Asks 
Turner of Auto Parts Co., Forest 
City, N. C.; “Are all fishermen 
liars or all liars fishermen?” A 
man’s wife knows the answer! 


Tallahassee Adds Two Men 


L. M. Jowers has been added 
as a territory salesman and W. P. 
Woodham, brother of Partner R. 
S. Woodham, is a new counter 
salesman, Tallahassee Auto Parts, 
Tallahassee, 
month. 


Fla., reported last 


Owner-Manager 


D. C. 





LOST! 


Drain, Gummy Deposits. 


FOUND! 


tion, Protection of Engine 


Miles 


i PYROIL 


miles to your car. 


oil, Aircraft Pyroil A for gasoline. 


Big repair bills, Corrosion, Friction, 


Exposure of Metal Surfaces, Battery 


Longer Motor Life, Improved Lubrica- 
Parts, 


Smoother Driving, Clean Motors, Added 


Pyroil is so easy to find and so econom- 
ical to use. You'll find Pyroil at your 


nearest gas station. Add Pyroil — add 


PYROIL FOR AIRCRAFT ENGINES 


Use Aircraft Pyroil B for lubricating 








An attractive Pyroil metal sov- 
nk—takes coins up to 50c 


GIVEN! ies ee MOTORISTS, it’s yours for 


the asking — sent postoge paid 








PYROIL 
COMPANY 


588 Main Street 
La Crosse, Wisconsin 


Canadian Distributors 
Central Purchasing 
Agencies, Ltd 
Toronto, Ontario 


Southwest—Hirsig-Frazier Co., 807 
West Coast—M., L. 
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LOST! 


By Mr. Jobber — a good dealer ac- 


count just because he wasn't handling 


FOUND! 


By Mr. Jobber — a way to get the 


Pyroil. 


account back — plus big month after 


month and year after year profits. 


rane: P YROIL 

handles 

— the “daddy” of all additives and the 
first choice of Dealers and Motorists! 
Pyroil is today’s most consistent seller 
with dealer accounts because it offers 
both jobbers and dealers an advertising 
program and merchandising plan that 
makes it a sure profit maker from the 
very start. The facts are yours for the 
asking. 

DROP US A LINE AND WE’LL 
HAVE OUR FACTORY REPRE- 
SENTATIVE BRING YOU THE 
COMPLETE PYROIL MER- 


CHANDISING AND PROMO. 
TION PROGRAM. 


REPRESENTATIVES: 
Southeast—McDonald & McPherson Co., P. O. Box 452, Atlanta, Georgia 
Southcentral—John T. Jolly Sales Co., 1916 — 34th Ave., Meridian, Miss. 
Cotton Exchange Bldg., Dallas, Texas 
(Bud) Cohn, 1323 Venice Blvd., Los Angeles 6, California 
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News Briefs 


(Continued from page 79) 


“In many areas,” he added, “the 
driver-training cars and qualified 
instructors are being utilized dur- 
ing the summer months, evenings 
and weekends in adult-driver- 
training programs, thus greatly 
expanding the use of the vehicle 
and offering an even greater op- 
portunity for community partici- 
pation and education.” 

Recent sampling studies in sev- 
eral states indicate driver educa- 
tion cuts accidents in half and re- 
duces traffic violations even more 


Virginians Plan Breakfast 
During NADA Convention 


i ie Automotive Trade Asso- 
ciation of Virginia will give 
a “Southern” breakfast at the 
Biltmore Hotel, New York, on 
Monday, January 27, during the 
convention of the National Auto- 
mobile Dealers Association. All 
Virginia dealers and their wives 
are invited. 

Tom Frost, Ford dealer of War- 
renton, who is chairman of the 
Virginia NADA convention com- 


mittee, predicted that more Vir- 
ginians will attend the New York 
convention than any former 
NADA meeting. 


Sept. 16-18—Annual convention 
of Kentucky Automobile Deal- 
ers Association, Kentucky Dam 
Village State Park, Gilberts- 
ville. 

Sept. 24-25—Annual convention 
of New Mexico Automotive 
Dealers Association, Murray 
Hotel, Silver City, N. M. 

Sept. 27-29—Annual convention 
of Kansas Motor Car Dealers 
Association, Town House Hotel, 
Kansas City. 

Sept. 28-29—Fall convention of 
Automotive Wholesalers of 
Texas, Shamrock Hotel, Hous- 
ton. 

Sept. 29-Oct. 1—Annual conven- 
tion of South Carolina Automo- 
bile Dealers Association, Ocean 














Why Clean Metal Parta. 


NO BRUSHING 
NO SCRAPING 
NO HEATING 


Metalclene is made under an exclusive 
Bendix formula. There are many copies, 
but there is no substitute. When you 
order, be sure to specify and get the 
original Bendix * Metalclene. 

*REG. U.S. PAT. OFF. 


Just Dip em in Dirty — Pull em out Clean 


BENDIX PRODUCTS DIVISION of 
SOUTH BEND 20, INDIANA 
Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 


SENDIX 


C/eNe 


PARTs err A 


AVIATION CORPORATION 











Forest Hotel, Myrtle Beach. 

Sept. 30-Oct. 1-2—Annual con- 
vention of Automobile Dealers 
Association of Alabama, Buena 
Vista Hotel, Biloxi, Miss. 

Oct. 7-9—Annual convention of 
Mississippi Automobile Dealers 
Association, Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 14-16—Annual convention of 
Tennessee Automotive Associa- 
tion, Buena Vista Hotel, Biloxi. 

Oct. 21-23—Annual convention of 
Florida Automobile Dealers 
Association, Tampa Terrace 
Hotel, Tampa. 

Oct. 21-23—Annual convention of 
Georgia Automobile Dealers 
Association, General Ogle- 
thorpe Hotel, Savannah, Ga. 

Oct. 29-31—Annual membership 
meeting of National Standard 
Parts Association, Sherman Ho- 
tel, Chicago. 

Nov. 3-6—Annual convention of 
Texas Automotive Dealers As- 
sociation, Shamrock Hotel, 
Houston. 

Nov. 9-11—Annual convention of 
Automotive Parts Rebuilders 
Association, Stevens Hotel, Chi- 
cago, IIl. 

Nov. 14-15—Annual convention 
of Oklahoma Automobile Deal- 
ers Association, Skirvin Hotel, 
Oklahoma City, Okla. 

Nov. 19-21—Annual convention of 
Automotive Trade Association 
of Virginia, John Marshall Ho- 
tel, Richmond. 

Nov. 27-29—Annual convention 
of National Used Car Dealers 
Association, Tampa Terrace 
Hotel, Tampa, Fla. 

Dec. 5-7—Annual convention of 
Motor and Equipment Whole- 
salers Association, Stevens Ho- 
tel, Chicago, Il. 

Jan. 27-30—Annual convention of 
National Automobile Dealers 
Association, Waldorf - Astoria 
Hotel, New York City. 

March 20-23—Southwest Auto- 
motive Show, Sam Houston 
Coliseum, Houston, Texas. 

May 18-21—Annual convention of 
North Carolina Automobile 
Dealers Association, Carolina 


Hotel, Pinehurst, N. C. 


Packard Promotes Kuhl 


Thorn Kuhl has been promoted 
to public relations coordinator of 
Packard Motor Car Co. He suc- 
ceeds S. J. Keith, who resigned to 
move to California. Before join- 
ing the firm in 1948, Kuhl was 
with the United Press and the 
Borger, Texas, Daily Herald. 
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This plant, containing more than 
60,000 square feet of floor space 
for the manufacture of woven pa- 
per and woven Saran seat-cover 
fabrics, was opened recently at 
Columbus, Ga., by Columbus Fiber 
Mills Co. Right-hand photo shows 
close-up of one of the looms in 
operation at the plant 


Absorbent Agent Now 
Mined in Texas 


W's mining operations in 
west Texas uncovered a 
strange substance a few years ago, 
a chemical analysis was necessary 
before operators knew they had 
an absorbent agent for quick re- 
moval of oil, grease, even water 
and almost any liquid. 

This product is now being 
marketed, principally in the 
Southwest, under the name of 
Solvsal, and marketing facilities 
will be extended rapidly through- 
out the South and other regions, 
according to Jack Dalton, manu- 
facturers’ agent of Dallas, Texas, 
who is sole agent for the product. 

Three men—Herbert Stubbs 
and J. E. Ausburn of Lubbock, 
Texas, and Tom Bullock, formerly 
of Lubbock and now of Lawton, 
Okla.—perceived possibilities of 
the mineral discovery and obtain- 
ed a 99-year lease on the property. 
They formed a corporation and 
are doing business as the Cap- 
rock Chemical Co., Inc. 

Dalton says the new product, 
containing eight per cent mois- 
ture, is quick in action and that 
it will absorb a large oil spot in 
one minute flat. 

Warehouses have already been 
established in Beaumont, Texas; 
New Orleans, Shreveport, Mon- 
roe, Alexandria and Baton Rouge, 
La. Additional warehousing will 
soon be established in Texas, 
Oklahoma, Arkansas, New Mex- 
ico and Arizona. 

(More News Briefs on page 170) 











SELL YOUR CUSTOMERS 


ORIGINAL PERFORMANCE 


FACTORY METHOD 
REMANUFACTURED 


RANDOM WOUND 


Greatest Load on Shortest Coils 
1879002 Armature 


116%" Less Wire 
1. 14 Windings of Varying 
Length G Weight 
2. Improper Circulation of 


it 

3. Wires Criss-Crossed 
Shorts Out Quickly 

4. Not Wound to Original 
Specifications 

5. Lower Output and Short 
Life 





« WMC 
ARMATURES 


VMC WOUND 


Load Evenly Distributed 
1879002 Armature 


1164%"' More Wire 


Pretormed Coils 

14 Coils of Same Length 
G Weight 

Ample Ventilation G Air 
Circulation 

No Crossed Wires in Slots 
No Shorts—No Grounds 
—tLonger Life 











Today's automobiles de 
mand higher generator out 
put. The manufacturers 
answer is the Ventilated 
Matched Coil Armature. The 
VMC armature is built to 
meet original specifications 
of wire size, number of 
turns, and high efficiency 
The VMC factory method 
of remanufacturing ormo 
tures insures uniform qual 
ity and precision produc 
tion. The VMC armature is 
@ guarantee of longer life 
and trouble free perform 
ance. Always specify VMC 
generator ormatures 


NATIONWIDE 


BUY THROUGH YOUR JOBBER 


*Ventilated Matched Coils licensed by Corter Coil Company, Atlanta, Georgia 
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HELPFUL BOOKLETS FREE 


103. FOUR-PUR POSE AUTOMOTIVE 
CLEANER —12-page booklet on Oakite Pene- 
trant e, way to (1) 

engine parts, bockae transmission 
and differential pores Os (2) clean radiators and 
water jackets; (3) « detergent — of 
— chassis, selene, —y- -——F 4) clean 
floors, grease pits, areas around Sewell 
with one four-purpose cleaning material. 
Oakite Products, Inc., 52F Thames Street, 
New York 6, N. Y. 


105. WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLETIN. Dis- 
cusses in detail straight air and air-over- 
hydraulic air braking systems. Contains an 
explanation of the operation of the Wagner 
Rotary Air Compressor complete with dia- 
grams, cross section drawings, and photo- 
graphs. Lists by catalog numbers compon- 
ent parts as well as field installation kits 
Write for Catalog KU-201, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. Louis 
14, Missouri. 


108. ATTRACTIVE FOUR PAGE FOLD- 
ER showing specifications for several models 
of Oakite solution—lifting steam ns. In- 
eludes all purpose, heavy duty and with high 
pressure air or steam. Oakite Products, Inc., 
22 Thames Street, New York 6, Y. 





109. AMMCO ENGINE REBUILDING AND 
BRAKE SERVICE TOOLS AND EQUIP- 
MENT — Catalogs describing the Ammeceo 
line of Wet and Dry Honing Machines, Brake 
Shoe Grinders, Brake Shoe Setting Gages, 
Brake Drum Micrometers, Brake Cylinder 
Hones, Connecting Rod Alignors, Line Boring 
Machines, Ridge Reamers, Portable Coolant 
Units, Tension Indicators, Tappet and Rocker 
Arm Grinders, Small Bore Hones, Cylinder 
Hones and Foot Switches. mmeco Tools, 
Ine., 2110 Commonwealth Avenue, North 
Chicago, Ill. 


Ps jRAMCO SERVICE MANUAL—5Sth edi- 
Gives data on pis- 

= ? {nstallation—also hints on locating 

engine trouble—causes of oi] loss—pitfalls of 

motor-overhauling and how to overcome. 

ooo OD. 3698 Forest Park Blvd. St. Louis 

|. Mo. 


122. INSTRUCTION BOOK 
data on age ee wheel 





and technical 
alignment frame 

i and wheel 
balancing. Other books and pamphlets avail- 
able on tire conservation methods and steering 
adjustments. Bear Manufacturing Company, 
Rock Island, Ill. 


123. PERMATEX TOON-OYL is ao scientifi- 
cally developed product. It is a combination 
engine-carbon solvent, sludge preventative and 
film pressure-resistant. Its use produces 
smooth engine operation and gives protection 
against the formation of acid sludge and film 
breakdown. Permatex Co., 1720 Avenue Y, 
Brooklyn, N. Y. 


124. _,MeCORD _ RADIATOR-CORE CATA- 
ce cores for popular 
trucks and tractors are listed in alpha- 
betical order, along with a size chart showing 
dimensions of McCord cores. It also lists com- 
plete radiators for Fords and Chevrolets. Me- 
Cord Corp., Riopelle at E. Grand Bivd., De 
troit 11, Michigan. 


125. STANDARD DUTY GENERATOR 








16-page we Pe 11 inch 


“ee pi 
various steps 


REGULATORS — A 
boo! the 








tricians understand service regulators. 
Delco-Remy rvice Department, "ndessen. 


Ind 

127. HYDRAULIC BRAKE FLUID SERV- 

VE — HOW TO CHECK, DRAIN, FLUSH, 
REFILL. BLEED Easy reference book 
that contains helpful service instructions as 
well as detailed descriptions and illustrations 
of the latest methods and procedures for 
profitably servicing hydraulic braking systems. 
Send for Bulletin HU-17, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


131i. BURD HANDY HANDBOOK FOR 
MECHANICS—Information on piston ring 
installation; also “No Job for a Dub” for dis- 
tribution by garages to their customers. Burd 
Piston Ring Co., Rockford, Ill. 


133. CATALOG No. 500-R. Features more 
than 200 Champ-Item t tive 

parts for all makes of ca A 
ice book. Chaup-fieme, gt 
Ave., St. Louis 14, Mo. 


134. STREAMLINER CATALOGS on Moog 
Coil action front and parts, coil springs, 
chassis parts and electrically heat-treated 
springs for cars and trucks. Moog Indus- 
tries, Inc., 6651 Easton Ave., St. Louis 14, 





— serv- 
6190 Maple 


HYDRAULIC BRAKE SERVICE IN- 
STRUCTIONS AND MAINTENANCE HINTS 
—Explain fundamenta! principles of hydrau- 
lie brakes and their operation. ines cor- 
rect procedures for brake inspection and ad- 
justment. Gives cause and remedy for com- 
mon brake troubles. Ask for HU-197. Wag- 
ner Electric Corporation, 6362 Plymouth Ave- 
nue, St. Louis 14, Missouri. 


137. DELCO-REMY ELECTRICAL SERV- 
ICE—A 20-page 8%xll-inch booklet covering 
essential steps in servicing the electrical sys- 
tem on an automobile. Profusely illustrated 
(84 pictures.) A must for the automotive 
electrician. Deleo-Remy Service Department, 
Anderson, . 


14L. NEW PISTON RING CATALOG and 
full Power Story on Moog X-Plus Piston 
Rings for motor reconditioning. Moog Pis- 
- se Co., 6161 Easton Ave., St. Louis 
14, Mo. 


142. IGNITION — Catalog on Automotive 
ignition parts, wire and cable backed by 
customer satisfaction since 1921. Guaranteed 
by Andrews Mfg. Co., 924 S. Theresa Ave., 
St. Louis 3, Mo. 


144. AUTOMOTIVE SERVICEMEN’S HAN- 
DY HAND BOOK — a simplified reference 
book for the operation, checking, tune-up and 
repair of auto, truck, and tractor engines. 
Burd Piston Ring Company, Rockford, Ill. 


149. NEW PAMPHLET DESCRIBING UNIT 
CONSTRUCTION OF Drive Shaft Bushing 
and Seal Assemblies, Housing Repair Kits, 
Repair Units, Transmission Case Ball Seats 
and Special Pinion Bearing Assembly for 
Chevrolet cars, pick-ups and most M 
pickups. National Machine Works, P. O. Box 


Please send to me without obligation, pee booklets No. 


in the September, 1951, 


JOURNAL. 


ithern A mi 
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5, Ga 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 


168 


4305, Oklahoma City 9, Oklahoma. 


160. NEW sLacenere PORTO-POW- 
ER CATALOG P-50, AND PRICE 
SCHEDULE +. a, “catalog of uses,” 
covering Porto-Power service in repairing, re- 
building and reconditioning. Write Black- 
hawk Mfg. Co., gia Dept., P. O. Box 613, 
Milwaukee 1, Wise. 


161. WHIZ CATALOG NO. 48-C—Describes 
the complete line of Whiz Automotive Chemi- 
cals designed to make cars run better and 
look better. R. M. Hollingshead Comp 4 
Copper St., Camden, New Jersey; Toron 
Cana 


162. WILLARD STORAGE BATTERY 
CATALOG—Complete technical specifications 
for storage batteries for every application. 
Liberally illustrated. Replacement informa- 
tion. Explanation of battery construction 
features. Willard Storage Battery Company, 
246 E. 18lst St., Cleveland 1, Ohio. 

164. AIRTEX FUEL PUMPS AND ANTI- 
PULSATION GASOLINE FILTERS — New 
and Rebuilt Fuel Pumps, Combination Fuel 
and Vacuum Pumps, Repair Kits and Anti- 
Pulsation. Catalog AX64 Airtex Automo 
tive Division, a Pairticid, Ill. 


172. WILLARD DRY yr 
and “B” Power Pac “B” and “C” 
Packs, “A” Batteries, “B”" Batteries, 
Batteries, General Purpose Battery, Portable 
Lantern Batteries, Radio Storage Batteries, 
Interchange Data. Willard Storage Battery 
Company, Cleveland 1, Ohio. 


“a” 


180. The LAMSON NO. 50-A AUTOMO- 
TIVE CATALOG—A complete reference book 
on the most popular sizes of cap screws, nuts, 
lock nuts, cotter pins, stove bolts, lock wash- 
ers, flat washers, expansion plugs, studs, 
starter bolts and washers, ring gear, rivets, 
tractor bolts, high nuts, U bolt rods, spring 
clip and spring center bolts, battery bolts, 
license plate bolts. List prices, weights, di- 
mensions and package quantities are given. 
The Lamson & Sessions Co., 1917 W. 35th 
St.. Cleveland 3, Ohio. 


185. SERVICE MANUAL FOR THE DOC- 
TOR OF MOTORS — A comprehensive and 
thorough reference book —_ puts special 
emphasis upon the di oil 
consumption and the pro ¥ eo for 
piston ring installation. includes special 
instructions to follow wien working upon 
certain makes and models of cars, a listing 
and description recommended ring tools, 
and an interesting, informative account of 
the development - modern automotive 
piston ring. It is 
tion of a technical “cubbert. 
Hagerstown, Indiana. 








Pertect Circle, 


186. BATTERY SERVICE MANUAL—Pre 
by Association of American Battery 
Manufacturers as an authentic reference and 
guide for everyone i in t ve 
storage ies. It is complete my ita cover- 
age of the subject and so simply written and 
so profusely illustrated that service men and 
will it easily understand- 
Distributed by Auto-Lite Battery Co 

tion, P. O. Box 981, Toledo, Ohio. 


1938. WIRE & CABLE CATALOG—A % 
page catalog covering every automotive use of 
electric wire and cable, complete with specifi- 
cation data—Electric Auto-Lite Co., Merchan- 
dising Division, Ch & Ch 8t., 
Toledo 1, Ohio. 





TD 





195. CATALOG presenting the _ entire 
Yankee line of lamps, mirrors, and special- 
ties in twelve pages. Each item is illustrated 
text given in condensed form. 
classified for quick reference. 

Kalamazoo punched for filing. 

page is devoted to a description of the vari- 
ous point of sale aids. ankee Metal Pro- 
ducts Corporation, Norwalk, Connecticut. 

197. SPARK PLUGS — Condensed four 
page specification folder for passenger cars, 
including 1961 models. “Plug Chek” Indi- 
eator and Data Book also available. This 
service tool is designed to assist service men 
in diagnosing spark plug heat range prob- 
lems. The Electric Auto-Lite Co., Merchan- 
dising Division, Champlain & Chestnut Sts., 
Toledo 1, Ohio. 


203. POROUS CHROME PISTON RINGS 
—A 4-page folder answering pertinent ques- 
tions concerning Porous Chrome—the newest 





development in piston rings. Koppers Com- 
pany, Inc., Piston Ring Division, P. O. Box 
626 Baltimore 3, Maryland. 


204 AMERICAN HAMMEKED PISTON 


RINGS—A five color descriptive catalog cov- 
Piston Rings and 
with a specifi- 

cation —_— giving list prices of 
Kop Company, 
Diviaton a 0. Box 626, 


ering American Hammered 





available 
Inc., Piston Ring 
Baltimore 3, Mary- 


225. 8-PAGE CONDENSED CATALOG — 
Showing complete line of K-D Tools. Over 
120 tools described and illustrated. Ford 
Valve Service Chart on the back shows cor- 
rect K-D Tool combinations to service all 
Ford-built motors from 1928 to date. Free. 
K-D Manufacturing Co., Lancaster, Pa. 


229. VALVE SERVICE MANUAL NO. 150 
Explains Procedure of servicing valves in all 
Ford-built motors from 1932 thru 1950. Well 
illustrated. Write K. D. Manufacturing Co., 
Lancaster, Pa. 


233. NEW 40-PAGE BLACKHAWK 
WRENCH CATALOG NO. W51—List socket, 
box-type and open end wrenches and sets, 
including new “Nuggett” double-duty drive 
socket wrenches. Blackhawk Mfg. Co., Mil- 
waukee 1, Wisc. 


249. CATALOG NO. 47-A AND SUPPLE- 
MENT describes car application data on gen- 
erator and starter armatures and field coils 
Contains valuable interchangeability data on 
all passenger cars through 1950 listing gen- 
erator and starter armature applications for 
the popular trucks. Arrow Armatures Co., 
156 Fordham Road, Boston 34, Mass. 


250. CATALOG NO. 50-G describes our 
complete line of generator and starter mo- 
tors. Complete car application data is in- 
cluded in this booklet for all passenger cars 
and popular trucks through 1950. Arrow 
Sometante Co., 15 Fordham Road, Boston 84, 
ass. 


267. ole me PRODUCTS—A condensed 
catalog designed for parts reference 
just a It contains handy simplified 
identification and illustrations of floor mats, 
pedal pads, motor mounts, and rubber b- 
ings. Rubber Products Inc., 1726 
London Road Cleveland 12, Ohfo. 


262. OIL FILTER MERCHANDISER—Those 
Extra Dollars and how to get them in oil 
filter service sales. All the facta on new 
Wix sales tools . the Cabinet Merchan- 
diser and Wix Director. Wix Accessories 
Corp., Gastonia, N. C. 


263. HAND TOOL CATALOG NO. 57M.—90 
colorful pose ef modern Hand Tools for all 
phases o utomotive repair and maintenance, 
showing the right tool or tool set for prac- 
tically every job. New Britain Machine 
Company, New Britain, Conn. 


267. AUTOMOTIVE BEARINGS — Catalog 
50-CB—a 68 page listing of connecting rods, 
cam shafts and main bearings for cars, 
trucks and tractor engines. Johnson Bronze 
Co., New Castle, Pa. 


270. COOLING SYSTEMS, WHAT YOU 
SHOULD KNOW ABOUT THEM—16 pages, 
concisely written and clearly illustrated with 
diagrams and pictures. Tells you everything 
you need to know about the mechanics of 
cooling systems, helps build a better cooling 
system service. Warner-Patterson Co, 0 
S. Michigan Ave., Chicage 5, Il. 


272. FREE CATALOG BULLETIN NO. 
1000 4 Blackhawk’s new “portable 
lift’, the J-17 LIFT-POST Hydraulic Jack. 
asphowt Mfg. Co. Milwaukee 1, Wis- 
consin. 


277. ELECTRICAL SWITCHES—The 1951 
Cole-Hersee line consists of automotive 
switches, truck and trailer connectors, 
cessories and tive elect- 
rical equipment. Address Cole-Hersee Com- 
pany, 20 Old Colony Avenue, Boston 27, Mass. 


280. THE iy ¢ 7 OF SELLING SHOCK 
, pocket-size “brass 





Cleveland 3, 


283. FACTS ABOUT IGNITION COILS— 
Learn what characteristics of a coil are need- 
ed for top motor performance, the signi- 
ficance of coil polarity, why an engine skips 
at low speeds and many other tips on igni- 
tion service. Echlin Mfg. Co., 242 East St., 
New Haven 5, Conn. 


THE RICHLITE MFG. CO. hes avail- 

avie'? for distribution a colorful and fully ilius- 

trated 28 page catalog of exhaust deflectors, 

rear view mirrors, inside door handles clothes 

door guards and many other 

automotive accessor an le 

Richlite Mfg. Co., 2326 Indiana Avenue, 
Chicago 16, Illinois. 


307. VAL-VIN-HED — Attractive catalog 
sheet containing information about the new 
VAL-VIN-HED-SILEN INCER designed to per- 
form three important functions in a motor 
with overhead valves and rocker arms. Si- 
lences valve clicking noise, provides overhead 
lubrication and protects against moisture con- 
densation. Joe L. Estes Co., Winder, Ga. 


309. OIL FILTER & REFILL, RAPID 
REFERENCE CATALOG has casy-to-use Re 
placement Chart which alphabetically lists 
makes of cars and cross-indexes makes of 
filters for cars, trucks, 

Illustrates and describes 


122 Charles St., 


314 WAGNER BRAKE PARTS CATALOG 
—A handy ONE-POINT reference to fast- 
moving brake parts and lining, covering 
popular models of cars and trucks. Catalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining seg- 
ments available to those interested in bond- 
ing lining in their own shops. Wagner Elec- 
tric Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


324. ATTRACTIVE FOUR PAGE CATA- 
LOG FEATURING method of operation of 
= ose Wavewash Automatic Jet Car Wash- 


hilips Pump & Tank Co., 1432 State 
‘Ave. Cinsinnati 4, Ohio. 


327. SIGNAL-STAT CATALOG AND IN- 
STALLATION INSTRUCTIONS — describes 
and illustrates the Sigflare Switch and Flare 
Stat and complete line of Signal-Stat Direc- 
tional Signal and Safety a for pas- 
senger cars, trucks and Signal-Stat 
Corp., 523-539 Kent Ave., Brooklyn, Y. 


331. CELLO GRILLE lGuarD catalog 
pages showing the many types available for 
both cars and trucks from 1946 to 1951 mod- 
els. Cello Products Co., E. Boston 28, Mass 


332. Lary Mad WINDSHIELD INSTALLA- 
TION MANUAL — 32 page k explains 
removal and tnotallation procedures for curved 
safety plate windshields and tuf-flex Plate 
Glass backlights. Well illustrated. Libbey- 
Owens-Ford Glass Co. Dept. SAJ, Nicholas 

dg., Toledo 3, io. 


340. RADIATOR AND WATER CLEANER 
—catalog describing new radiator and water 
cleaner. Unit easy to install, priced eco- 
nomically, two models fit all cars, trucks and 
buses. Cartridge easily and quickly changed. 
Fram Corporation, Providence 16, R. L 


344. NEW BLACKHAWK JACK CATA- 
LOGUE Number J-60 and Price Schedule. 
Lists Hydraulic, Hand and Service Jacks from 
1% to 100 ton capacities and includes the J- 
17 “Lift-Post.” Blackhawk Mfg. Co., Mil- 
waukee 1, Wisc. 


345. HYDRAULIC BRAKE WALL CHART 
—Spiral bound listing up-to-date parts in- 
formation for passenger cars and trucks, in- 
cluding listings for master and whee: cylin- 
ders, master and wheel cylinder repair kits, 
stop light switches and brake hoses. Eis 
Automotive Corp., Middletown, Conn. 


346. PAY LOAD PROOF — Alcoa's new 
36 page booklet on aluminum trailers. Per- 
formance records, weights, structural infor- 
mation. Write to Aluminum Co. of America, 
670 (Dept. 8) Pittsburgh 19, Pa. 


347. SHOCK ABSORBERS — A new shock 
absorber specification catalog, reduced to 8 
including complete alphabetical 
numerical listings on shock absorbers for all 
makes and models of cars. Available through 
Monroe Warehouse Distributors and Jobbers 
or by writing direct to the jonroe Auto 

Equipment Co., Monroe, Mich. 


348. LIGHTING ACCESSORIES — Catalog 
sheets on auxiliary switch panels, toggle push 
and slide switches, truck and trailer switches, 
automotive electrical sockets, plus selling aids. 
ae Co., 24 Old Colony Ave., Boston 

ass. 


351 PACKAGED SPRAY BOOTHS — 198 
different packaged automotive spray booths 
designed to fit spraying requirements of = 
car and body shop dealers. 
cification brochure give complete technical 
etails. American Brake Shoe Company, Kel- 
logg Div., 97 Humboldt St. Rochester 9, Y. 
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353. WILLARD CABLES AND ACCES- 
SORIES CATALOG. lilustrates and describe 
battery cables, ground straps, primary and 
secondary wire, terminals, hold downs, serv- 
ice tools and allied products. Replacement 
data. Technical information. Willard Stor- 
age Battery Co., Cleveland 1, Ohio. 


354. AIR COMPRESSOR CATALOG covers 
pressors for automo- 





t ade 
au 
. Wilmer- 


355. TUBE AND TIRE REPAIR CATALOG 
in a handy 4” x 6” edition. Contains 32 pages. 
Each item iliustrated and fully described. 
Catalog is punched for hanging near telephone 
for easy reference. J. W. Speaker Corp., 3069 
North Weil St., Milwaukee 12, Wise. 


358. G-E SAFETY LIGHTING SERVICE 
MANUAL — Tells how to sell —_ 
lighting service. How to aim headilam 

hat lampe to stock. Fully illustrated 
and packed with ~—y of “Know-how.” In- 
quiry Bureau, Lam Department, Genera! 
Electric Co., Nela Park, Cleveland 12, Ohio. 


364. AUTOMOTIVE SAFETY LIGHTING 
DEVICES — A new automotive catalog illus- 
trating reflectors, directional signals, tail 
lights, stop lights, armored clearance lamps 
and safety reflector flares—all heavy duty 
equipment, designed and built for commerci 
truck and bus use. Grote Mfg. Oo., Bellevue, 
Ky. 


365. FRONT END gusranen — Parts, 
tie rods and king bolt sets. o new cata- 
loge offering case and convenience in 
lishing part identification, description, — 
facturer’s number and quantity used per 

Front end service poster and direct mail pest 
cards are being offered with catalogs. Hershey 
Metal Products, Inc., Derby, Conn. 


369. LUBRICATION CATALOG—Complete 
line automotive lubricating equipment, in- 
cluding cabinets, guns, grease fittings, ac- 
cessories, adapters, installation diagrams, in- 
stallation instructions, technical data. Write 
Aro Equipment Corporation, Bryan, Ohio. 


372.—FAULTY BRAKES — Bad Breakes 
cause more accidents than any other mechan- 
ical defect. A free PEDAL BLOK is yours 
for the asking. American Brakeblok Div., 
4616 Merritt Ave., Detroit 9, Michigan. 


373.—NEW CATALOG read 
ion. A new four page folder 
and describing new Model “B” 
One-End Lift. Automatic Steel 
Inc. Canton, Ohio. 


378. STREAMLINED CLUTCH CATALOG 
NO. CP16A—providing complete listings of 
ReNu-Aceurate Clutch Sets, clutch plates, as- 
semblies and other popular clutch items with 
vehicle part number interchange for twenty- 
eight most popular passenger cars, trucks 
and buses. Accurate Parts Mfg. Co., 12485 
Euclid Ave., Cleveland 6, Ohio. 


for distribu- 
illustrating 
Automatic 
Products, 


383. TIME SAVING, LABOR-AIDING IM- 
PACT TOOLS—Price list, complete details 
on electric Impactools, sockets & accessories, 
and thirteen common jobs where Impactool 
can save up to 90% of time required by hand 
wrenches. Ingersoll-Rand Company, 11 Broad- 
way, New York 4, Y. 


385. STEAM DETERGENT CLEANING— 
Fully illustrated folder in color, describing 
the time and cost saving of steam detergent 
cleaning in connection with industrial main- 
tenance operations. Describes and defines the 
three simultaneous actions of steam detergent 
cleaning. Oakite Products, Inc. 22 Thams St., 
New York 6, 


388. FAST-SLOW BATTERY CHARGERS— 
An 8 page booklet describing a new era in 
simplified battery charging together with fea- 
tures of new Fox Power Charger. Fox Products 
Co., 4720 N. 18th St. Philadelphia 41, Pa 


389. “FACTS OF LIFE—ENGINE LIFE” 
16 page booklet on common engine troubles 
and corrections, with emphasis on the non- 
mechanical tune-up. Illustrated throughout 
Gives the complete story on oi) additives, also 
selling tips and instructions for use. Casite 
Division, Hastings Manufacturing Co., Hast- 
ings, Michigan. 


391. MOTOR CRACK REPAIR is fully de- 
scribed in Tincher Products Company's new 
22 page manual. This manual contains spe- 
cific repair routines for cracks in every sec- 
tion of motor Fully illustrated with dia- 
grams and photographs. Tincher Products Co 
Sycamore, 
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More News Briefs 
(Continued from page 167) 





Mississippi Convention 
To Repeat Clinic 


CLINIC, staged by dealers for 
dealers, will be a feature of 
the annual convention of Missis- 
sippi Automobile Dealers Asso- 
ciation, Buena Vista Hotel, Biloxi, 
Oct. 7-9, Manager George Lemon 
Sugg announced last month. 
Several hundred members are 
expected to attend. Tom Garrott, 
Jr., of Tunica is president of the 
association. 


Alabamians Will Hear 
Kenneth McFarland 


D* KENNETH McFarland, con- 
sultant for General Motors 
Corp., and other nationally-known 
speakers will appear on the pro- 
gram of the annual convention of 
the Automobile Dealers Associa- 
tion of Alabama at Biloxi, Miss., 
Sept. 30-Oct. 2. 

A forum on dealer problems 
will be another feature of the gen- 
eral sessions, it has been announ- 
ced by W. M. Turner of Selma, 
chairman of the speakers commit- 
tee. Mel B. Casler of Birming- 
ham is chairman of the general 
convention committee. 


Plymouth Starts Assembly 
Of Rescue-Plane Hulls 


LYMOUTH Division of Chrysler 

Corp. has started assembly 
operations on hulls for the Grum- 
man Albatross amphibious air- 
rescue plane at its Evansville, 
Ind., plant. While the section of 
the plant is still being prepared 
for volume output, portions of all 
major subassemblies are already 
in production. 

About 700 production and of- 
fice workers are currently em- 
ployed on the airframe project 
and this number is expected to 
be doubled when volume output 
is reached, according to Plymouth 
officials. 


R. J. Kingsley Dies 


Richard J. “Dick” Kingsley, as- 
sociate editor of the N.A.D.A. 
Magazine and radio-news editor 
of the National Automobile Deal- 
ers Association, died August 29 
of a heart attack. He had also 
contributed many articles to the 
weekly NADA News-Letter. 
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Charles S. Brooking rounded up the gang, finally 


1926 


located a 


Dodge which he lined up alongside a °51 model and then called the 
photographer as part of his celebration this month of his 25th anni- 


versary as a 


Dodge dealer at Gainesville, 


Fla. Brooking, shown be- 


tween the cars, is one of the most highly regarded dealers in his 
state. He was president of the Florida Automobile Dealers Association 
in 1948-50, is a past president of the Gainesville association and has 
served three terms of three years each as a member of the Gainesville 


City Commission. He was 


mayor-commissioner for two 


years. He 


entered the industry in 1922 at Leesburg, Fla., as branch manager 


for I. W. 


Florida Speakers Include 
Stewart and McKay 


W. Stewart, Chrysler-Ply- 
@ mouth dealer of St. Louis, 
Mo., and R. D. McKay, Wichita, 
Kan., president of the National 
Automobile Dealers Association, 
are two of the speakers scheduled 
for the convention of the Florida 
Automobile Dealers Association, 
to be held at Hotel Tampa Terrace 
Oct. 21-23. 








N. C. Board Studies 
Gasoline Prices 


The governor of North 
Carolina has appointed a 12- 
man committee to investi- 
gate the advisability of the 
regulation of gasoline prices 
by a state agency, such as 
the Utilities Commission. 

Allan Mims of Rocky 
Mount, former president of 
the North Carolina Automo- 
bile Dealers Association, was 
selected to represent auto- 
mobile dealers on the com- 
mittee. 

The committee will report 
its findings to the governor 
and make recommendations 
to the 1953 General Assem- 
bly. 











Phillips & Sons of Orlando, Dodge distributors then. 


The program will also feature 
James C. Moore, counsel for 
NADA; Dr. J. L. Brakefield of 
Birmingham, Ala.; Dr. Alfred P. 
Haake, consultant of General 
Motors, and William B. Buchanan, 
tax consultant of Washington, D. 
C., according to a bulletin from 
General Manager Walter C. Mal- 
lory. 


Murbarger Heads Sales 
For Sealed Power 


_ E. Murbarger has been 
appointed general sales man- 
ager of Sealed Power Corp. He 
succeeds George W. Davies, who 
has been seriously ill. 
Murbarger joined the firm in 
1937. He was appointed assistant 
sales manager of the Replacement 
Division in 1944 and in 1949 he 
became director of distribution. 


Nash Appoints Paxton 


H. G. Paxton, formerly with 
General Motors Acceptance Corp. 
in Huntington and Charleston, W. 
Va., has been appointed national 
business management manager of 
Nash Motors Division. 


Fruehauf Names Peterson 
Kenneth R. Peterson has been 


appointed assistant to the presi- 
dent of Fruehauf Trailer Co. 
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Fiberglas for Separators 


May Add 


Fisercias battery separator 

that is said to perform the 
functions of the separator and re- 
tainer mat in storage batteries has 
been announced by Owens-Corn- 
ing Fiberglas Corp. 

The initial cost of the separators 
probably will be higher than wood 
but lower than rubber, company 
officials said. Performance of the 
Fiberglas separators should be 
superior to that of wood and com- 
parable to that of rubber, on the 
basis of tests conducted during 
the development period, they stat- 
ed. 

The separators reportedly can 
be installed in storage batteries in 
assembly-line operations in one- 
half the time needed to install a 
separator and a retainer mat. 

Batteries with the units are ex- 
pected to be used in passenger 
cars wherever maximum per- 
formance is a consideration, such 
as in taxis, trucks and diesel-op- 
erated vehicles, as well as military 
vehicles and aircraft. 


to Battery Life 


Fiberglas battery separators are 
said to perform the functions of 
both separators and retainer mats 
in automotive storage batteries. 


The separators are not brittle 
and once inserted in the battery 
assembly will not warp or buckle, 
company engineers said. They 
are also resistant to underhood 
temperatures, hightgravity acid 


and overcharge. 

Tests show that batteries with 
the separators have a higher five- 
second voltage, the engineers said, 
which means more power for cold 
starting 

The separators are made prin- 
cipally of inorganic materials that 
are practically unlimited in sup- 
ply, the manufacturer said. Be- 
cause they are manufactured in 
standard starting, lighting and 
ignition sizes, they are designed 
for use in any standard storage 
battery, it was stated. 


McKay Will Address 


Kansas Convention 
D. McKay, Chrysler-Ply- 


@ mouth dealer of Wichita, 
Kan., and president of the Nation- 
al Automobile Dealers Associa- 
tion, will be one of the principal 
speakers at the annual convention 
of the Kansas Motor Car Dealers 
Association at the Town House 
Hotel, Kansas City, Sept. 27-29 

A panel discussion by represen- 
tatives of three federal agencies 
and addresses by other well- 
known speakers will also be fea- 
tured, Secretary-Manager Roscoe 
Hambric announced 





1921 
1951 


for Thirty Years 





DOUBLE QUALITY— 
TRIPLE VALUE 


The Andrews line of Ignition Parts, Wire and Cables gives the 


trade: 


Double Quality —— quality in material and workmanship. 


Triple Value —— because 


1. Complete line of quality merchandise 


2. Fast turnover of packaged profits. 


3. Guaranteed for customer satistaction 


Andrews Quality and value have been outstanding in the auto- 
motive replacement field for thirty years. 
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South Carolina Sessions 
To Fete Native Sons Oe aeear CO. owe 
ons of South Carolina who eitiass. 
have attained prominence 
widely will be honored at the an- Enea 
nual convention of the South : TI 
Carolina Automobile Dealers As- 
sociation at the Ocean Forest 
Hotel, Myrtle Beach, Sept. 29- 
Oct. 1. 

Mrs. Ella W. Ford, executive 
secretary, announced also that the 
fifth automobile beauty pageant, 
one of the most popular features 
of this convention, would be stag- 
ed again. Lovely girls are spon- 
sored by dealers of the various 
makes of cars and trucks, with a ee oe 
$500 savings bond as the top prize. OI BR ei 
TOTAL MATERIAL 
Buick Allots Floor Space arco 
For Defense Production A ee a RTE a | 


1 ms 


|. pee Motor Division has made Service Director W. R. “Bill” Humphlett of this Atlanta, Ga., 
available for defense work dealership says this form’s use in estimating repairs on body 

jobs has been invaluable. It has simplified the job and eli- 
1,200,000 square feet of floor space inat isunderstandings which might arise if advance, detailed 


previously used for automotive data had not been given the customer, he said. Lead and sanding 

production, Ivan L. Wiles, general dises are listed in the “Supplies” column at lower left, while 

manager, announced last month. paint and replacement parts are carried in the “Material” column. 
“Within a year we will have 

more than 4,000,000 square feet of production,” he said. production of tank transmissions 

floor space devoted to defense Buick has a prime contract for and jet engines. 
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Fs Sieve tnpettent t eee | DIRECTIONAL SIGNALS for Class “A” Trucks 


packing for an intake valve as it 
is to use steel type expander rings i] No. 425-H—Hinged Bracket . 
on a piston. Although neither is | No. 425-F—Flush Mounting D 
a part of original equipment they | f Furnished in sets, four of 
both play a vital part in prevent- 3 , either number or two each of . 
ing excessive oil consumption. > |e]: both numbers with No. 441 
425H 44) 


Save oil for your customers— manually operated switch 425F 
and at the same time make a neat ith et thai N 
extra profit—by installing Perfect Valve Packings on every valve eRe CRCHIOS NEE. GF OVO 
and ring job. The graphite seal that is built into these packings 434 self-cancelling switch at small extra cost. Sets are fur- 
makes it impossible for oil to pass through a worn intake valve nished complete with wiring diagram ready for installation 
-_ No. 510—TRACTOR LAMP | No. 1248—FLUSH TYPE 
No Tools » Heavy s'amped CLEARANCE LAMP 
Necessary bracket. Built for | 4-1/16” overall di- 
’ hard tractor | ameter. Body di- 


i service. 5” lens ameter, 3 inches. 
1 32 C.P. fixed fo- | Depth of body 
f cus beam. from flange, 1'2 





Perfect Valve Packings were developed : 
through years of laboratory and road No. 525—Sealed | inches. Body heavy gauge 
testing. They are the largest selling valve beam. Ball | steel, face plate chrome 
packing on the market, endorsed by mounting. 6” lens. Stainless | plated. 3-inch semaphore 
thousands of enthusiastic users. steel door. Adjustable br’ket. | lens. 3 cp. 6-8 volt bulb 


Seuthore Rep: Max Veres DO-RAY IRONSIDES 
2911 Central A 
wae, r No. 415 — Armored Clear- 
, ? ance Lamp. Heavy metal 
nest nceneatalamnatoe: guard and additional cen- 


DO NOT ACCEPT A SUBSTITUTE ter bar for lens protection. 


Silver-like lustre finish. 


There is a “Pertect’’ PERFECT PARTS, INC. Write for Complete Catalog 


vagy for every 5s A - Ni York 23, N.Y CHIGAN AVENUE 
car, from an Austin msterdam Avenue, New Yor . or oe 1458-64 S. Mi 
to a Mack. DO-RAY LAMP CO. CHICAGO 5, ILLINOIS @ U.S.A 

















“White Brass” May Replace 
Nickel in Chrome Plating 


A DEVELOPMENT that may help 

replace strategically - short 
nickel in the automotive and oth- 
er industries has been announced 
by the Du Pont Co.’s Electroche- 
micals Department. 

Through it, a “white brass” al- 
loy is used to replace nickel as a 
base for chromium finish. This 
process is now the subject of in- 
tensive research work in the com- 
pany’s laboratories and in manu- 
facturers’ plants to adapt it to 
current production demands. The 
company emphasized that there 
are still a number of technical 
obstacles to be overcome. 

In making bright, decorative 
metal parts, it is customary to 
plate chromium over deposits of 
copper or combinations of copper 
and nickel. However, in the cur- 
rent emergency, industry has 
been severely restricted in its use 
of nickel by government. The 
development promises to help 
alleviate this problem by provid- 


ing an acceptable replacement for 
the scarce nickel. 

Preliminary results indicate 
that chromium, plated over white 
brass, is indistinguishable in 
brightness and color from that 
plated on a nickel base, Du Pont 
engineers said. The white brass 
used in the process is an 80/20 
zine-copper alloy which is electro- 
deposited from a cyanide bath us- 
ing special brightening agents. 
From there on articles are chro- 
mium plated in the usual manner. 

All information on the develop- 
ment has been made available to 
industry, which it is understood is 
now conducting large-scale trials, 
the Du Pont announcement stat- 


ed. 
Willys Sales Are Higher 


Sales of Willys-Overland Mo- 
tors, Inc., for the first three quar- 
ters of its 1951 fiscal year were 
117 per cent over the 1950 period. 


Kentuckians to Feature 
Regulations Clinics 
CLINIC on government regu- 


A lations, featuring Pat Me- 
loan, assistant regional director of 
the U. S. Department of Labor, 
Dr. John W. Manning, state direc- 
tor of OPS, and a representative 
of the Federal Reserve Bank, will 
be a highlight of the convention of 
the Kentucky Automobile Dealers 
Association at Kentucky Lake, 
Gilbertsville, Ky., Sept. 16-18. 

Ben F. Long, the association’s 
advisory committee chairman, 
will preside over the clinic. 

“Cy” Williamson of Hopkins- 
ville, Ky., will be the moderator 
of a clinic on state legislation. 

J. B. Wagstaff, vice-president 
of the De Soto Division of Chrys- 
ler Corp., will be a_ principal 
speaker at the business session on 
the final day of the meeting 

Karl M. Richards, manager of 
the field services of the Automo- 
bile Manufacturers Association, 
will be one of the principal speak- 
ers. 

James C. Moore, general coun- 
sel for the national dealers asso- 
ciation, will speak also 








— 
AT LAST... 


A Shock Absorber that Sells Itself! 


You don’t have to use high pressure tactics to sell 


LUMBUS 
Uniyg-ide SHOCK ABSORBER 


One demon:tration convinces the skeptic. He, in turn, sells his friends ard 
starts a chain reaction. Everyone benefits, including you, the dealer. 

The Columbus Luxury-ride Shock Absorber is the only completely different 
shock absorber now on sale. It has 17 superior features. 

Tests prove that it will out-perform and outlast competitive types 

on today’s market. Heavy duty throughout, it is priced competitively 

with conventional shock absorbers. 


* A OE R dee Bs AF 





Absorber that Outsma 
Don’t delay. shock rls 


uphe 
See your jobber today. 


MANUFACTURED BY HECKETHORN MFG. & SUPPLY CO., LITTLETON, COLORADO 


“spa: PERI et a a 
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Motor-Vehicle Taxes 
Hit $5,000,000,000 


Me than $5,000,000,000 in 
taxes was paid last year by 
highway users in connection with 
their ownership and operation of 
motor vehicles alone, according to 
an estimate by the National High- 
way Users Conference. 

Nearly $3,000,000,000 was ac- 
counted for in special imposts for 
highway purposes — principally 
state motor-fuel, registration and 
carrier taxes. These levies show- 
ed a rise of more than $300,000,000 
over the previous year, the or- 
ganization reported. 

An incomplete tally of taxes 
paid by road users to the general 
support of the government ac- 
counted for $2,175,275,000. The 
largest item in this category was 
federal automotive excise taxes. 

General sales taxes on automo- 
tive products totaled $358,229,000 
and personal-property taxes paid 
on motor vehicles were estimated 
at $130,000,000. 

These general taxes to all levels 
of government do not include in- 
come or social-security taxes, nor 
taxes paid by the automobile, tire 
and petroleum industries. 











Wet Ream or Hone 
with LEMPCO 
Speedmaster 


Originally designed and widely used as a 
Precision hone, the Speedmaster ReamORhone 
now serves as a drive for both wet reamer 
and hone. One machine instead of two, with 
suitable speeds for both the reamer and 
hone. The work runs cooler, cleaner and 
faster. To increase the diameter of the cut 
simply turn the micrometer dial. 

Ideal for speed and accuracy in fitting pins, 
master cylinders, king bolts and steering 
sectors. For details write Lempco Products, 
Inc., 5490 Dunham Rd., Bedford, Ohio 


emp CO in 


LEMPCO EQUIPMENT 





2 Tab 
Pravident ond Genera! Mancper 


for 40 years 
of faithful service 


to Shreveport Ford owners 


The management of Wray-Dickimson Company is 

gobo complimented on its long record of service 

"to the Ferd owners of the Shreveport orca. Wrey- 
Dickinson Compeny has not only served its customers 
woll, but has been « good citizen of the community 
We are proud te ocknowledge our respect for our 
competitors, end trust thet we, too may some doy 
edlebrete our 40th enniversary of service to the 
Ark-Li-Tex. 


«+ lt pays its own way 





174 





| ANDRESS MOTOR COMPANY, INC. 














Andress Motor Co., Inc., Ford dealership at Shreveport, La., used 

this newspaper ad to pay tribute to its competitor, Wray-Dickinson 

Co., on its 40th anniversary. Wray-Dickinson is said to be the oldest 
Ford dealership in Louisiana, having opened in August, 1911. 


Car Dealers Greatly Favor 
Continuing Sales Contract 


| gma overwhelmingly fa- 
vor: 
A continuing selling agreement 
with their factories rather than 
one requiring renewal annually; 
Excluding from the agreement 
a clause permitting cancellation 
without cause or at will; 
Including a clause in this agree- 
ment to provide that in the event 
of the death of a dealer, his heirs 
or estate should have a reasonable 
opportunity to prove their ability 
to carry on the business satisfac- 
torily, and in the event of the ne- 
cessity of a sale or liquidation of 
the business of a deceased dealer, 
these proceedings be taken on the 
basis that the business is a going 
concern. 
That was revealed in replies 
last month from 12,421 of the 


more than 33,000 members of the 
National Automobile Dealers As- 
sociation to a questionnaire de- 
signed to guide the work of 
NADA’s industry relations com- 
mittee on dealer-factory relations. 

For the continuing agreement, 
the vote was 11,303 (91 per cent) 
to 1,118 (9 per cent). 

For excluding the without- 
cause clause, the tabulation was 
10,459 (84.2 per cent) to 1,962 
(15.8 per cent). 

On the final question, the vote 
was 12,211 (98.3 per cent) to 210 
(1.7 per cent). 


Ford Motor Co.’s pressed-steel 
plant for automotive body parts 
at Dearborn, Mich., is said to be 
the largest single metal-stamping 
operation in the entire world. 
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Heading up the West Virginia Auto- 
mobile Dealers Association for the 
coming year are (I. to r.): Carlton 
E. Welch, general manager; Rich- 
ard D. Chittum, Parkersburg, 
treasurer; President A. D. Wolfe, 
Fairmont; Walter M. Duncan, 
Beckley, past president, and An- 
drew Williams, Bluefield, first vice- 
president. Regional vice-presidents 
not shown are: William Barrick, 
Clarksburg, northern region; J. D. 
Bullington, Spencer, central reg- 
ion, and George Carroll, North 
Fork, southern region. 


Record Attendance Marks 
West Virginia Meeting 
 &- largest group ever to at- 
tend a convention of the West 
Virginia Automobile Dealers As- 
sociation, about 425, met at The 
Greenbrier, White Sulphur 
Springs, August 26-28. 

R. D. McKay, Wichita, Kan., 
president of the National Auto- 
mobile Dealers Association, was 
the principal speaker at the open- 
ing business session. He discuss- 
ed some of the problems that con- 
front dealers in these days of in- 
flation and mounting taxes. 

A forum on state motor-vehicle 
laws, moderated by Cecil Walker 
of Rhodes-Walker Chevrolet Co., 
was a highlight of the second 
day’s session. Participating in the 
forum were Don McClaugherty, 
commissioner of the Motor Ve- 
hicle Department; Ralph Ballard, 
assistant commissioner; Col. W. E. 
Burchett, superintendent of the 
Department of Public Safety; Don 
Schaffer, member of the State 
Road Commission Planning Board, 
and Larry Rollins, Valley Motor 
Sales, Charleston. 

Col. Jack Major of Paducah, 
Ky., well-known humorist, was 
another featured speaker. 

A “dude ranch” party, cocktail 
party and dance highlighted the 
entertainment program. 

A full program was also ar- 
ranged for ladies attending the 
meeting. It included a golf tour- 
nament and a lecture on flower 
arrangements. 


Ford Workers Get Awards 


Nearly 15,000 employees of 
Ford Motor Co. have shared in 
cash awards since 1947 for sug- 
gesting ways to improve their 
own jobs, company officials an- 
nounced recently. The average 
award has been $53.60, with 62 
employees receiving maximum 
awards of $1,500 each. 








a Dees /e0hie 


FORD MODEL HF-841—Custom en- 
gineered .. . compact. . . easy to install. 
Provides fast heat for entire cor and 
perfect defrosting. New HaDees Heat 
Control Valve, furnished on all FRESH- 
AIRE units, effectively regulotes and 
controls any desired temperature. 


SELL SSSS8¢4" WITH HaDlees , 


Everything you need for large volume 
profits is yours with HaDees. You get 
FRESH-AIRE Models Custom Built for 
1949-50-51 popular cars—complete units 
that slip into place with no cutting or 
drilling—no extra parts to buy. You get 
a full line of Re-circulating heaters to 
meet every price and purpose—an Under- 
Seat Model that fits 95% of cars on 
the road—plus famous HaDees Truck 
and Bus Models for heavy-duty service. 
HaDees Thermostats, Defrosters, Safety 
Fans, Heater Hose, and Genuine Service 
Parts round out the line. Better see your 
HaDees Jobber and place your order now! 


Y 


a 


i 


WRITE FOR THE NEW HaDees CATALOG 


HEATERS 


CUSTOM BUILT 
for 
1949-1950-1951 

@ FORD 

@ CHEVROLET 
@ DODGE 

@ PLYMOUTH 


... AND DON’T FORGET 
THESE IMPORTANT 
LITTLE PROFIT MAKERS 


Heart of ao HaDees Thermostat is the 
Syiphon Bellows. Formed from o 
single piece of metal with no seoms 
. . no soldered joints . . . it's the 
perfect diaphragm for avtomotive 
thermostatic control. 


~~ 
= 


oe 


uf 
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fe BURD PISTON RING COMPANY 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER, 1951 





90 Per Cent of Automobiles 
Used for Work or Shopping 


N™ out of ten passenger cars 
in the United States are 
used each week in earning a liv- 
ing, shopping or both, it was 
pointed out in the 1951 edition of 
Automobile Facts and Figures, 
annual statistical handbook is- 
sued by the Automobile Manu- 
facturers Association. 

Among the highlights of a com- 
prehensive survey of passenger- 
car use in America, made early 
this year, were: 

1.—During an average week, 
73 per cent of the nation’s private 
automobiles are used for travel- 
ing to and from jobs, conducting 
business or doing work on the 
farm. 

2.—About 22,000,000 passenger 
cars are used each week for earn- 
ing a living; 16,000,000 for shop- 
ping. 

3.—Some 27,500,000 persons in 
the United States use passenger 
cars daily in earning a living. 

4.—Forty-five per cent of all 
employed persons use a passenger 











VENCO tailgate loader 
can help you 


can help your sales 


VENCO PUTS THE “PICKUP” IN 


YOUR PICKUP TRUCK AT HALF-THE COST 
OF COMPARABLE LOADING EQUIPMENT 


Cut labor costs in your own shop or add pro- 
fits to that next truck sale with VENCO. Pre 
vents injury to personnel or merchandise. 600 
ib. capacity. Order VENCO today! 
For FREE literature and name of 
nearest truck equipment dealer 


write: 


THE VEN corporaTION 


2832 Newell St., Dept. S9 
Los Angeles 39, Calif 











car in connection with their work. 

The yearbook pointed out that 
several automotive records were 
set during 1950—in passenger-car 
output, over-all motor - vehicle 
registrations, gasoline consump- 
tion, vehicle mileage driven and 
in special taxes paid by motor- 
vehicle users. 

Total vehicle production for the 
year was 8,003,045 units, includ- 
ing 6,665,863 passenger cars and 
1,337,182 trucks and buses. This 
brought the 51-year production of 
the industry to 116,000,000 ve- 
hicles. 

The United States accounted 
for about 76 per cent of world 
motor-vehicle output for the year, 
which was estimated at 10,577,426 
units. 

In spite of the high rate of 1950 
production, 55 per cent of the cars 
in use during the year were pre- 
war models, the average age be- 
ing nearly eight years. Average 
age in 1941 was 5% years. Aver- 
age truck age in 1950 was seven 
years, an increase of 1% years 
since 1941. 

The life of motor vehicles has 
more than doubled in 25 years. 
Scrapped cars today average 14 
years, compared with the 1925 
average of 6% years. Average 
life-time mileage has increased 
from 25,750 to 120,500. 

U. S. motor-vehicle registra- 
tions in 1950 reached 49,176,796. 
World motor-vehicle registrations 
in 1950 totaled 70,400,000. 

Employment, hours worked 
and earnings in the automotive 
industry reached an all-time high 
in 1950. Average weekly earn- 
ings of production workers were 
$73.25 and weekly hours aver- 
aged 41.2. This compared with 
$65.97 and 38.9 in 1949. Total em- 
ployment during the year was 
839,400, compared with 769,000 
in 1949. 


Turrentine Heads Dealers 


“Ed” Turrentine of Turrentine 
Chevrolet, Las Cruces, N. M., has 
been elected president of the re- 
cently-organized Dona Ana Coun- 
ty Automotive Dealers Associa- 
tion. 


Packard Promotes Johnson 


Harold N. Johnson, formerly 
parts and service manager for the 


A. E. Greene, Sr., vice-president 
and director of transportation of 
The Mason and Dixon Lines, Inc., 
Atlanta, Ga., receives a plaque 
from Robert F. Coleman of The 
Electric Auto-Lite Co. for the out- 
standing safety record set by his 
firm for carriers traveling more 
than 12,000,000 miles annually. 
The award was given by Auto-Lite 
and the American Trucking Asso- 
ciations to encourage safety on the 
highways and streets throughout 
the United States. 





Atlanta zone of Packard Motor 
Car Co., has been promoted to 
western divisional parts and serv- 
ice manager. A native of Kansas 
City, Mo., he attended the Uni- 
versity of Kansas City and was 
with Pratt & Whitney before join- 
ing Packard. 
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Winners in Fisher Body Crafts- 
man’s Guild model-car contest in- 
cluded: Webster S. Benner, Jr., 
Lakeland, Fla., second award in 
the senior division; Edward F. 
Taylor, Oklahoma City, Okla., 
third award in the senior division, 
and Leonard C. Bellanca, Wilming- 
ton, Del., second award in the 
junior division. First prize in the 
senior division went to Paul H. 
Richardson, Red Wing, Minn., and 
in the junior division to Gordon 
D. Williams, Los Angeles, Calif. 
The winners are shown with Char- 
les F. Kettering, Charles E. Wilson 
and other General Motors officials. 


New Regulation Covers 
Refrigerated Units 


METHOD of determining ceil- 

ing prices on used automo- 
biles equipped with a refrigerated 
air-conditioning unit and on used 
automobiles with a special body 
or engine has been announced by 
the OPS. 

Sellers may add to used-car 
ceiling price the price of the re- 
frigerated air-conditioning unit as 
determined under the general 
ceiling price regulation. 

In the case of a used car which 
has been substantially modified 
by the addition of a special body 
or engine, the amendment pro- 
vides that the ceiling price is de- 
termined under the general ceil- 
ing price regulation rather than 
by supplementary regulation 5. 


Personnel Armored Car 
Goes into Production 


| spree of a new armored 
personnel carrier that will 
take infantrymen to the front 
lines along with tanks while giv- 
ing protection from small-arms 
fire and shell fragments has been 
announced by the Department of 
the Army. The vehicle’s arma- 
ment is a .50 caliber machine gun. 

The car is being produced by 
International Harvester Co. of 
Chicago and the Food Machinery 
and Chemical Corp. of San Jose, 
Calif. It is said to have higher 
speed and increased maneuver- 
ability. 


Soss Heads Hinge Firm 


Samuel Soss, former vice-presi- 
dent (sales) and also the secre- 
tary, has been named president of 
Soss Manufacturing Co., one of 
the largest manufacturers of 
hinges for automobiles, furniture 
and general building purposes. 








CHAMPION LABORATORIES INC., MERIDEN, CONN., U. S. A. 


ORDER your JOBBER 
Wy 47 47 47 47 4 
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DeVilbiss Co. Produces 
Reconditioning Film 


per nce Herman,” a movie 
showing market and profit 
opportunities existing in the ap- 
pearance-reconditioning of auto- 
mobiles, has been produced by 
The DeVilbiss Co., Toledo, Ohio. 

The 16-mm sound film, in color, 
runs about 25 minutes. The 
scenes are laid in the office and 
paint shop of an automobile deal- 
er. The film contains information 
on training of spray operators, ne- 
cessary equipment for the paint 
shop and merchandising helps. 

It is available through the re- 
gional sales offices and distribu- 


tors of The DeVilbiss Co. 


OPS Grants Usual Markups 
On Automotive Parts 


ae under which resell- 
ers are authorized to apply 
their traditional percentage mark- 
ups to manufacturers’ prices on 
new automotive parts has been 
announced by the OPS. 

The reseller is permitted to use 
the same percentage markups 
over his cost to various classes of 
customers of the commodities he 








It's Later Than You Think 


Be Ready For The 
Winter Trade... 


CUSTOM BUILT 
“SCHOFIELD” 
FRESH AIR HEATERS 


ORIGINAL EQUIPMENT 
QUALITY 


@ LOW INVENTORY 


@ 3 Heaters — 95% Coverage 
One heater to fit 
1949-1951 Fords and Chevrolets 


One heater to fit 
1949-1951 6 cyl. Chrysler Products 


One heater fits all trucks—Also 95% 
of all older passenger cars— 
6 and 12 volt available. 


DEALERS: Ask your jobber for “Scho- 
field” Heaters. They are available! 


Distributors in Georgia, Tennessee, 
Alabama, Mississippi and Florida: 


Write 


WARREN KATZ & ASSO. 


Direct Manufacturers’ Representatives 
Phone Ve. 5398 or At. 1412 
642 CRESTHILL AVENUE, N. E. 








WK 
& 
A 








ATLANTA, _ GEORGIA 


One of the longest serpentine brick walls in the world is nearing 
completion at the test track of Ford Motor Co. in Dearborn, Mich. 
Eight feet high and more than a mile in length, the wall will con- 
ceal testing of new models and add to the beauty of the countryside, 
‘ord officials said. Another reason for the undulating design was 
economy, since the wall is one brick thick and requires no bracing. 


sells as he used in the pre-Korean 
period from April 1 to June 24, 
1950. This new base period was 
established by the regulation. 

If the manufacturer did not use 
a list price, resellers determine 
ceilings by adding percentage 
markup used in the base period 
to the current legal cost as stated 
on invoices from the manufactur- 
er or jobber. If a reseller cannot 
use either method, he may apply 
to the nearest OPS office. 


“Antique” Ceilings Lifted 


Price controls have been re- 
moved from “antique” used cars 
by the OPS. The order applies to 
1926 and older models. Such cars 
are usually sold as antiques and 
have a greater value than the old- 
est models listed in the automo- 
bile guide books used to set ceil- 
ing prices on used cars under the 
federal regulations. 











James A. Ayers, Cadillac-Olds- 
mobile dealer of Chattanooga, is 
one of the principal speakers at 
the convention of the Kentucky 
Automobile Dealers Association 
Sept. 16-18 at Gilbertsville, Ky. 
He is Tennessee NADA director 
and a past president of the Tennes- 
see Automotive Association. 


VAL-VIN-HED Si/encer 


Stops clicking noise. Lubri- 
cates valve mechanism. Pro- 
vides protection against 
moisture condensation. 
Chevrolet list $2.95; Buick 
$3.50. Place an order with 
your jobber today. 


JOE L. ESTES CO. 


Winder Georgia 
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It was summer for the men but 
strictly winter for the battery when 
Willard Storage Battery Co. con- 
ducted demonstration tests for its 
Heavy Duty DeLuxe line. In the 
test shown above, the battery start- 
ed three cars simultaneously while 
it was encased in a 300-pound 
block of Another battery en- 
cased in ice cranked a car for a 
total of 17 minutes. A third was 
baked in an oven at 200° F. be- 


fore it went into action. 


Sales Down, Service Up, 
NADA Survey Reveals 


EW-CAR deliveries were down 

16 per cent in the second 
quarter of 1951, compared with 
the comparable period last year, 
but total service business showed 
a gain of 10.4 per cent and parts 
and accessories sales were up 
eight per cent for the period. 


These and many other interest- : gf 
ing highlights of dealer operations bad 


were included in the second-quar- 


ter business management survey , a) 

conducted by the National Auto- ee GRIND F 

mobile Dealers Association. : 
Dollar sales volume was down { ‘ye 

substantially from that achieved = 

in the first quarter but held at b 7 SHOES IN 4 MIN! 

about the same level as was reach- J ° 


ed in the second quarter last year. 

Used-car gross profit, which 
had followed the upward trend in 
prices in an almost unbroken line 
from the time of our entry into 
the Korean war, reached a high 
point shortly after the turn of the 
year and then broke abruptly 
downward in the second quar- 
ter. 

Unit sales of used cars and 
trucks were down slightly, aver- 
aging .6 per cent under last year. 
Dollar sales increased about 16 
rec 9 New Ammco Model 2000 

Because of continuing increases ew mmco 0 e 
in operating costs, the service- i 
absorption average, which reach- \4 B k Sh fF d 
ed 63.8 per cent in the first quar- > fa C 0€ rin ef 
ter, dropped back to 61.5 per cent, es 
substantially where it was at the ae: Matches Lining Perfectly 
end of June, 1950. 

Average gross profit on service 
business stood a 32.5 per cent | R to Are of Drum! 
of sales. = 

“Following so closely behind 

the period of abnormal activity 
which was experienced in the first 
quarter, the results of the second 
three months were probably dis- OMMCO TOOLS. INC 
appointing to many dealers,” a : ‘ 
statement from NADA. § said. 
“Judged by other standards, how- 
ever, and considering the clouded 
outlook at the beginning of the 
year, they were not too bad.” 
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**Boss” Kettering Hits 75 
And Keeps Rolling Along 


NE of the “greats” in the auto- 

motive industry, Charles F. 
Kettering, was honored with a 
civic celebration in Dayton, Ohio, 
August 29, his 75th birthday. 

Now retired, though still hold- 
ing the status of research consult- 
ant with General Motors Corp., 
Kettering has a long list of auto- 
motive inventions to his credit, 
headed by the self-starter. 

The former head of the General 
Motors Research Laboratories and 
vice-president of the corporation 
was born on a farm in Ashland 
County, Ohio. After teaching 
school for a while, he decided to 
study electrical engineering at the 
Ohio State University. Hamper- 
ed by recurring trouble with his 
eyes and the necessity of support- 
ing himself through college, he 
did not receive his degree in me- 
chanical electrical engineering 
until 1904, when he was 28. 

He immediately joined National 
Cash Register Co. and was assign- 
ed the job of developing an elec- 








Fits Pins On 34 Car 
And Truck Models 


One Reamer does the work of five ordinary 
reamers! Its greater expansion range saves you 
money. Model 85 Dual Spiral Expansion 
Reamer plus 3 extra sets of blades fits piston 
pins and king bolts in 34 makes of cars and 
trucks. Chrome steel blades can be geen 
ened several times. Mandrel is in 100% 
tact against the entire en th of blade. "et 
every expansion rang je. xing or spring- 
in io bell mouthing. Neuctusive dual spiral 
ection cuts and burnishes in single ration 
Write for Reamer Bulletin, Lempco Products, 
Inc., 5490 Dunham 10 ‘Bedford, Ohio. 


MPC? i 


LEMPCO EQUIPMENT 


Mr. Kettering 


tric drive for the cash register, a 
job experts said could not be done 
because of the size of the motor 
that would be required. He pro- 
duced his first model within a 
year. The same principle is used 
today. 

In 1909 Kettering organized the 
Dayton Engineering Laboratories 
Co., later abbreviated to “Delco.” 
Among the first problems studied 
by the firm was the automotive 
ignition system. A system of con- 
trolling relays instead of vibrators 


‘greatly increased the driving 


range with a single set of dry 
cells. 

While working on an electrical 
generator suitable for automobile 
lighting, Kettering became con- 








The Stork Bought 
This Automobile! 


When Pundmann Motor 
Co. of St. Charles, Mo., ad- 
vertised. that it would allow 
$10 for each child on the 
purchase of a used car, 
chances are the officials of 
the firm hadn’t realized just 
how much Mr. Stork could 
do toward providing trans- 
portation. 

Mrs. William Davis took 
one look at the ad, bundled 
her 11 children into the 
family car, drove to Pund- 
mann Motor Co. and select- 
ed a $100 car. With so many 
children to ride around, it 
was nice to get a second car 


vinced that such a generator could 
be converted into an electric mo- 
tor, having a relatively high tor- 
que so it could be used for crank- 
ing as well as for battery charg- 
ing. 

Cadillac accepted the starter 
design and in 1912 installed 12,- 
000 self-starters on its cars. Public 
acceptance of the starter was in- 
stantaneous and it has been cred- 
ited with doing more to make the 
owner-driven car a reality than 
any other single invention. 

Kettering also discovered that, 
for a given fuel, the tendency of 
the engine to knock increased as 
the compression ratio was increas- 
ed. This marked the beginning of 
the study of anti-knock fuels. 

An independent electric genera- 
tor for use in isolated farm houses, 
schools and other buildings not 
served by a central power station 
was placed on the market by Ket- 
tering in 1914. 

Since 1920 the GM genius’ acti- 
vities have been closely allied 
with the General Motors Research 
Laboratories. He believes that 
research should be a cooperative 
enterprise involving the integrat- 
ed talents of all sorts of engineers 
and technicians. 

A description of the inventions 
and discoveries that have come 
out of the research organization 
under Kettering’s leadership 
would fill several thick volumes. 
A list of Kettering’s civic, educz- 
tional and scientific activities dur- 
ing his “off duty” hours would 
also be an impressive one. 





ALL SPONTANE 
STEAM CLEANERS 
ARE NOW EQUIPPED 
WITH 


HYDRO-THERM FLOW 


Your jobber will be glad to 
supply additional information. 


HALLS, INCORPORATED 


free, she commented. . 
110 Pear Street, S.E£. © Atlante, Georgia 


«lt pays its own way 
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Plymouth Cites Advantages 
Of Its Pressurized Cooling 


| rte mace on its pressurized 
cooling system was contained 
in a recent service bulletin from 
the Plymouth Division of Chrys- 
ler Corp. The service bulletin 
stated, in part: 

The average motorist has long 
been accustomed to operating his 
car with the temperature indica- 
tor pointing to the middle of the 
gauge to the so-called “normal” 
position, with very little fluctua- 
tion. 

A cooling system with a pres- 
sure-vent radiator cap has a much 
wider temperature operating 
range. It is perfectly safe and 
normal for Plymouth cars equip- 
ped with the pressure-vent radia- 
tor cap to operate within this wid- 
er range, with the gauge needle 
pointing from just to the right of 
the “cold” position to just to the 
left of the “hot” position. 

Water confined under pressure 
greater than atmospheric pressure 
will require a higher temperature 
to boil. 


Severe Driving Conditions 


Under severe driving condi- 
tions, such as high-load hill climb- 
ing; heavy bumper - to - bumper, 
stop-and-go driving; high-altitude 
driving or driving where outside 
temperatures are above 100° F., 
the gauge will read near the “hot” 
mark. This is normal. 

The normal temperature op- 
erating range of the current type 
of cooling system with the pres- 
sure-vent radiator cap is greater 
than on previous models. The 
cooling system with the pressure- 
vent radiator cap has been de- 
signed to improve general per- 
formance and engine life by set- 
ting higher and more efficient op- 
erating temperatures and by de- 
creasing the possibility of loss of 
coolant. 

During severe driving condi- 
tions it is normal for the needle 
to point very close to the “hot” 
mark. Of course, if the needle 
suddenly goes beyond the “hot” 
mark, the cooling system should 
be checked. 

NOTE: It is normal for a small 
amount of water to be lost 
through the overflow pipe, if the 
radiator cap is removed when the 
temperature gauge reads near the 
“hot” mark. When the cap is re- 


moved under these conditions, the 
system is restored to atmospheric 
pressure and boiling may momen- 
tarily take place. 


L-M Promotes Luster 


A. W. Luster has been promot- 
ed to manager of the administra- 


tive department of the Lincoln- 
Mercury Southern region. He 
succeeds William L. Brenner, pro- 
moted to sales manager of the 
Memphis, Tenn., district. 


Cleveland Names Gokay 


Election of O. P. Gokay as 
treasurer has been announced by 
The Cleveland Graphite Bronze 
Co. He will head the finance di- 
vision and also will retain the po- 
sition of comptroller, held since 
1947. 


ie) 
PERFORMANCE 
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STEELASTIC 
MOTOR 
MOUNTS. 








MOPSY 


Petar, 7 


NOW, YOU'LL BE SAFE WITH YOUR OLD WIRE 
-+:PROVIDED YOU ALWAYS PARK NEAR A 
FIRE HYDRANTZ.—_———_—— 


oinmantie FA) 











BREAK GLASS 





GLADYSPAR Ws R_ 











An “Aero-Seal” 

Worm Drive Clamp 

fits any shape...locks 

tight, holds tight, won't 

shake loose. Curved saddle prevents 

hose distortion at point of clamping. 

Stainless steel bands resist corro- 

sion. Use again and again. Screw- 

driver or thumb-grip types avail- 

able. Extra long take-up cuts sizes 
and inventory required. 


frerv-Seal’ tort. 


Never Works ( BREEZE 


Loose PRODUCT 





BREEZE CORPORATIONS, INC. 


29 South Sixth St., Newark 7, N. J. 




















DOUBLE 


YOUR TIRE 
REPAIR 
VOLUME 








Ven 
Pe wre ee 
Sey Mary, 
lang ane 





WITH BUXCO’s 
DOUBLE CUSHION 


Assortment! 


Right now, with motorists more conscious of tire life, you 
and your dealers can make tire repairs a big-volume, neat- 
profit operation! Be sure to stock and promote Buxco’s 
Double Cushion patch assortment in the handy self display 
carton . . . it contains all the sizes your dealers need 
most, gives them a full line of the quick, reliable, tire re- 
pairs that make more money and more friends for him — 
and repeats sales for you, too. 


DOLLAR FOR DOLLAR YOUR BEST BET'S BUXCO! FOR OVER 
20 YEARS THE FINEST IN MOLDED RUBBER TIRE REPAIR 
PATCHES AND OTHER AUTOMOTIVE RUBBER PRODUCTS! 


THE BUXBAUM COMPANY “*ouic 





FACTS! 


1. In this issue over 300 advertisers are placing their an- 
nouncements before the jobbbers, dealers, garages and service 
stations of the nineteen Southern and Southwestern states. 

2. The 28,000 copies of this issue reach over 5,500 towns and 
cities in the South. This means a very thorough coverage of 
the small town trade as well as thct of the larger cities. 

3. This is very important to advertisers, jobbers and distribu- 
tors because over 71% of the cars in the South are owned 
and operated in and around towns of 25,000 population or less. 


Southern Automotive Journal 
ATLANTA, GEORGIA 

















ANOTHER AUTOMATIC PRODUCT 


SOLD BY YOUR AUTOMOTIVE JOBBER 
A ae 


WRITE FOR CATALOG $-5 


Linmar 
WATER PUMPS 


TOLERANCES . . . As low as .0002"' on critical operations. 
BEARINGS . . . All beoring-type pumps equipped with 
notionally known ond advertised bearings and lifetime 
lubrication. 

SEALS . . . Bellows type, of synthetic rubber impervious 
to oil ond reinforced to prevent cracking. 

SHAFTS . . . All grease-type pumps equipped with long- 
wearing, precision-ground shofts. 

GUARANTEE . . . Every Linmar Water Pump is guoranteed 
fully against defects in material and workmanship and to 
fit exactly the cor for which it is designoted. 


Linmar Division AUTOMATIC STEEL PRODUCTS, INC. « CANTON 6, OHIO 
A Swbstential Supplier to the Avtometive industry fer Over 20 Years 
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Night or day, the showroom and 
office building of Mutual Motors, 
Cadillac-Oldsmobile, Columbia, 5. 
C., eatehes the eye. These facilities 
represent the completion of a 
building program that began six 
years ago when the Cadillac con- 
tract was signed, Charles C. Vogell, 
president and general manager, 
said. The service department, the 
first unit in the permanent facili- 
ties, was opened officially two 
years ago. 


Hudson Will Build 


Bomber Sections 
} pene Motor Car Co. an- 


nounced late last month it 
had received an order from Glenn 
L. Martin Co. to engineer, tool 
and manufacture rear fuselage 
and tail sections for the twin-jet 
B-57 Canberra Night Intruder 
bomber. 

Approximately 250,000 square 
feet of floor space at the plants 
in Detroit will be used for this 
and a previous aircraft order 
from Wright Aeronautical Corp. 
Tooling for the Martin order will 
begin immediately, according to 
A. E. Barit, president of Hudson. 

Aircraft work will not interfere 
with automobile production 
schedules permitted by the gov- 
ernment, Barit also stated. 

The Canberra was originally 
designed and built in England as 
a high-altitude radar bomber. The 
U. S. model is a Night Intruder 
version of the bomber. 








Stands Alone 
—Has no Equal 


Wl LF 


The origina! liquid metallic preparation tor repair- 
— K ceeed engine blocks, cylinders and valve 
ports. 


MILLER MANUFACTURING CO. 
5, N. 


Dept. SA Camden J. 




















© 1951 riTeseT MFG. co 
REPRINTS 


>N 
WITHOUT CHARGE 


What about the guy who decides to “get a few 
more miles” out of the old set? Well ...there are 
two ways to sell him: (1) rescue him from a 
jam like Bill is doing, above or (2) tell him 
about the bonus mileage with safety he gets with 
RiteSet LONG LASTING LINING! 

RiteSet's new ELEC-TREAT compou. ding 
and curing prucess is the latest thing... makes 
standard lining heavy-duty—produces high fric- 
tion with low wear. Gives your customers many 
extra miles at no extra cost! 

RiteSet’s mileage bonus with safety makes a 
big hit. Customers bring in friends... friends 
bring in friends...sometimes even enemies bring 
in friends. In the meantime, you'll be cashing 
blue chips. Install RiteSet on your next job and 
see for yourself! 


RITESET WAREHOUSES ATLANTA B 


iv 


INNEAPOL PHILADELPHIA R 





yee 


RiteSet 


MANUFACTURING CO. 
HOME OFFICE AND PLANT 
2435 Enterprise Street 
Los Angeles, California 
RiteSet products are sold thru Jobbers 
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" Now get it straight... 
NOT replacement pilots, 
but PILOT 
REPLACEMENT PARTS” 


Pilot offers you a 
quality line of hydraulic 
brake cylinders, parts, 
repair kits and 





universal joints. Write 
for complete catalog. 


A Halperin industry 











Always 
depend on 


Our 25 yeors of manufac- 
turing experience is your 
assurance of Top Quali 
roducts. Every AMK 
RODUCT is carefully en- 
gimeered and accurately 
machined to original equip- 
ment specifications 


Write for Catalog. 


AUTOMOTIVE Man’F’G Co., INC. 


556-570 W. FULTON STREET CHICAGO 6, ILLINOIS 











PERFECTION 
PARTS 


are 
Certified to excel 


PERFECTION GEAR CO. 


HARVEY, ILLINOIS 

















pans : 


MEET ALL YOUR NEEDS 


standard or special with 


PLANET 


the complete line of — y 
BRASS FITTINGS - COPPER TUBING (7) 
GREASE FITTINGS - FUELLINES && 
AIR AND GREASE 
LINE ACCESSORIES 
...and a sparkling line of 
fast-moving accessories. 
ATTRACTIVE PACKAGES 
BALANCED ASSORTMENTS 


PLANET METAL PROD. CORP. 
966 Dean Street © Brooklyn 16, N. Y. 





General Manager Walter C. Mal- 
lory of the Florida Automobile 
Dealers Association, representing 
the Florida Inter-Industry High- 
way Safety Committee, is shown 

presenting a check to Lieut. C. E. 
i Red” Taylor of the Florida High- 
way Patrol. Taylor was one of 
eight patrolmen over the country 
who were given $650 fellowships 
by the Automotive Safety Founda- 
tion to attend the fall course in 
traffic police administration at 
Northwestern University. Others in 
the photo are (I. to r.): Standing, 
Col. H. N. Kirkman, director of 
the Florida Department of Public 
Safety; seated, State Comptroller 
Cc. M. Gay, Secretary of State R. 
A. Gray, Governor Fuller Warren 
and Attorney General Richard W. 

Ervin. 


July Car Registrations 
Approximate 450,000 


ULY registrations will total ap- 

proximately 450,000 new pas- 
senger cars, continuing the down- 
ward trend in registrations since 
May, R. L. Polk & Co., Detroit 
statisticians for the automotive 
industry, reported August 23 on 
the basis of incomplete reports. 

In June 454,665 passenger cars 
were registered. The total for the 
first six months of the year was 
2,808,586, compared with 2,289,- 
937 for the first six months of 
1950. 

Preliminary figures indicated 
that about 90,000 new trucks were 
registered in July, slightly less 
than the June total of 91,512 new 
trucks. 


J. A. O’Malley to Address 


New Mexico Convention 


A. O’MALLEy, general sales 

@ manager, Chrysler Division, 
Chrysler Corp., will be one of the 
principal speakers at the conven- 
tion of the New Mexico Automo- 
tive Dealers Association, Inc., to 
be held Sept. 24-25 in Silver City, 
N. M. 

An old-fashioned open-pit bar- 
becue and special events for the 
ladies will highlight the entertain- 
ment, Executive Secretary Wil- 
liam Randolph reported. 


Superior Names Virginian 


Smith-Moore Body Co., Rich- 
mond, Va., has been appointed 
distributor in Virginia for Super- 
ior Coach Corp., Lima, Ohio, 
President John H. Smith announ- 
ced last month. 








(VVWV EVV VV WY) 
i — = “Tay “The NEW, 
IMPROVED 


ZLE! 


(FUEL ELEMENT) 


4 
PERFORATED FUEL 
BOARD FOR FASTER 

FIRING AND 
EVEN F£ 
BURNING 


GRIP 


—— SIZZLE PATCHES: 


INSTANT FIRING! EVEN BURNING! 


Man, even a burning cigarette can fire the new 
Monkey Grip sizzle board. It's PERFORATED and 
specially treated to FIRE INSTANTLY and BURN 
EVENLY. Your patch sales will sizzle upward with 
this improved Monkey Grip product. Two sizes fill all 
needs, cut inventory in half, and increase your profits 
Write for Jobber Catalog and prices. 


TRY IT AT OUR EXPENSE! 


We'll send you FREE, and without obligation, 


Monkey Grip developed the o somple SIZZLE PATCH. Write for it today 


BLUNT DIAMOND SHAPE 
and the 
FILLER TAB 
and now is first in FASTER FIRING 
“SIZZLE” BOARD. Keep your soles 
FIRST with Monkey Grif! 
, 


SEND TODAY! 


TRIAL PATCH 


CLOTH TAB —» 
FITS ALL 


RUBBER TAB 
FILLS HOLE 
4 


10 sey 0h Soall diss cons dubs colts cttinns 
ion. 


Firm Name. 











eeececeneeseosen, 





MONKEY GRIP SALES CO. 


5320 HARRY HINES BLVD . DALLAS TEXAS 
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ED 
eer RINGS 4 


--. use the very best 


ABC 


BEARINGS. 





in the blue box s 


AMERICAN BALL BEARING COMPANY 
SOUTHERN BRANCHES: 3015 Main Street, Dallas, Texas 
843 Memorial Drive S. E., Atlanta 3, Georgia 








Send a postcard to Dept. K! for the 
P&D TUNE-UP-CHART for P&D 
ignition parts and fuel pumps 
/ tune up specifications tor the various 
makes and 
models of autos. 











NO MORE CARBON SCRAPING 


*DUNK 
AND 
DRIER 
BASKET 
INCLUDED 


U. S. #2318842* 


New — Improved — 
GUNK DUNK BENCH Corburetor and 
Parts Cleaning Kit New 614 gal. size 


* 
More Potent 
deep “Vapor-catcher’ design pail. 


GUNK HYDRO-SEAL 


new 


PAT. 





A_WORD OF 
CAUTION 


If it doesn’t bear 
the Genuine GUNK 
trademark, it may 
be a partly diluted 
imitation — and 
will not give you the 
Safety and Advan- 
tages of Genuine 
= NK and should 
flatly refused. 


*1. Faster . . . Terrific penetration 
improved odor. 

2. Quickly digests and removes carbon gum, 
paint, d, makes possible accurate visual 
inspection ‘and fitting of delicate meter- 
ing mechanisms, jets orifices, and diesel 
nozzles . without etching 

3. Lasts more than one year . 
water blanket 
Works hot or cold 

, Double 


due to 


Rinses wet or dry 


; Patented Barrel Performance 











BY BETTER JOBBERS EVERYWHERE 
Write for Name of Nearest Stocking Jobber 
— Flatly Refuse Substitute Imitotions — 


EDIATE DELIVERY 
“ 1 GALLON OR A 
TANK ¢ 

















r* a Complete Drive Line Overhaul 


Install the NW_Mofronal 


“All-In-One” Trans. & Drive Line Repeir Kit 


For Most Chev. Cars & Pickups, Most GMC P 
As Advertised in the Saturday Evening P« 
Sold Nationally By Leading Automotive Wh« oie rs. 


NATIONAL MACHINE WORKS, INC. 


PO BOX 4305 OKLAHOMA CITY 9 Oma 





ARTS MANUFACTURERS 


Write or wire for ful] information. Vept 8S. 





Aldo MANUAL CHOKE ° 


CONVERSION KITS 
have the 


Spring Loaded 
Device 





U.S. and Canadian 
Patents Pending 


Our patented spring loaded 
device assures proper car- 
buretor mixture, giving 
quicker, easier starting. In- 


stalls without removing car- 
Superior Screw 
& Mfg. Co., Inc. 


1227 W. Henderson Chicago, II ° 


buretor. Fully guarantee. 
Also Mfgrs. of 

Complete Line of Universal 

Hood and Choke Controls. 
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The Fature of Car Prices? 
Ford Discusses the Angles 


66 FF” almost a month, we have 

been asked what pricing 
action Ford Motor Co. will take 
when, as, and if OPS finally moves 
on some form of much needed 
relief from constantly increasing 
costs borne by the automotive in- 
dustry since the start of the war 
in Korea, more than a year ago,” 
Ernest R. Breech, executive vice- 
president of Ford Motor Co., said 
late last month. 

The statement was made while 
the “Big Three” were asking for 
an increase of possibly nine to ten 
per cent on the price of their 
products. It was expected that 
OPS would grant increases under 
the new law which permits manu- 
facturers to add proved increases 
in production costs to the base- 
period price of articles made. 

“While the new ceilings are be- 
ing worked out in Washington,” 
Breech said, “we at Ford are in 
this position: 


“1. Our customers are today 
paying no more for our cars than 
they did 19 months ago—except 
for the across-the-board token 
cost relief of 3.5 per cent granted 
the industry by OPS on March 
2, 1951. 

“2. During this same period 
(January 1, 1950, to July 26, 1951) 
for our passenger cars alone, the 
cost of materials has increased 
$98,000,000 a year, wages and 
salaries have increased $43,000,- 
000 a year—a total of $141,000,000. 

“This reflects no increased cost 
resulting from NPA cuts in pro- 
duction to help meet defense re- 
quirements for vital materials . . . 

“3. As long ago as October, 1950, 
before any government restrict- 
tions were in effect, these cost in- 
creases had reached a point where 
a sound business practice dictated 
that we recover some of them at 
least. We decided to hold the price 
line at that time, and consequent- 


ly—unlike most businesses—were 
caught in the price freeze on De- 
cember 1, 1950. 

“4. Ford Motor Co. will main- 
tain its policy of selling at the 
lowest possible price consistent 
with the costs of its products.” 
Minnesota Mining Opens 
Warehouse at Dallas 


INNESOTA Mining & Manufac- 
turing Co. has opened a 
regional sales office and ware- 
house at 1221 Dragon St., Dallas, 
Texas, to serve Texas and neigh- 
boring states 
Walter F. Gruetzman is region- 
al office manager. Ray Paulson is 
sales manager for abrasives and 
related products and Fred Rich- 
ardson is sales manager for cello- 
phane tapes. 


Clayton Hits 50,000 Mark 


The 50,000th Kerrick steam- 
cleaning machine came off the 
line at Clayton Manufacturing 
Co., El Monte, Calif., last month. 
The firm was founded in 1931 
with five employees. 





Visen. SPARK PLUG CLEANER & TESTER 





CONSISTENT PERFORMANCE AT LOWEST COST! 


VIXEN gives you a choice of spark plug cleaner 
only at $5.75, or spark plug tester only at $18, 
or combination cleaner and tester at $24.75, or 
Vixen Deluxe in hammertone grey or white 
enamel at $31.50. 


You Can Pay Much More But 
You Cannot Give Better Service! 





See your jobber 
or write to — 


EDMUND J. WUDEL MFG. CO. 


6082 E. FERGUSON DR., LOS ANGELES 22, CALIF. 


338 Peachtree St., 


Oklahoma City, 


Atlanta, Georgia 
1006 W. Main St., 
Okla 
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EXTRA VALUES 
AT NO 
EXTRA COST! 


REPLACEMENT UNIT CO. — CLEVELAND, OHIO 
ACCURATE PARTS MFG. CO. — CLEVELAND, OHIO 
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SAVE WORN PISTONS 
RE-SIZE ALL PISTONS 
WITH EXCLUSIVE 


HASTINGS 


MICRO: 
HNURLIN 


@ Here's the modern, accurate, convenient piston- 
expanding service you've been looking for. Hast« 
ings Micro-Knurling gives you a better ring job 
every time, more satisfied customers all the time, 
It's inexpensive and it increases your profits. It's 
available for all types of pistons, from 1 Y2” to 6 44" 
diameter. 

Hastings Micro-Knurling saves money for your 
customers, too—enables you to use worn pistons 
with absolute safety — assures a smoother-running 
engine while stretching the life of pistons, rings and 
cylinders. 


Diamond Knurl Pattern Traps Oil 


Hastings Micro-Knurling produces an interrupted 
finish on the thrust surfaces of the piston—giving 
better, easier break-in and insurance against blow- 
by and piston slap. Exclusive Hastings Diamond 
Knurl pattern produces crossed lines which “trap™ 
the oil, assures positive lubrication of pistons, rings 
and cylinder walls—at all times. 

The diamond knurled surface, produced by this 
resizing service, over a greater portion of the piston, 
delivers an unusually durable finish. Thousands of 
installations, studied comparatively, prove this the 
most permanent method of piston-expanding ever 
introduced. 

For better ring jobs, have the pistons Micro- 
Knurled. Your customers are willing to pay for this 
additional service — for new or worn pistons — it's 
really an operating and maintenance economy. 


This service is available from most Hastings Distributors. 


) HASTINGS MANUFACTURING CO. 
HASTINGS, MICHIGAN 


PISTON RINGS - SPARK PLUGS 
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No Pressure Problems 


with Ramco 10-l Dia 


LIGHT 


action 


2 LIGHT 


MODERATE 


Straight cylinder light 


AVERAGE WEAR 


Moderate action 


i 








EXTREME TAPER 
Full action, automatic 
adjusting action 


automat adjusting reat tion 





J 


12 years ago Ramco originated the Double-Life Principle to solve pressure problems 


that's why RAMCO ACTUALLY CURBS WEAR 








RAMCO RE-POWERING* 
Program Helps You to 
Help America Fight 
Premature Engine Wear 


Use the Ramco RE-POWERING 
Program to show customers 
that oil pumping is co warning 
sign which, if unheeded, will 
result in Premature Engine Wear. 
Sign up for the RE-POWERING 
Station Sign. Get the help of 
this nationally advertised 


program to sell more piston rings, 


THE SELF-ADJUSTING ACTION employed 
in the Ramco Double-Life Principle 
simply eliminates the pressure prob- 
lem. The amount of cylinder wear, 
taper, etc., is automatically compen- 


sated for by the adjusting action of 


Spiro-Seal, Ramco’s patented steel 
ring that “bridges the gap.” 


This compensating action is accom- 
plished without the use of harsh wall 
wearing pressures. Indeed, in cylin- 
ders that are perfectly straight and 
round the total wall pressures are 
equivalent to those of the originally 
installed factory rings. That’s why 


when you install Ramco you actually 
curb further wear. 

No chance of error with 10-Up... 
you're right every time... 12 years of 
outstanding results by hundreds of 
thousands of mechanics prove it. 


For complete information, see your 
Ramco Jobber or write Ramsey 
Corporation, St. Louis, Missouri. 


RAMCO 12600" 


Right for ANY Job 


Re-Bore or Re-Ring « Cor + Truck « Bus « Tractor 


ae tem, CRensey-—> Levis, Missouri, A subsidiory of Thompson Products, inc. 


*Nationally Advertised in pos — 
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ag LIFE 


